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State of the nation’s economy: 


U 


Stree.—Production last week was 
scheduled at 100.1 percent of ca- 
pacity, calculated to turn out 1,930,- 
600 tons. That compared with 
previous week’s 99.9 percent and 
1,926,800 tons. 

EMPLOYMENT—Number of indus- 
trial and commercial workers in 

mid-July rose to 44,017,000—high- 

est since mid-December, 1948, 
and 1,200,000 more than year 
earlier. 

Primary Prices—Bureau of Labor 
Statistics’ index advanced 0.1 per- 
cent in week ended Aug. 8 to 165.2 
percent of 1926 average. That was 
8 percent above like 1949 week. 

Business INveNToRIES — Stocks 

totaled $55,300,000,000 at end of 

June, a gain of $900,000,000 dur- 
ing the month. 

NatTionaAL Ovutput—Production of 
goods and services boomed to an 
annual rate of about $270,000,000,- 
000 in second quarter of 1950, the 
highest quarter on record. Pre- 
vious high was $267,000,000,000 in 
1948’s last quarter. 

INDUSTRIAL PropuctTion — Federal 
Reserve Board Index remained at 
record peacetime level of 199 in 
July, compared with 161 for same 
1949 month. Index is based on 
1935-39 output as 100. 

* * * 


Down 
UNEMPLOYMENT—Claims filed in 
last week of July totaled 170,666, 


fewest since October, 1948. 
* © - 


General 

Russia Toprep—vu. S. steel makers 
poured three tons of steel in first 
half of year for every ton made 
in Russia and her satellites, Ameri- 
can Iron and Steel Institute esti- 
mates. 

CivitiaN Buitoinc — Cutback of 
present record levels will be neces- 
sary because of increased military 
orders, says Commerc edepart- 
ment. 


Production 
Automotive News Estimates, 
U. S. Cars, Trucks 


184,215 179,855 


— hl we Prev, 1949 
Week Week Week 


For complete production totals 
by makes, see table, page 42. 


140,952 


MAIN ST. AUTO SHOW—Dealers in Mt. Vernon, Ill. 
The show was held on one of the town's main streets for two days and| 


automobile show. 


Production Rises 
Slightly; 1950’s 
5 Millionth Due 


184,215 in Week; 
August Output Seen 
Just Short of Peak 


By Bernie Thomas | 
Associate Editor 

HE 5,000,000th vehicle of 1950! 

will roll from some U. S. as-! 
sembly line today (Aug. 21), with) 
the nation’s car and truck plants} 
apparently headed for an August 
production volume only slightly 
short of the alltime high achieved 
in June. 

Last week, despite model 
changeover shutdowns and a 
strike at Packard, U. S. vehicle 
output moved upward to 184,215 
units, compared with 179,855 the 
week before, according to Auto- 
motive News’ tabulations. 

In last week’s accounting were 
an estimated 153,440 cars and 30,- 
775 trucks. The previous week's 
total, upon revision, showed 149,759 
cars and 30,096 trucks. 

Offsetting production lost at Nash 
and Packard last week was in- 
creased scheduling in nearly all 
Ford, Chrysler and General Motors 
divisions. Hudson ended the week 
on a slow note, starting a 17-day 
model changeover shutdown Fri- 


|day night. 

A NUMBER of GM plants sched- 

uled Saturday assembly last 
week and similar programming was 
slated at two and possibly three 
Chrysler divisions. Ford, still not 
enjoying an ample flow of mate- 
rials, succeeded in boosting out- 
put on normal activity. 

GM’s overtime scheduling put the 
corporation in line to build its 
2,000,000th U. S.-assembled car of 
the year this week, a feat that 
will include slightly more than a} 
million Chevrolets. 

During all of 1949, GM plants | 
were able to turn out 2,674,208 
cars and trucks in the U. S. 
Through last week, GM had al- 
ready brought its 1950 domestic 
| output to 2,331,483 cars and 
trucks. : 

Ford’s millionth U. S.-built pas- 
senger car was accounted for last 
week. In fact, through last week, 
Ford had accounted for the pro- 
duction of 1,023,245 Fords, Lincolns 
and Mercurys so far this year, com- 
pared with 1,077,641 in all of 1949. 

* ~ + 
Ces production, of course, 
still shows a sizeable deficit | 
when compared with the corpora- | 
tion’s 1949 pace. Chrysler plants, | 
however—120,000 cars behind their 
1949 rate at the end of June—| 
(Continued on Page 42, Col. 1) 


* * 











recently participated in an outdoor | 


attracted 60,000 Mt. Vernon and Jefferson county spectators. 


| Lincoln, 
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$8 Per Year, 25c Per Copy 


New Cars Still Strong 


As War Rush Subsides 


~~ ‘Used-Car Sales 


How They Fared... 


New-Car Sales by Makes 


For '50-'49 
Total 
Sales 

Ist Half 

1950 

335,282 
47,445 
35,197 
94,180 
158,460 
747,755 
574,871 
16,190 
156,694 
1,343,103 
250,613 
38,547 
668,123 
176,269 
209,551 
32,619 
7,942 
24,677 
543 
2,844 
3,204 
72,683 
89,599 
37,948 
146,678 
14,864 
2,830 


CHRYSLER OORP. ........ 
Chrysler 
DeSoto 
Dodge ......... 
Plymouth 

FORD MOTOR CO. 
Ford 
Lincoln 
Mercury 

GENERAL MOTORS ... 
Buick 


Oldsmobile 
Pontiac 
KAISER-FRAZER 


ANGLIA-PREFECT ... 
AUSTIN .............. ee 


STUDEBAKER 
WILLYS 
MISCELLANEOUS 


TOTAL . 2,829,952 


(First Half) 


Pet. Total 

Share Sales 
of 1950 Ist Half 

Sales 1949 
11.85 445,590 
1.68 58,529 
1.24 46,921 
3.33 106,513 
5.60 233,627 
26.43 445,711 
20.32 347,917 
57 20,134 
5.54 77,660 





47.48 918,346 
8.86 181,146 
1.36 40,645 

23.62 434,093 
6.23 122,157 
7.41 140,805 
1.15 42,588 

28 11,336 
87 31,252 
-02 3,681 
10 1,553 
ll 6,160 
2.57 77,186 
3.17 64,810 
1.32 48,450 
5.18 90,259 
52 13,835 
10 2,947 
2,161,616 


100.00 100.00 


—Automotive News Compilations from R. L. Polk & Co. Data 


Sales Analysis Reveals 
Gain for 8, Loss for 12 


HILE sales for the first haif | 
were nearly 670,000 cars ahead 
of last year, 12 American makes 
showed losses in comparison with 
'49 sales and eight showed gains. 
The gainers were Ford, Mer- 
cury, Buick, Chevrolet, Oldsmo- 
bile, Pontiac, Nash and Stude- 
baker. 
Those who dropped behind were 
Chrysler, DeSoto, Dodge, Plymouth, 
Cadillac, Kaiser, Frazer, 


Top Cars 
New-car registrations for six 
months, plus five states in July: 
1950 Pos. Make 1949 Pos. 
1—673,326 Chev. 438,867— 
2—579,053 Ford 351,985— 
38—252,745 Buick 182,478— 
4—211,213 Pontiac 141,990— 
5—177,650 Olds. 123,199— 
6—160,923 Plym. 235,532— 
7—157,864 Mercury 78,471— 
8—147,646 Stude. 91,155— 
9— 95,696 Dodge 107,703— 7 
10— 90,195 Nash 65,268—11 
11— 73,142 Hudson 77,680—10 
12— 48,126 Chrysler 59,017—12 
38,869 Cadillac 40,912—15 
38,240 Packard 48,880—13 
15— 35,652 DeSoto 47,182—14 
16— 25,148 Kaiser 31,459—16 
17— 16,342 Lincoln 20,283—17 
18— 15,011 Willys 13,973—18 
19— 7,996 Frazer 11,383—19 
20— 3,238 Crosley 6,181—20 
21— Austin 1,563—22 
22— Ang.-Pref. 3,702—21 
Total All Makes 

2,854,333 2,181,815 

For further details, see. page 
20, today’s issue. 


To CKVaurwe 


— Packard, Willys and Cros- 
| a 


* * + 


‘HRYSLER makes suffered be- 

4 cause of the 100-day strike 
earlier this year. 
| Sales for the first half were 
| 2,829,952, compared with 2,161,616. 
| General Motors came close to 
garnering half of the industry’s 
passenger-car sales during the first 
half. 

The corporation accounted for 
47.48 per cent of total auto sales 
in the six months, showing a 4.97 
percent increase over 1949’s first 
| half. 


* * * 


LL GM divisions, 
lac, showed gains over the like 
period last year. Chevrolet’s share 
rose 3.54 percent to 23.62 percent; | 
Pontiac, .90 to 7.41; Buick, 

| (See SALES, Page 42, Col. 3) 
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| record-breaking 
|there has been some easing off in 


| to take any 
| order to get a new automobile 


except Cadil- | 


48 to| 


Show Decline 


Swollen Order Lists 
For New Vehicles 
Bolster Market 


HE bulge in new and used-car 

sales demand was flattening out 
somewhat last week. 

Reports from Automotive News 
correspondents in a spot survey of 
major cities revealed war hysteria 
to be on the decline and the auto 
market to be returning to more 
normal levels. 


However, the new-car market 
appeared generally strong. Many 
were operating off ample, if not 
superswollen, backlogs and a 
number had fired low-seniority 
salesmen and curtailed night 
opening hours. 

Dragging the new-car market 
back, in some measure, was the 
ebbing used-car situation. In used 
vehicles, a decline in prices and 
demand appeared to be following 
the post-Korean boom. 

+ * * 

RESSURE for new-car deliveries 

was reported strongest in Buf- 
falo and Chicago, while Los Angeles 
and Memphis correspondents found 
definite indications of a dropoff. 


Here are reports from various 


| cities: 


* * * 


Buffalo 


EMAND for new cars shows no 
signs of declining from recent 
levels although 


pressure on the used-car market 
during the past two weeks. 

Fearful they may not be able to 
get new cars at a later date be- 
cause of the war effort, Buffalo 
residents continue to flood local 
dealers with orders. Delivery dates 
are being extended on most makes 
of new cars as dealers are unable 
to cope with the heavy backlog of 
orders. 

Some customers now are willing 
model or color in 


while others prefer to wait for 
their particular choice. 

One significant fact uncovered in 
the survey is that cancellation of 
new-car orders appears to be on the 


(Continued on Page 36, Col. 1) 
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Packard Struck, Ford Threatened .. . 


Upsurge of UAW Leftists? 


By Mac Gordon 


Associate Editor 
OVING in defiance of contract | 
and custom, radical leftwingers 


in the UAW-CIO were trying hard 
last week to ignite a rash of pro- 


duction-crippling wage strikes. 

The dissident forces in Local 190 
were held responsible for the Pack- 
ard strike, called in spite of com- 
pany offers to grant a five-cent 
raise and otherwise to match top 
1950 economic settlements. 


Alleged pro - Communists’ in 


er plant in the U. 


Ford Rouge Local 600 almost 
cooked up a wage strike at that 
plant. They ultimately accepted 
a compromise demand calling on 
the company to make a substan- 
tial pay-raise offer by Jan, 1 or 
face a strike Jan. 2. 

No progress was reported in at- 
tempts to terminate the week-long 
strike at the Fruehauf plant at 
Avon Lake, O., largest truck-trail- 
S. UAW-AFL 


(Continued on Page 41, Col. 1) 
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GM Brings Back Buick in Canada 
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Expansion... 





Wilson Doubts Big Output Cut | 


ONDON, Ont.—Definitely 
ish” on the business outlook 
for next year, General 


Motors 


“bull-|threat of an automotive steel short- 


|age exists in the present prospec- 


tus for America’s “guns and butter” | 


Automotive News-Reel 


completed will produce automa- 
| tic transmissions for 1952 GM of 





Canada models, Wilson said. 
President C, E. Wilson is looking | economy. | General Motors has no plans to| 


for no more than a 10 percent de-| * - 




















import automotiv, arts manufac- | 
cline in U. S. Sa were informed they cemad in Canada nan tariff struc- | 
vilian trade. | “4 will be able to purchase home-|tures, now virtually prohibiting! ; 
Wilson’s views,|made Buicks early next year for|such trade, are changed, the GM| ° 
allaying fears of|the first time since 1939, Resump-/| executive revealed. 
a sharp slash in/|tion of Buick and Oldsmobile Se- "eh ——— 
automotive and /ries 98 production will be resumed a kena A aiesctizing” | 
related produc-jon 1951 models next January in Canadian railroads reporters were| & excelle 
tion, were voiced | six new buildings now under con- told by R. K Evans GM's nena’ retatic 
here ,Aug., 11 a {struction at Oshawa, Ont, Wilson| exccutive. vice-president back 
cation of the new| Even a “relatively heavy” de-| Cee te be ns 
plant of General|fense program, Wilson said, would [= plant area occupies 198,276| Suikan 
Motors Diesel,/not curtail the automotive mate- square feet on a 210-acre site| pce le 
W. A. Weeker Ltd. | rials flow as much as it would Ss a. tak S tae tea) a 
: oken for the factory las ept. ‘ 
The GM chief asserted that the | manpower lost to the armed forces. | 5r : : | a.) ; 
corporation was proceeding with a) “The estimates of the country’s | °° eee eae Seas “YPOE Ol cs bee Wee eee Gt ee Mle. ees te a Pane Ge ee fee te lo: —— 
huge expansion program for its! steel requirements for the un- | ocomo Ives — ne i. J. Eustace Wolfington (DeSoto-Plymouth), Philadelphia, chairman of dealer-customer rela- ti 
Canadian facilities, although he) folding defense program are too | “These building programs, to-| ion commitige of the National Automobile Dealers ‘Aun: Plymouth General Sales Man- aan 
pointed out that spread of the war-| high,” he explained. “For in- | gether with the facilities NECCSSATY | industry relations committee, and Hal B. Heberling, Plymouth assistant general sales manager facto 
fare in the Far East could oe stance, 75 percent of the steel a aoe expand a output brick 
tically revise any of these projectS) purchased by GM is flat-rolled |of automotive parts and accessor- 
and Secuenate. . but during World War II flat- (Continued on Page 37, Col. 1) selag 
Wilson flatly stated that NO) rolled steel was required for less ——_ . 
owe’ 
m _ N 
a oo |. S. Check Shows drivir 
sth; | hint hail the | 
Millionth Mercury | “Putting it another way, during | C ood Su lv of oat . 
d d O t : the 1935-39 period we used an aver- | ~ pp B owner 
° ul lu age of one ton of steel per month . ‘ ‘ 
Pro uced, , P 'for every person we employed. The | Consumer Goods ecient 
s 
Began in 1938 ca to ae a = “a WASHINGTON. — Enough autos, | for bu 
DETROIT.—The 1,000,000th Mer-|steel per man-month.” ay caeee Genes an te ee ce 
cury automobile was produced last) W. A. Wecker, general manager | 4), year to satisfy normal de- aes 
week. The first was turned out in - aa cae clots ein te on [nan a Munitions Board survey | his cit 
1938. aa : ; 7 : ~ | indicates. ure ho 
ilestone-setting car also|sembled in this country daily after | : ; i s busines 
iia the year's output total to|/output of the line is resumed. The| Despite the Se i bud camnaa 
208 047 more than were built in all| Buick production rate in 1939 aver- get, an average of less than 1( a hind tt 
ys es aged 50 a day, Wecker said. cent of the country's basic raw 
of 1949. , . . 2 © materials will go into arms. produc 
Production of 1.000008 cathree | COLLOWING Wilson's prediction| Current U. S. output rate is $270 “a 
less than 12 years (including | that Canadian business should) billion a year, and by next June, NASH SIGNS WORLD-FAMED DESIGNER—Pinin Farina, internationally known Italian de- Ider 
non-productive war years) was increase 10 percent in 1951, Wecker | when new arms orders are expected | ‘'9"eF and body builder of some of the world's most exclusive special cars, has been ments 
ble by construction of Pp : : : appointed a consultant to Nash Motors, according to George W. Mason, president of which 
made posse SY T sembly | forecast that car and truck pro- to reach industry in quantity, the | Nash-Kelvinator. The car shown is one of the Farina-designed ‘'specials'’ and was built on c 
three new plants. : hese asse | @acthen in Canada might go as high | rate will be $300 billion, government a Cisitalia chassis. Farina, now visiting in this country, is head of the renowned European welfare 
units were built in 1948 at ea ‘as 400,000 units next year statisticians estimate. custom body factory that bears his name. It is at Turin, Italy. (See story on page 6) munity 
tuchen, N. J., St, Louis and Los” : : : : +: pressio: 
’ e GM president also revealed Taking the entire military bud- 
Angeles. : expansion plans for GM’s McKin-| get, including foreign arms ship- and co 
Another Lincoln-Mercury factory|5, Industries subsidiary at St.|ments, which will total approxi- of his | 
is being planned for Wayne, Mich.| catherines, Ont., where automotive | mately $30 billion this fiscal year, it and of 
This plant will have a capacity of} parts and accessories are made. | would amount to 10 percent of the a 
640 a and oe — I The new McKinnon plant when | expected 1951 total output rate. Prome 
Soon to be completed is D 
parts and accessories depot in De-| “ tisk 
a Court Defends Kai 
The Mercury was named for she ourt Defends Kaiser work 
an God of Commerce by the| oe aealad . ol ta ; 
— Edsel Ford. $1,379,000 Settlement to K-F Stockholders | 
A separate division, to handle | Awarded by Detroit Judge ons 
production and sales of the Mer- ; and ot 
cury and Lincoln, was formed in DETROIT.-- A_ $1,379,000 settle- | suits, were found innocent by Judge | breadth 
October, 1947, with Benson Ford,|ment of stockholders’ suits against | Picard of any “fraud, deceit, col- commur 
vice-president of Ford Motor Co.,| Kaiser-Frazer Corp. has been ap-|lusion or wrongful act.” of the ¢ 
as director. He was named general! proved here by Federal District; Judge Picard said there was no “Co 
manager of the Lincoln-Mercury | Judge Frank A, Picard. truth to charges that Henry J. cnmeeus eases At enad Gin Otneente % e ae een = 
ise , > > o evrole ave a inner for its ealers 
Oct. 19, 1948. Although subject to appeal, | oteer had oo channeled K-F who saw the race at Akron. Some who attended were, left “to right: George Scott, Dan- : 
ae eames Judge Picard’s edict dismisses |45Sets into his own interests. bury, Conn.; Fred Loehmann jr., Waterbury, Conn.; Mrs. and Mr. P. R. Letts, White Plains, 


“On the contrary,” his opinion N. Y., 
said, “Henry Kaiser has time 
and again, according to the un- 
disputed facts, come to the res- 
cue whenever the company ap- 


and W. E. Fish, Chevrolet general sales manager. (See story and photos, page 40). O'Ne 


stockholders’ litigation against 


MONTREAL.—Canada produced | the firm seeking more than $50,- 


000,000, 
,042 tons of steel dur-| "™/™"- 
ao psn six rot Bo of this! Settlement for $1,379,000 was held 


Canada Steel Output 

















year, according to the bureau of |by Judge Picard to be _ the best) peared to be headed for financial LOUIS 
statistics. The peak total, com-/|interests of the company. disaster.” ager of 
posed of ingots and castings, com- “Stockholders in favor of the set- At hearings on the settlement for For 
pared with the previous high of;|tlement far outnumber those agreement here last fall and early | list of s 
1,676,041 tons recorded in first half|against it,” the jurist said in a/this year, Kaiser was described by | s I 
of 1949. Pig iron production dur-|32-page decision. lawyers protesting approval of the| ae 
ing the half of 1950 declined slight-| Henry J. Kaiser and his son,|pact as a “master of financial le-| bile Des 
ly to 1,102,190 tons from 1,135,071 in| Edgar, and other K-F officials Who gerdermain.” | 17-18 at 
the same 1949 period. were named defendants in the Judge Picard found Kaiser's in- state pa 
aati ee terest in K-F “more than finan- Others 
cial.” dium ar 
At times,” Picard noted, “it 15) MercURY MARKS MILESTONE—Lincoln-Mercury last week produced the 1,000,000th Mer- Cadillac 
almost paternal. It is the paternal-| cury. Shown comparing the first Mercury produced in 1938 (left) and the millionth unit Fla.; M 
ism that often got him into trou-| are (left to right): S. W. Ostrander, operations manager: Benson Ford, general manager ing dire 
ble. Rather than be condemned, and Joseph E. Bayne, general sales manager. ae ee Highway 
—— should be commended.” e one . ms ing Sout! 
e judge added that “every- E Mi b / t B li ivisi 7 
body seemed satisfied to trust in conomic oO l Iza ton L nat gh 
Henry Kaiser” until February, | revenue 
1948, when a proposed offering of | Sl d b A d L 
1,500,000 shares of K-F common owe - ib men men Ss eee 
stock met with failure, 
Picard said he believed that law-| WASHINGTON.—After a week’s| ment was agreed upon, the Sen- Ina 
eae Suse, PER Se Oe.) postponement, the Senate gets back; ate passed three amendments to 
iT k a ae to work on the economic mobili-| the bill. The amendments will: — Advertisir 
| Sucker Sues Digest zation bill today (Aug. 21). The| Sal a . yoy a Auto Mar 
i illi | > ss . . . 0 oO e e cKing - oming 
|For Five Million ae already passed a con-| dustry under any wage-price-ration Court De 
|, CHICAGO.—Preston Tucker and | ‘T0!s ; ; ; controls given to the President. oa = 
|his attorneys have decided that an| The Senate Finance Committee| 9 Make adequate provision to Editorial 
earlier $1,000,000 libel suit against | Thursday approved the bill boosting | prevent hardship and inequities to Financial 
|Collier’s magazine was “chicken|income taxes by $5 billion. 'sellers who might have contracts we aoa 
feed” in comparison with the} Prime task facing the Senators/in effect covering future delivery i cotaathe 
amount of damage done to him by | is to decide which of a tall stack | of commodities. Letterbox 
Readers Digest in partially re-|of amendments to the bill shall| 3, Base price ceiling for agri- merenene 
HAIL TO THE VICTORS—Top award winners in the 1950 Fisher Body Craftsman's Guild | printing the Collier’s article in its! be approved. Most controversial of | cultural commodities on the high- oeanael 
See ey Tene tecign Aduiciog the con cre some at the noests of heuer who | *prembver issue last year. __ |these is a move by Republican| er of the following: the parity Prices, No 
Giseded the querd bonanst’ the boys are (front row, left to right): Elbert Valentine, Ron-| Accordingly, Albert W. and Kirk-|Senators Mundt of South Dakota| price, or the price received by Produstios 
ald C. Hill, Kenneth J. King and Ben B. Taylor. In the rear row: J. J. Cronin, general patrick Dilling, his lawyers, have|and Ferguson of Michigan to at-| producers during the period May Registratic 
manager of Fisher Body division; Bert Parks, radio and television personality; Forbes R.| filed a $5,000,000 suit against the/tach a Communist control measure | 24-June 24, 1950. | Safety Ne 
Powell, James K. Fishback, L. C. Goad, vice-president, General Motors; Robert Cadaret, | nigest in superior court upon be- | to the bill. Sdenawiite. eis Winsecee: | Washingto 


Albert M. Mandel, W. S. McLean, secretary, Fisher Body Craftsman's Guild, and C. E. 
Wilson, GM president. (See story on page 39) 


half of Tucker. Before last week’s postpone- (Continued on Page 39, Col. 1) 
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LSWORTH DU TEAU, Chevro- 

let dealer in Lincoln, Neb., has 
some pertinent ideas regarding 
dealers’ public relations. It is an 
excellent time to consider public 
relations when dealers have a 
backlog of orders. As the neces- 
sity for product selling is lessened, 
a greater opportunity develops to 
build up public acceptance for a 
dealership. 

A dealer’s physical assets can 
bring a maximum return only 
when the public has apprecia- 
tion for what his investment 
means to them in terms of satis- 
factory ownership. Investment in 
bricks, mortar, equipment and 
manpower do not automatically 
bring a profit. Profit comes, 
however, when the automobile- 
driving public understands what 
the bricks, mortar, equipment 
and manpower mean in terms of 
owner benefit. 

Elsworth mentions community 
activities as the No. 1 essential 
for building public acceptance. He 
says: “One of the most important 
assets to the long-range standing 
of a dealer in his community is 
his citizenship. No one can meas- 
ure how much this factor develops 
business for the dealer, but it is 
certain that good citizenship be- 
hind the sale of a good automotive 
product is of real value and ad- 
vantage to the dealer. 

“Identification with those move- 
ments and with that leadership 
which promotes the progressive 
welfare and development of a com- 
munity, gives stability to the im- 
pression of a dealer’s citizenship 
and contributes to the permanency 
of his business as an institution in 
and of the community. 
* * * 


Promote Projects 
‘Cause of commerce par- 
ticipation, Community Chest 
work, support of Boy Scout and 
Girl Scout programs, leadership in 
promoting constructive drives for 
auditoriums, swimming pools, recre- 
ation centers, civic beautification 
and other such projects, adds 
breadth, public spiritedness and 
community interest to the appraisal 
of the dealer by his fellow citizens. 
“Community activities, there- 
fore, are essential to a dealer for 


O’Neil to Speak 
At Ky. Parley 


LOUISVILLE.—T. J. O’Neil, man- 
ager of the car sales department 
for Ford, has been added to the 
list of speakers for the annual con- 
vention of the Kentucky Automo- 
bile Dealers Assn., set for Sept. 
17-18 at Kentucky Dam Village 
state park, Gilbertsville. 

Others who will mount the po- 
dium are: J. Saxton Lloyd, Buick- 
Cadillac dealer of Daytona Beach, 
Fla.; M. R. Darlington jr., manag- 
ing director of the Inter-Industry 
Highway Safety Committee; Spald- 
ing Southall, director of Kentucky’s 
division of insurance, and H. Clyde 
Reeves, commissioner of Kentucky’s 
revenue department. 
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Dealers tell me 


By John O. Munn 


(The opinions expressed herein are those of Columnist 
Munn and are not necessarily those of Automotive News). 







long-range continuing public re- 
lations. They are the mark of 
his citizenship, publicly expressed.” 

Advertising, according to Du 
Teau, is important in any public 
relations program. 

“Advertising,” he says, “is not 
only a propeller to the dealer’s 
business, but it keeps his name 
before potential customers, and if 
carefully worded sets up a quality 
impression of the dealership pro- 
vided the dealer fulfills everything 


to which he commits himself in|c 


his advertising. 

“Company policy can be incor- 
porated in single sentences such as: 
‘Our work is guaranteed,’ ‘Courtesy 
is a word we never forget,’ ‘You can 


buy from us with confidence,’ ‘Our 
is always at 


service department 
your service,’ and many other po- 
tent declarations. 


“Advertising of guarantees of 
used cars and used trucks, of the 
excellence of the dealer’s service 
department, skilled workmen, ade- 
quate facilities and so forth, is 
something that should be kept con- 
tinuously before the public if the 
dealer can conscientiously adver- 


tise such statements.” 
o * + 


Employes Mirror Dealer 


eawvine that no public rela- 
tionship can be strong without 
harmonious internal relations, Du 
Teau points out that the acts and 
attitudes of a dealer’s employes 
have a very direct bearing on the 
impression the public has of a 


dealer. 


public appraisal of the dealer. 

“It is actually true that lack 
of such respect will sooner or 
later have a detrimental effect 
upon a dealership in its ability 
to obtain good and loyal person- 
nel, in the lack of confidence 
customers have in their dealings 
with the dealer, and finally in 
business that goes elsewhere for 
Personal reasons. 

“We have in our dealership a 
number of activities designed to 
promote good management-employe 
relations. 

“All employes are authorized to 
challenge without reservation or 
fear any charge or rumor concern- 
ing supposed company dishonesty 
or lack of integrity. ‘We find that 
employes welcome this faith and 
authorization. 

“At employes’ meetings courtesy, 
customer rights, employes’ respon- 
sibility, management responsibility, 
positive selling, loyalty to the prod- 
uct and many other such factors 
are emphasized. 

* . > 


Use Bulletin Boards 


“TSROUGHOUT the physical 
plants we have 10 bulletin 
boards, 17 feet long and 8 feet wide. 
Into these bulletin cases go cards 
to fit, upon which is printed such 
reminders and messages as: Peo- 
ple welcome your smile; Remem- 
ber—our work is guaranteed; Cus- 
tomers just naturally like a clean 
place; Everyone meeting the pub- 
lic has a job of selling; It isn’t the 
hours we put in that count most, 
but what we put into the hours; 
Every job should be thoroughly 
checked; Make every day thank 
you day.” 

Du Teau also says: “Salesmen 
constitute one of the most vital 
and strategic forces of public re- 
lations for the dealership, and it 
is important that they be con- 
structive representatives of the 
dealership and its policies, as 
well as sellers of the product. 

“As they speak, act and look, so 
does the dealership speak, act and 
look. It is imperative, therefore, 
that they are trained in the story 
and policies of the dealership just 
as carefully as they are trained in 
the story of the product.” 












































“The employe’s respect for the 
dealer, his integrity, fairness, poli- 
cies, and general character are re- 
flected in the attitude of people to- 
ward the dealer because such re- 
spect on the part of the employes 
is bound to be reflected in the 





THEY ARE READYING S. D. DEALER PAR- 


LEY—Conferring on plans for the South Da- 
kota Automobile Dealers Assn. convention 
Sept. 17-19 in Rapid City are Sam Christen- 
son (standing), James Motor Co., first vice- 
president, and Chris Hogan, Rapid Chevrolet 
©., convention chairman. 


Minnesota Assn. 
Lists Illegal 


Car Accessories 


MINNEAPOLIS. — Following an 
inspection tour by state highway 
department and Minnesota Auto- 
mobile Dealers’ Assn. officials, a 
listing of several automotive de- 
vices found to be illegal or below 
MADA specifications has been sent 
to dealers. 

Included in the association’s list- 
ing are: amber plastic or chrome 
metal shields that fit over the top 
half of the head lamp; illuminated 
hood ornaments in any other color 
than amber or white; Lynx-Eye, 
Stadium or Blue-Dot tail lamp 
lenses, and fender flaps with clear- 
ance lamps. 

Also listed are: reflectorized li- 
cense plate holders in colors other 
than red for the rear and amber 
or white for the front, and Yankee 
975 and Pathfinder SL-49 passenger 
car turn signals in chrome finish. 

The inspectors said they also 
found many improperly mounted 
truck turn signals, They advised 
that the face and lens of the sig- 
nal should be perpendicular and 
that it should be mounted from 
four to seven feet high in the rear 
of the truck body and on top of the 
fender but away from the head- 
light in the front of the vehicle. 


Outline for Organization . . 


NADA Lists Ideas 
For Dealer Councils 


WASHINGTON. —In answer to 
requests from some manufacturers, 
the National Automobile Dealers 
Assn. has released a suggested out- 
line incorporating its ideas on the 
formation of dealer-factory coun- 
cils. 

The outline includes methods of 
election of dealer representatives 
and a typical agenda for council 
meetings. 

NADA also forwarded a suggest- 
ed agenda to the 16 state associa- 
tions that have completed organ- 
ization of industry relations com- 
mittees. The agenda emphasizes 
the importance of uniformity of 
action and reminds state groups of 
the national committee’s request 
that all information and sugges- 
tions be channeled to it for con- 
sideration. 

Pointing out that in the last war 
dealer-factory councils then oper- 
ating proved highly beneficial to 
the manufacturer, the dealer and 
the public, NADA’s industry rela- 
tions committee announced that 
“there has been widespread en- 
dorsement, on the part of dealers 
and dealer groups, of the commit- 
tee’s industry relations program.” 

NADA’s outline follows: 

Zone Committee—Each zone or 
branch office conducts a secret 
ballot to elect, by a plurality, 10 
(more or less) and several alter- 
nate members, if desired. Each 
dealer under the zone or branch 
office is supplied a complete list 
of the dealers under the zone 
classified into groups of various 
Size dealers. 

Each dealer in the zone is asked 
to indicate his preference for a 
specified number in each group i.e. 


3, 5. No dealer can be elected to 


succeed himself within two years 
after he has served, thereby per- 
mitting more dealers to participate. 


This group at its first meeting 


elects by a secret ballot from its 
group a chairman and vice-chair- 
man, who then automatically be- 
come members of the Regional 
Committee. 

The Zone Committee discusses 
all phases of dealer operations 
and such subjects as may be re- 





Advice on Credit Curbs 


Is Offered by 


PHILADELPHIA, — With con- 
siderable agitation being mani- 
fested for imposition of credit 
curbs on new and used cars, 
Claude S. Klugh, general manager 
of the Pennsylvania Automotive 
Assn., reported last week pertinent 
advice from dealers on the subject. 
One dealer writes: 

“It would seem to me that our 
experience under Regulation W 
should be taken into consideration. 
Under this regulation we were ini- 
tially limited to a one-third down, 
18 months on new and used cars. 

“This arrangement made it im- 
possible for people in the low 
income bracket to buy even the 
lower priced new cars or a bet- 
ter grade of used cars, and they 
were compelled to buy cars that 
were only priced low because of 
their poor mechanical condition. 

“It would seem to me that we 
should profit by this experience, 
and I believe that if new cars and 
current models not more than one 
year old were set at a one-third 
down and 24 months to pay it 
would be the most sensible ar- 
rangement; on used cars two years 
previous to current models, low 
book being the maximum advance, 
terms 21 months; the next two 
years, 18 months. On cars previous 
to this period with balances be- 
tween $300 and $500, a maximum 
of 15 months. All others, of course, 
a maximum of 12 months.” 

And the PPA bulletin contained 
this advice from another dealer 
member: 

“I am returning to NADA a 
questionnaire recently mailed me 
requesting percentage figures on 
down payments as well as the 
length of installment contracts 


Dealers 


with a breakdown for one-third or 
more down, less than one-third 
down, and 18 to 30 month brack- 
ets. It is my personal opinion that 
this questionnaire has little value, 
for again NADA has the dealer 
organization in trouble by its fail- 
ure to carry average retail values 
on used automobiles in accordance 
with market price. We have ac- 
cordingly marked the questionnaire 
for reference on reverse side, and 
have typed the following paragraph: 

“You have not covered on this 
questionnaire our problem with 
respect to Regulation W if re- 

(See CREDIT, Page 39, Col. 2) 











































ferred to it by the manufacturer. 
The Zone Committee makes rec- 
ommendations in the form of 
general resolutions which are for- 
warded to the Regional Commit- 
tee for further consideration. 

A typical list of the subjects dis- 
cussed is as follows: 1. product— 
cars-trucks (complaints — quality); 
2. parts and accessories; 3. service; 
4, advertising and sales promotion; 
5. used cars; 6. business manage- 
ment; 7. market research; 8. dis- 
tribution; 9. public relations; 10. 
any other dealers’ problems and 
suggestions. 

Regional Committee — Following 
the completion of the zone or 
branch meeting, the Regional Com- 
mittee (consisting of the chairman 
and vice-chairman of each zone 
committee) holds a meeting. This 
group proceeds to elect by secret 
ballot a regional chairman and vice- 
chairman, who then automatically 
become members of the overall 
National Committee. 

This committee reviews, ap- 
proves or rejects the resolutions 
from the various zones, and pro- 
vides its representatives to the 
National Committee with resolu- 
tions on matters affecting the 
dealer-factory operations for the 
National Committee meeting. 

National Committee — Following 
the regional meeting a meeting of 
the National Committee is held, 
which may last several days, The 
resolutions are considered with top 
factory officials participating to- 
gether with such other special as- 
sistants as are needed. 


Line Committee 


Is Set Up by 


N. Y. Association 


ALBANY, N. Y.—Creation of a 
line committee representing each 
automotive manufacturer has been 
approved by the board of directors 
of the New York State Automobile 
Dealers. The new committee will be 
set up by the end of the month. 


The directors said the function of 
the line committee will be to settle 
matters of a nature exclusive be- 
tween their particular factory and 
its dealers. All matters of a gen- 
eral nature between factories and 
dealers affecting all dealers will be 
referred to the state association 
factory-dealer relations committee 


Three dealers representing each 
factory are to be elected to the line 
committee by members of the as- 
sociation. The state association 
president will be authorized to ap- 
point a dealer representing each 
passenger-car franchise and one for 
trucks to serve on the state asso- 


ciation factory-dealer_ relations 
committee. 
George D. Gardner, state asso- 


ciation president, said he believed 
the line committee “would repre- 
sent another important service 
|which the association can give its 
| members.” 


THEY HEAD KANSAS CITY DEALERS—Recently elected officers and directors of the 
Motor Car Dealers Assn. of Greater Kansas City are, standing (left to right): A. L. Land, 


Harold Byers, viee-promdest Ralph Perry 
J. H. Scott, W. ; 
Bentrup, treasurer 


Ervin Feld, 
Egelhoff, manager: Herbert Kincaid, president; N. $ 


Ray Faddis; seated (left to right): 
O'Neill, R. GS. 
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Dealer | 
| Forum | 


Believing that 
dealers in every state have their 
peculiar problems and outlook, 
Automotive News has made avail- 
able the facilities of this column 
to the president of each state 
association (in alphabetical order 
of states) for his personal obser- 


* %® The Newspaper of the Industry x * 
- 
utomottur PUI 
: Eprror’s Norte: 
(Established In 1925) 
Member Published Every Monday by Member 
SLOCUM PUBLISHING COMPANY, INC. 
@® DETROIT 26, MICH. @ 
Cable Address—AUTNEW, Detroit 
2666 Penobscot Bldg. Telephone WOodward 3-0495 
New York Washington Chicago Los Angeles vations 
51 E. 42nd St. 1019 15th, N.W, 360 N. Michigan Ave. 2506 W. 8th St. - 
Murray Hill 7-687! National 4303 State 2-6273 Dunkirk 3-0303 President, 


George M. Siocum—Publisher (1933-1949) 

Business Manager—B. B. Crighton 
Advertising Manager—Edward Kruspak 
Midwest Adv. Mgr-—J. Goldstein 


Editor—Pete Wemhoff ; 
Managing Editor—Robert M. Finlay 
Service and Truck Editor—J. C. Weed [ 
Washington—William Ullman Pacific Coast Mgr.—R. H. Deibler 
Advisory Editor—John O. Munn Adv. Rep.—Richard Webber 
Associate Editors—Mac Gordon, George Deery, Bernie Thomas, Bob Gordon. 
Editorial Associates—Patricia Davis, Elaine Prince, Tom Hewitt, Jerry Barry. 


RESIDENT CORRESPONDENTS: Albany, Ga., P. T. Stephens; Akron, O., Joe Kuebler; Albu- 
werque, V. N. Conner: Atlanta, Charles Pou; Atlantic City, F. W. Schwarz; Baltimore, Kate 
ove e, Birmingham, Ala., Stuart Riddle; Boston, Harry Stanton, Guy Livingston; Buffalo, 
G. @ Toles; Butte, Kenneth Mulholland; Casper, Wyo., B. R. Conger; Charlotte, N. C., 
D. G. Spencer; Chicago, Mel Adams; Cincinnati, Emery Bacon; Cleveland, Sanford Markey; 
Columbus, Bert Strang; Concord, N. H., Guy Langley; Dallas, C. K. Cates; Denver, Ira 
Alexander; Des Moines, F. M. Lazell; Fargo, V. H. Whempner; Harrisburg, Pa., George 
Shelley; Hartford, Conn., W. O. Abbott; Houston, Ruby Fenoglio; Indianapolis, C. L. 
Kern; Jackson, Miss., J. Penix; Jefferson City, Mo., L. H. Houck; Kansas City, J. D. Roberts; 
Lansing, Mich., Kenneth Harkness; London, Eng., A. E. Jones; Lincoln, Neb.. G. W. Kline; 
Little Rock, Inez H. McDuff; Los Angeles, Slim Barnard; Louisville, A. W. Williams; Madi- 
son, John Wyngaard; Mexico City, Douglas Grahame; Miami, Fla., G. S. Connell; Mil- 
waukee, John E. Hubel; Minneapolis, Nat Wood: rn Ala., W. R. Lynn; Montreal, 
Roy Carmichael; Nashville, Clyde Grissam; New Jersey, Bethune Jones; New Orleans, Gordon 
Hebert; Oklahoma City, M. L. Risen; Omaha, A. R. Oleson; Ottawa, M. S. Schwartz; 
Peoria, Ill., L. R. Hutchinson; Philadelphia, N. Shigon; Phoenix, Ariz., Shel Engel; Pittsburgh, 
L. M. Leffingwell; Portland, Me., R. F. White jr.; Portland, Ore., E. W. Peterson; Providence, 
Jack Sullivan; Raleigh, N. C., Aw. Fountain; Richmond, Va., T. D. Eaton; Salt Lake City, 
M. Harmer; San Antonio, J. H. Reed; San Diego, |. Reynolds; San Francisco, Leon Pinkson; 
Seattle, D.'M. Trepp; South Bend, L. 'E. Dunkin: Spartanburg, $. C., L. D. Bray; Springfield, 
ll., Va. Ferriman; Springfield, Mass., J. A. Noll; St. Louis, Sam X. Hurst; Venice, Fla., 
Joseph Lawren; Sydney, Australia, H. Bowden Fletcher; Tacoma, Lee Irwin; Toledo, S. Alpert: 
Toronto, James Montagnes; Vancouver, F. H. Fullerton; Wamego, Kans., G. M. Hunholz: 
Washington, William Ullman; Wheeling, W. Va., Harry e Taylor; Wilmington, H. L. Sholly. 


Subscription: ONE YEAR $8, TWO YEARS $14, for United States and Canada, also Mexico, 
Cuba and Panama. To other countries, one year, $12" Single copies 25c. No Free List. 
Annual Almanac Issue, $2.50 per copy. 


Entered as second-class matter Post Office, Detroit, under Act of March 3, 1879 
Member of Audit Bureau of Circulation and the Associated Business Papers 
Advertising Rates: See Standard Rate and Data, or write for rate card. 


OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
and dealers in motor vehicles, parts and accessories. 4 2. A fair profit to 
the dealer on every used vehicle accepted in partial payment for a new 
cor or truck. 4 3, Every doliar of gasoline tax collected by state or federal 
governments applied to the building and maintenance of highways. 4 4, The 
elimination of governmental and bureaucratic controls over this industry. 
4 5. A return to the precepts of independence and the rewards of applied 
energy and ability, which made Amefica and gave more of her citizens 
more of the better things of life than anywhere else in the world. 


How Much? 


— have been a number of differing opinions as to 
how much auto production will be cut as a result of the 
Korean war. 








Some observers in Washington are talking about a cut of 
25 percent. The other day C. E. Wilson, president of General 
Motors, estimated that auto production would be cut no more 
than 10 percent in 1951. He is assuming that our national 
leaders are smart enough to avoid a full-fledged war. 


Those who have followed auto forecasts know that 
Wilson has an enviable record. 


The background on this is interesting. GM leaders have 
long emphasized that it is not so difficult to reach agreement 
as to the right decision if the straight facts are available. 


As a result, GM devotes a lot of facilities to getting the 
facts. So Wilson’s views merit a lot of consideration. 


On the other hand, some Washington sources take a 
more pessimistic view. They say the Administration is 
feeding out information on the war-production program 
piecemeal; that it will grow and grow. 

Most people will take the more optimistic view. That is 
natural. But in planning ahead the adverse possibilities also 
should be kept in mind. 


A Good Bet 


ioe war picture is confusing, but there is a good hedge 
bet that dealers can make. That is service. One dealer 
makes this observation: 

“Six months from now we may be scratching to get 
every nickel of profit out of the service department that 
we can.” 

More customers are coming into dealer repair shops now, 
and this is a good time to encourage them to come back by 
treating them right. 


Especially is this true when a dealer remembers that 
service is a good bet any day. 





By Harry J. Williams 
Pennsylvania Dealers 
AM going to discuss dealer-cus- 
tomer, dealer-employe and deal- 
er-factory relations. This is a broad 
subject and I have been limited as 
to the length of 
my discussion. 

However, I 

am going to dis- 

cuss it from a 

- Viewpoint that 

I believe will 

bes apply to almost 

any dealership, 

large or small. 

In my discus- 

3 sion, I want it 

: understood that 

H. J. Williams I am giving my 
personal views, not the views of 
the state association of which I 
am president. 

Automobile retailing is a full-time 
job, and the dealer who does not 
consider it as such is not going to 
make much of a success of his busi- 
ness. If you are to be successful, 
you must show an interest in your 
customers and your employes. 

+ * ” 

I HAVE seen dealers who tried to 

hide in an upstairs office far back 
in the corner away from everyone 
so that he might not be disturbed. 
In my estimation, this is absolutely 
wrong, the dealer’s office should be 
in a prominent place. 

When you arrive at your place 
of business in the morning, you 
should appraise the situation and 
determine the most important 
things to be done for the day and 
immediately set about doing them. 

You may be distracted by a cus- 
tomer who would like to speak to 
you personally, or an employe who 
has a problem, either personal or 
in the interest of the business. 
These you should hear as briefly as 
possible, and after handling the sit- 
uation to the best of your ability, 
return to your original task that 
was interrupted. 

+ * + 

wd ADDITION to the open door 

to your office for customers and 
employes, scheduled meetings 
should be held at which general ex- 
planations of the operation of the 
business should be given, and em- 
ployes should be allowed to review 
any problem or misunderstandings. 

Make it a habit to get about to 
every department in your busi- 

ness several times a day. You may 
be able to inject an idea, here or 
there, or you may hear a good 
idea, which you may apply suc- 
cessfully, from one of your em- 
ployes. 

A suggestion in used car re-con- 
ditioning might save the dealer 
many dollars on an average work- 
ing day. Likewise, a discussion on 
the current situation in used cars, 
of which you should always be 
posted, may save you a like amount 
in used car sales or appraising. 

+ * * 

I HAVE written the above after 

more than 28 years spent as an 
automobile dealer in five different 
dealerships ranging from a town 
of 8,000 to a city of 1,000,000 people. 
Now, I am about to give my views 
on factory-dealer relations and the 
only qualifications I can give are a 
few visits to a half-dozen factories 
over the past 28 years. 

I believe that the factories 
should be operated on a policy 
not unlike the above outlined for 
a dealership. I realize it is a much 
larger proposition, never-the-less, 
I believe it can be broken down 

(See FORUM, Page 6, Col. 4) 












THIS 1S A WHEEL | 


TAKE A _Goop Look | 
AT THis VITAL PIECE 
OF AUTOMOTIVE EQUIPMENT 


SINCE THe DAWN 
OF SOME LONG-GONE 
AGE Tae WHEEL HAS 
SERVED MAN 
















—— Letterbox 


‘Historical Note ...... 
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This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 





More S. & S. Data 

Referring to the letter of Ed- 
ward J. Maas, New York (Aug. 7 
issue), in which he mentions cer- 
tain makes of cars, published on 
page 81 of your Almanac issue, we 
should like to supply the follow- 
ing information. 

Sayers and Scovill of Cincinnati 
manufactured the “Sayers Six” pas- 
senger car. The Sayers and Scovill 
Co. was organized in 1876 and 
manufactured horse drawn ve- 
hicles, buggies and carriages in- 
cluding ambulances and _ hearses, 
and with the advent of motor ve- 
hicles, the company started build- 
ing motor ambulances in 1913 
which have been trademarked “S 
& §S.” 

The “S & S” ambulances and 
hearses are now being produced by 
the Hess and Eisenhardt Co., Ross- 
moyne, O., which acquired the 
trademark and goodwill of the Say- 
ers and Scovill Co. when this firm 
discontinued business during World 
War II. 

The Hess and Eisenhardt Co. 
was organized in February, 1942, 
and was engaged in 100 percent 
war work until hostilities ceased, 
when the production of “S & S” 
ambulances and hearses, mounted 





25 Years Ago... 


The Big Story 


A thriving business was done by custom body shops in 1925. 
For about $200 a thirsty man could have a secret compartment, 
opened by a hidden button, installed in his car. Here he could carry 
an ample supply of prohibited liquor. 





-From the files of Automotive News 


on Cadillac chassis, was resumed. 

It may be of interest to know 
that the senior members of the 
firm, Emil E. Hess, president, and 
C. A. Eisenhardt sr., treasurer, have 
been associated together in the 
same line of business for 59 years. 
Their sons, Willard C. Hess, vice- 
president and secretary, who is in 
charge of engineering and manu- 
facturing, and C. A. Eisenhardt jr., 
vice-president in charge of sales, 
comprise the other members of the 
company.—Emi E. Hess, Hess & 
Eisenhardt Co., Rossmoyne, O. 

* * * 


Report from Europe 


I am writing to you from this 
uneasy continent as I’d like to in- 
form you of my planned schedule. 


To begin with, I'll be at the 
Paris salon on Oct. 5. On Oct. 20, 
I intend to see the great automo- 
bile races at the Nurburg Ring. 


Everything is humming over here 
and everybody is keeping his fin- 
gers crossed that the Russian’s 
won’t come into this part of Ger- 
many. 

It has been doing so much re- 
building that it would be a shame 
if it all would be destroyed once 
more, but it can happen. 

In any event, I can’t help admir- 
ing the people, like those at the 
Volkswagen Works, which can 
nearly be seen from the Russian 
line, and is in full production. 

On the other hand, it is good 
that this thing began to roll, as 
nobody would want to live forever 
with that Communist danger up to 
his neck.—Grorce L. GLaser, c/o 
EES Depot Ansbach. 

Eprror’s Note: George Glaser is 

U. 8. correspondent for Motor 
Rundschau and Motor Vorschau, 
and has written articles on his 
European visit for Automotive 
News. 
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For Dealer Guidance... 









of essential activities prepared by 
the Commerce department, me- 
chanics are not on the Labor de- 
partment’s critical occupation list, 
NADA pointed out last week. 

NADA is seeking to have me- 
chanics included on the list. 

The dealer group presented last 
week a summary of information 
pertaining to potential draftees, re- 
servists and national guardsmen 
for the guidance of dealers. 

NADA points out that only men 
between the ages of 19 and 26, with- 
out prior military service, are being 
drafted now. Included in the group 
liable for induction (except 


OLDS' SALES PERSONNEL DISCUSSES OUTLOOK—From the field, they recently attended 
a two-day meeting in Lansing to discuss future programs of distribution, service, engineering, 
sales promotion, advertising and merchandising. The five regional and 23 district managers 
here are grouped in front of a new outdoor poster. In the front row are the five regional 
managers: O. C. Farnsworth (left), Memphis; C. A. Blake, Lansing; W. O. Lampe, Chicago; 
G. R. Jones, general sales manager; S. E. Skinner, general manager; G. H. Natzel, Oak- 
land, Calif.; and B. N. Barber, New York. 

District managers in the next two rows are: (second row, left) William Escher, Char- 

Hagar, Oklahoma City; | not 


lotte, Pia S. . ae = eg ae % ge ok 
Cc. W. uempelein, Denver; C. R. Swartz, Oaklan alif.; ._W. Dunham, Portland,/ after the declaration of war or 
Ore.; J. E. Straud, Chicago; C. F. Deist, St. Louis; F. C. Walser, Minneapolis; D. T. Bogart, national emergency by Congress) 


Top row, left: H. F. Banks, Detroit; A. D. Coleman, Mem- 


Buffalo; F. QO. Murphy, Boston. 
phis; W. T. Agee, Pittsburgh; J. H. Folsom, Cincinnati; V. H. Sutherlen, Los Angeles; P. C.|are veterans, who have been hon- 
Schulze, Des Moines; F. J. Spexarth, Kansas City; R. E. Aldred, ;orably discharged after at least 


DeBarry, Cleveland; C. W 
Washington; G. J. Clemeson, Milwaukee, and P. J. Monaghan, New York. _|three years’ service, or who served 


Auto Sales Lead Increase (tit. 2 tity on amend 0 
In Outstanding Credit 


days between Pearl Harbor and 
V-J day. Also exempt from the 
draft by law are several classes of 
public officials, ministers and aliens 
(depending on their civil status). 
showed increases except that Under presidential order, mar- 
emanating from sales of furni- | ried men and those supporting 





WASHINGTON. — Motor vehicle 















sales paced another substantial 

rise in consumer credit activity} ture, radios and musical instru- | dependents are being granted de- 

uring June, according to the| ments. ferments, Students of medicine 

ederal Reserve Board. Meanwhile, the FRB reported,| and some other a 
nis eir 


ferred until they 
courses and any student can ob- 
tain deferment until the end of 
his school year. 

Also included in this group are 
workers, who can be deferred if 
= ee their local boards find them essen- 

Down to Grass Roots tial to agriculture or industry. Local 

PROVIDENCE.—Some profits de- | boards have considerable discretion 
rived from program advertising for | in handling such cases, says NADA. 
the annual outing of the Rhode| To be deferred a man “must be 
Island Automobile Dealers Assn.,|engaged in such activity, that he 
which was held last Thursday /|cannot be replaced because of a 
(Aug. 17), will aid some charity. shortage of persons with his quali- 
The idea was started last year by |fications or skill in such activity; 
former President Merlyn O’Keefe,|and the removal of the registrant 
when an iron lung was given to the Preece cause a material loss of ef- 
state. fectiveness in such activity,” ac- 


despite record sales of new cars 
during the month, dealers “floor 
planned” substantially more vehi- 
cles. Outstanding balances on such 
accounts expanded in the same 
proportion. 


At the end of the month con- 
sumer credit outstanding totaled 
wu record $19,627,000,000, of which 
about $3,761,000,000 was owed on 
motor vehicles. 

During June outstanding balances 
on automobiles continued to ex- 
pand, although on other types of 
consumer goods they held at near 
the May level. 

Finance firms told the FRB that 
they acquired 12 per cent more au- 
tomotive installment paper in June 
than in May. They said that financ- 
ing of all types of vehicles in- 
creased at the retail level, but that 
new cars accounted for the larg- 
est increase. 

(New car registrations soared to 
a new alltime peak of 583,937 dur- 
ing June.) 

The finance firms said that the 
purchase of paper on other goods 
in June showed only a small gain 
over May volume. However, all 





—=Coming Events 


Assn,, Internationé! Amphitheater, Chi- 























Dealer Conventions —_ 
Mar. 10-18, 1951 — Seattle Auto Dealers 





classes of paper in this category Sept. 7-8—wyoming Automobile Dealers 

—_—_—————— Assn., Sheridan, Wyo. . Assn., Field Artillery armory, Seattle, 
Sept. 9-10—Maine Automobile Dealers Wash. 

Nash Introduces Assn., Belgrade Lakes, Me. Mar. 17-25, 1951—Indianapolis Automobile 

° i + Opto Corsfine fate, Gociers oe Fa — xposition Bldg., 
sn., Ocean Forest hotel, Myrtle : ir Grounds. 

Italy’s Farina as oe: ee 

Sept. 10-12—Colorado Auto Dealers Assn.. 

















Design Consultant 


DETROIT.—Nash Motors, which 
has had a working relationship with 
Pinin Farina, internationally known 
Italian designer, 
since last May, 
revealed last week 
that he had been 
appointed design 
consultant. 

George W. Ma- 
son, Nash presi- 
dent, said the an- 
nouncement was 
delayed pending 
Farina’s arrival 
in the United 

G. W. Mason States. Farina 
was introduced to auto leaders of 
other companies and the press last 
week, 

It is understood that there are 
no limitations to Nash’s arrange- 
ment with Farina. His ideas may 
be incorporated into the present 
line of Nasi cars or he may build 
custom cars which Nash will con- 
sider. 

Farina’s custom car body factory 
is at Turin, Italy. Most of the 
luxurious “specials” he has designed 
in the past were built on Alfa 
Romeo, Fiat, Cisitalia, Bentley, 
Lancia, Maserati, Bristol, Hispano- 
Suiza, Rolls-Royce and other Eu- 
ropean chassis. 

Farina, greying and with a keen 
sense of humor, entered custom 
automobile body building with his 
elder brother, Giovanni, 42 years 
ago. It was a hand craft operation 
and remains largely so today. 

His factory now employes about 
700 expert “artists” in custom body 
building in an around - the - clock 
operation. Production averages 100 
“specials” monthly. 





roadmoor hotel, Colorado Springs. 

Sept. 17-19—Kentucky Automobile Dealers 
Assn., Kentucky Lake, Ky. 

Sept. 17-19 — South Dakota Automobile 
Dealesrs Assn., Alex Johnson hotel, 
Rapid City, S. D. 

Sept. 18-19—Wisconsin Automotive Trade 
Assn., Schroeder hotel, Milwaukee. 

Sept. 25-26—North Dakota Auto Dealers 
Assn., Bismarck, N. D. 

Sept. 28-29—New Jersey Automotive Trade 
Assn., Hotel Traymore, Atlantic City. 
Oct. 8-10—Automobile Dealers Assn. of 

Alabama, Inc., Biloxi, Miss. 

Oct, 8-10—Texas Automotive Dealers Assn.. 
Texas hotel, Fort Worth. 

Oct. 10—Connecticut Automotive Trades 
Assn., Hotel Bond, Hartford. 

Oct. 13-14 — Tri-State Convention (Del., 
Md., Pa.), Haddon Hall hotel, Atlantic 

i N 


City, ie 

Oct. 15-16—New Mexico Automobile 
Dealers Assn., Carlsbad, N. M. 

Oct. 15-17—Tennessee Automotive Assn., 
Memphis. 

Oct. 16-17—Georgia Automobile Dealers 
Assn., General Oglethorpe hotel, Sa- 
vannah. 

Oct. 17-18—Federation of Automobile 
Dealer Assns. of Canada, Toronto, Ont. 

Oct. 22-24—Florida iuatgnatiie Dealers 
Assn., Biltmore hotel, Palm Beach, Fila. 

Oct. 23-24—Minnesota Automobile Deal- 
ers Assn., St. Paul hotel, St, Paul, Minn. 

Oct. 23-24—Ohio Auto Dealers Assn. meet 
ing, Neil House, Columbus, O 

Nov. 812 — National Used Car Dealers 


pene convention, Baker hotel, Dallas, 
ex. 
Nov. 13-15—Automotive Trade Assn. of 


Virginia, John Marshall hotel, Richmond. 

Nov. 15-16—Oklahoma Automobile Dealer 
ers Assn., !7th annual meeting, Tulse 
hotel, Tulsa. 

Dec. 1!-2—Montana Auto Dealers Assn., 
Rainbow hotel, Great Falls, Mont. 
Jan. 7-10, 1951 — National Auto Dealers 
Assn. convention and exhibition, Miami. 
May 3l-June 2—Washington State Auto 
Dealers Assn., Winthrop hotel, Tacoma. 

io 


Dealer Auto Shows 
Jan. 27-Feb. 3, 1951 — Milwaukee County 
Auto Dealers Assn., Milwaukee. 
Feb. 17-25— Chicago Automobile Trade 


Aftermarket Shows 


Dec, 4-8—Automotive Service Industries 
show, Navy Pier, Chicago. 

Mar. 21-24, 1951—Pacific Automotive show, 
Civic Auditorium, Seattle, Wash. 

Apr. 26-29, 1951 — Southwest Automotive 
show, Oklahoma City. 


Allied Industries 


Sept. 13-15—National Petroleum Assn., Ho 
tel Traymore, Atlantic City, N. J. 

Oct. 2-6—American Trucking Assns., 17th 
gonna! convention, Waldorf-Astoria, New 
ork. 

Oct. 23-27 — National Metal Exposition, 
Amphitheatre, Chicago. 

Nov. 13-l6—American Petroleum Institute 
30th annual meeting, Los Angeles. 
Jan. 22-24, 1951—Truck-Trailer Manufactur- 
ers Assn. annual convention, Edgewater 

Gulf hotel, Edgewater, Miss. 


General 
Oct. 5-15—Auto Show, Paris, France. 
Oct. 16-20—National Safety Congress and 
National Safety Council exposition, Chi- 


cago. 
Oct. 18—Automobile Old Timers annual 
dinner, Waldorf-Astoria hotel, New 
York. 
Oct. 18-28—Auto Show, London, England. 
Oct. 22-28 — National Automobile Dealer 
Week. 
May 30-Sept. 9, 1951—World Transporta- 


tion Fair, Santa Anita Park, Arcadia, 
Calif. 
o . a 
Engineering 


Automotive En- 


Oct. 16-I8—Society of 
meeting, Hotel 


ineers transportation 
tatler, New York. 

Nov. 1-3—American Society of Body En- 
gineers, Rackham Memorial Bidg., De- 
troit. 

Nov. 9-10 — Society of Automotive En- 
gineers fuels and lubricant meeting, 
Mayo hotel, Tulsa, Okla. 

I—American Seciety of 


Nov, 26- Dec. 
Engineers, Hotel Statler, 


Mechanical 
New York. 





| 


district manager 
Parr, who was assistant zone man- 
ager at Buffalo, 
Hudson since 1947 and in the auto- 
motive business for 24 years, Be- 
fore coming to Hudson he was on 
special assignment for Dodge. 
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Summary on Draft 
| \Prepared by NADA 


WASHINGTON.—While automo-|cording to Selective Service head- 
bile dealers are included in a list | quarters. 


These are points, says NADA, 


which employers should cover in 
written requests to local boards 
for deferment of essential em- 
ployes. 


Although deferments are not as 


easily obtained for reservists and 
national guardsmen, those engaged 
in “a critical occupation necessary 
to a highly essential activity,” may 
be deferred for a maximum of six 
months or time necessary to find a 
replacement, the Department of De- 
fense recently announced. It added 
that only in exceptional cases will 
those under 26 be considered for 
deferment. 


Automobile dealers are included 


on the list of essential activities 
prepared by the Commerce depart- 
ment as a guide for the Defense 
Department in deferring reservists 
and guardsmen. 
mechanics are not 
critical occupation list supplied by 
the Labor department. NADA says 
it is making efforts to have me- 
chanics included on the Labor list. 


But automobile 
listed on the 


Applications for deferment may 


be made either by the reservist or 
his employer, but warns NADA, in 
no case should it be made before 
the man receives his mobilization 
orders. NADA also suggests that 
employers limit their request for 
deferments to those reservists and 
guardsmen who are most essential 
to their business and cannot be 
readily replaced. 


Wehde, Parr Get 
Hudson Zone Jobs 


DETROIT.—Hudson has appoint- 


ed Louis A. Wehde as zone man- 
ager of the company’s Detroit zone 
and George F. Parr as manager of 
the Buffalo zone, Sales Vice-Presi- 
dent N. K. VanDerzee announces. 


The Detroit zone is distributor 


of Hudson cars, parts and acces- 
sories 
Ohio. The Buffalo zone is Hudson 
distributor for western New York 
and northern Pennsylvania. 


in Michigan, Indiana and 


Wehde joined Hudson in 1946 as 
at Milwaukee. 


has been with 



















Ohio Dealers Slate Talk 


On Convention Plans 


COLUMBUS, O. — Officers and 
trustees of the Ohio Automobile 
Dealers Assn., secretaries of local 
associations and the Ohio NADA 
chairman will hold an outing at 
Westbrook country club at Mans- 
| field Aug. 30. Plans for the state 
|}convention to be held in Columbus 


Oct. 23-24 will be discussed. 


Forum 


(Continued from Page 4) 


on a workable basis, where deal- 
ers are given more information of 
factory planning, and where deal- 
ers are allowed to present their 


problems and views. 


I understand a number of fac- 


tories do this, and I hope others 
_|of 2,270,000 square feet. 


will follow their example. - 
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OPERATION DIGGING—New home for 
George W. Fry Studebaker dealership in 








the 
Los 


Angeles is started with the proverbial first 
shovel of dirt tossed by Fry at his new loca- 


tion. Pictured with shovel-wielding 


“ao 
Clyde Riley, left, Studebaker Pacific rp., 


district manager, and L. E. Minkel, 


West 


Coast general sales manager. Fry is building 
a@ $150,000 Studebaker sales and service home 
which he plans to finish Dec. |. He has been 


at 3972 S. Vermont in Los Angeles for 
last 28 years. 


Cadillac Opens 
Cleveland Tank 
Plant Offices 


CLEVELAND. — Army tanks 


the 


by 


Cadillac moved nearer realization 
last week as the General Motors 
division officially 


will 


of personnel 





D. E. Ahrens 
is Cleveland tank plant manager. 


At a brief ceremony 


took over the 
government air- 
craft plant at the 
Cleveland airport. 

Today (Aug. 21) 
mark the 
opening of ad- 
ministrative of - 
fices and the start 


in- 


terviews, Edward 
N. Cole, Cadillac 
works manager, 


in which 


Army officers turned the plant over 
to Cadillac General Manager Don 
E. Ahrens, he disclosed that much 
of the work on layout for the ma- 
chining and assembly departments 
has already been completed. Speed 
of re-equipping the now vacant 
factory will determine when tank 


output can start, Ahrens said. 


Cole’s tank plant staff was named 
as follows: J. H. Lamb, Cadillac 
production manager, as tank plant 


operations manager; 
holm, assistant to the 


W. S. Chis- 
Cadillac 


works manager, as director of per- 
sonnel; H. F. Barr, Cadillac assis- 
tant chief engineer, as chief engi- 
neer; R. C. Trouteaud, Cadillac as- 


sistant comptroller, as 


comptroller; 


resident 
F. S. Philo, Cadillac 


productive buyer, as manager of 


purchases, 


and R, J. Ackerman, 


Cadillac manufacturing superinten- 


dent, as general superintendent. 


In addition, more than 60 key 
members of the Cadillac division 
will be assigned to responsibility 
for organization of the tank build- 


ing project in Cleveland. 


Ahrens pointed out that other 
GM divisions now located in Cleve- 


land were cooperating fully 


in 


making available trained techni- 
cians and specialists needed imme- 
diately. A total of approximately 


5,000 employes will be required 
get the tank job under way. 


to 


The main building housing the 
tank project has a total floor area 





K-F DISTRIBUTORS DISCUSS SALES PROGRAM—At an intensive one-day marketing ses- 


sion, Kaiser-Frazer distributors heard Walter deMartini 
in connection with the introduction of the 


low-priced Henry J. later this summer. 


sales vice-president, tell of plans 


The 


distributors reported a ‘tremendous public acceptance’ for the 1951 Kaiser line, introduced 


last spring. 
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HAVE YOUR NEW CAR DEALER 


ORCELAINIZE 


TRADE MARK REG U S PAT OFF 


YOUR CAR 


This is a picture only PORCELAINIZE can portray...a true pic- 
ture of the lasting benefits only PORCELAINIZE can provide. 
There’s carefree leisure and freedom for you from waxing 
and polishing. There’s matchless beauty to thrill your pride 
on every ride. And there’s pleasure beyond compare in 
month after month of new car brilliance—lustrous proof of 
the advantages and economy of PORCELAINIZE. To make 


this picture come true for you, visit your New Car Dealer. 


WRITE FOR FREE INFORMATIVE FOLDER S-8 







PORCELAINIZE SUPERIORITY 
IS OFFICIALLY RECOMMENDED 


Today more automobile factories* have 
tested and approved PORCELAINIZE thon 
heve ever approved any other method 
of automobile appearence maintenance. 


*Nomes furnished on request 


For New or Older Cars...Applied Only By New Car Dealers 


FREEMAN & FREEMAN, INC., DENVER 3, COLORADO 
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PORCELAINIZE rocuses 


“MULTI-MILLION POWER” 


TO INCREASE YOUR SALES 
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Nearly fifty million readers are now being told how and why 
New Car Dealers exclusively can help car owners enjoy more 


leisure, pride and pleasure. 


You, as a New Car Dealer, are the full beneficiary of 
this soundest of salesmanship focused on your Dealership by 


America's top circulation magazines. 


Take advantage of this opportunity for increased service 
profits by making your Dealership local headquarters for 
PORCELAINIZE. Newspaper mats, radio scripts, mailing cards, 
envelope stuffers and other advertising helps are available to 


enable you to channel this business to your service floor. 


PORCELAINIZE business is big business. Make it your 


third largest source of customer labor sales every month. 


FREEMAN & FREEMAN, Inc. 
600 GRANT STREET, DENVER 3, COLORADO 





Reprint of the current Saturday Evening Post advertisement in the continuing 
Porcelainize series. It will appear in the August 26 issue. For free copies of this 
advertisement, mounted on an attractive easel frame, plus samples of other 
evallable advertising materials, write Freeman & Freeman, Inc. 








WASHINGTON.—Ten additional 
states have appointed state chair- 
men for National Automobile 
Dealer Week, Oct. 22-28, according 
to J. Eustace Wolfington, national 
chairman for the event. 

Additional states naming chair- 
men are: District of Columbia, Da- 
vid A. Parsons, Washington; Indi- 
ana, L. O. Gates, South Bend; Lou- 
isiana, Joseph Paretti, New Orleans; 
Maine, James B. Adams, Bangor; 
Minnesota, W. R. Stephens jjr., 
Minneapolis; Missouri, J. Rush 
James jr., St. Louis; North Dakota, 
H. H. Wilcox, Grand Forks; Texas, 
Earl Hayes, Dallas; Wisconsin, 
Harry E. Seidell, Merrill; Wyom- 
ing, Cecil Glover, Thermopolis. 

That National Automobile Dealer 
Week has been increased in im- 
portance as a result of present 
market conditions is emphasized 
by Wolfington. 

Wolfington’s 
follows: 

“Changing market conditions cre- 
ate a new and accelerated need for 


statement was as 





MA 


hess thowg 


The Duc 






Lumite Division, Chicopee Manufacturing Corporation of Georgia 


Pushing Dealer Week 


Changing Market Is Seen Pointing Up 
Public Relations Need 
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more and better dealer public re- 
lations. This makes it important 
that there be brought to the pub- 
lic a greater realization that the 
new-car and new-truck dealer is 
a high-class businessman and a 
very important factor in his com- 
munity. 

National Automobile Dealer Week 
—Oct. 22-28—is planned and pro- 
moted to do that job. Properly sup- 
ported locally, this valuable, na- 
tionwide, goodwill program will 
make people more conscious of the 
contribution the automobile is 
making to community progress and 
development and to the economy of 
the nation. 

“Right now it is important also 
that the spotlight of public atten- 
tion be turned upon dealers’ service 
facilities. National Automobile 
Dealer Week presents a golden op- 
portunity to put across the theme 
that ‘the dealer selling the car is 
always best equipped and qualified 
to service it.’ 

“Because it is in his own busi- 








f 
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HONORED IN 25TH YEAR WITH PACKARD—Roy Abernathy, general manager of Packard 
Motor Car Co. of New York, is presented a briefcase by Garl E. Glazat, city manager. 
The presentation was made at a recent luncheon tendered Abernathy. It was attended by 
25 of the top executives of Packard in the New York area. Left to right: Charles H. Noll, 
assistant zone manager in New York; J. Stanley McCormack, branch manager of Packard 
Motor Car Co. in Hartford, Conn.; Cari E. Glazat, city manager of Packard in New York: 
Abernathy; C..W. Frothingham, New York zone manager, and G. Grame Wheeler, retail 
manager of Packard in New York. 





ness interest, every new-car and 
truck dealer should respond and 
participate actively in this import- 
ant program in his own local com- 
munity.” 


Kirk Chartered in Ky. 
Kirk Chevrolet Co., has been 
chartered to operate in Elsmere, 
Ky., at Dixie Highway and Good- 
rich drive. The company has cap- 
ital stock of $50,000. 





Others are profiting from AUTOMOTIVE 
NEWS WANT ADS. Why not you? 





Yes, seat covers of Lumite fabric are 
smooth as a dream to look at. . . to sit 
on. For Lumite, woven of durable saran 
fabric, always keeps its glove-snug fit 
when properly fitted and installed. It is 
always cool in summer, never clammy 
in winter, It's tough, too. Scuff-resistant 
—not even battery acid can harm it. 
That's why seat covers of Lumite fabric 
are a volume-building addition to every 
accessory department ... a dream of 


a seat cover to sell. 


...A NATIONALLY ADVERTISED DREAM! 





dL 
pf inn StYIe, 


40 Worth Street, New York 13, N. Y. 


This full color advertisement will appear in the 
August 19 issue of 


THE SATURDAY EVENING POST 


and in the October issue of 
HOLIDAY 


Millions of your customers will see it . . . will start 
dreaming of luxury travel on seat covers of Lumite 
saran fabric. They'll come to you to make their 
dreams come true! 


STOCK! USE! SELL! 


Automobile Seat Covers of 


LUMITE 


*Registered Trode-mork SARAN labrie 


woven 








Attendance Rule 
At ASI Show Held 
Aid to Dealers 


CHICAGO.—The new attendance 
policy of the Automotive Service 
Industries show, which will allow 
all automotive parts and equipment 
jobbers — members and non-mem- 
bers —to attend, will benefit auto- 
mobile dealers, Chairman B. G. 
Close has announced. Show dates 
are Dec. 4-8 at Navy Pier here. 

“Hundreds of jobbers have the 
opportunity this year to attend 
their first ASI show,” Close stated. 
“This means that the scores of new 
products always introduced for the 
first time at this show will find 
their way faster to more users in 
more cities and towns than ever 
before.” 

Close announced that Navy Pier 
already is sold out to more than 
500 exhibiting manufacturers. These 
displays will extend over four miles 
throughout the giant Chicago lake 
front structure. 

To avoid congestion in the big 
attending crowd of jobbers and 
their buyers, the first three days of 
the show will be reserved for jobber 
members of two of the sponsoring 
associations — National Standard 
Parts Assn. and Motor and Equip- 
ment Wholesalers Assn. The last 
two days will be open to all non- 
member jobbers who apply for cre- 
dentials. 

“We urge car dealers, garage men 
and fleet and service station oper- 
ators everywhere,” Close said, “to 
remind the jobbers serving them 
to apply immediately for show 
credentials.” 





General Tire 
Hits Pearson’s 
Report on Deal 


WASHINGTON. — Using six-col- 
umn, page-length ads in Washing- 
ton’s three newspapers, William 
O'Neil, president of General Tire 
& Rubber Co., last week branded 
Drew Pearson’s radio version of 
General’s efforts to purchase a sur- 
plus synthetic rubber plant as 
“half-truth” reporting. 

The plant in question is located 
in Akron and, O’Neil said, General 
offered the government $2,214,000 
for it, “65 percent above the gov- 
ernment’s own fair value estimate 
of $1,375,000 and far above other 
bids.” 

O'Neil said that in describing the 
deal over the air Pearson used such 
phrases as “questionable sale”... 
“bargain sale” ... and “the deal 
was all set.” 


“The facts are these,” General’s 
newspaper ads declared: 

“The plant in question has been 
idle and deteriorating for five years. 
It was the first rubber plant to be 
shut down and was not deemed 
modern enough to be kept in 
standby condition. 

“It has been “cannibalized’ to the 
extent of about 25 percent, by 
equipment transfers and sales. The 
plant has been on the government 
surplus list for more than a year. 

“The plant is not capable of pro- 
ducing 30,000 tons of synthetic rub- 
ber annually as reported on the 
Pearson program. It is in no posi- 
tion to produce any.” 


Window Lift 


Hupp Building Electric 
Device for Cars 

DETROIT. — Electric auto win- 
dow lifts will be produced by Hupp 
Corp., Detroit, which has spent five 
| years perfecting the device, Output 
is expected to begin by October. 

Each window is actuated by its 
own electric motor, compactly 
|mounted so as to regulate the steel 
arms, which are attached to the 
window glass through a positive- 
drive gear assembly. The unit’s 
drain on the battery is slight, says 
R. S. Geddes, Hupp president. 

It is understood that most car 
manufacturers are negotiating with 
Hupp for use of the device. 

Other automatic window lifts in 
use today are of the hydraulic and 
worm-gear types. 











: Another new Hupp development 
is an electric seat adjuster, which 
lis operated by a switch. 
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He helped build No. 
d No. 3,500,000 too! 


Every department of 
Pontiac’s vast or- 


ganization has a 





representative in a 
special group of 25-Year Employees—a group 


that includes scores of Pontiac executives. 


From engineering to manufacturing, from sales 


Roland Satterlee joined Oakland Motor Car 
Company—forerunner of Pontiac Motor 
Division—in 1923. In more than a quarter 
century he has seen Pontiac grow into one 
of the leading automotive producers. He is 
now Assistant Superintendent, Axle Plant, 
and, like many another veteran employee 
has contributed much to Pontiac's progress. 
Here, he is being congratulated by Buel 
Starr, Pontiac’s Manufacturing Manager. 


department to dealer, these 25-year men and 
women have witnessed the growth of a company, 
a product and a reputation unsurpassed in the 
industry. 


They have played an important part in Pontiac’s 
success and to a man are looking forward to 


participating in future Pontiac growth. 


Dollar for Dollar- you cant beat a 





PONTIAC MOTOR 


Powrmac 


DIVISION 





oF GENERAL 


MOTORS 





Working side by side with this experience is 
youth. Today hundreds of young people are being 
trained in special Pontiac courses, for these are 
the people who will design, build and sell the 
5,000,000th Pontiac. 


All are united in one objective—to make every 


Pontiac better than its predecessor. 





CORPORATION 








AUTOMOTIVE WASHINGTON 
Economic Situation 


Passes in Review 


By William Ullman 


Washington Correspondent 

NENT the national economic situation: The Korean crisis 
in late June was superimposed upon an economy in which 
demand was already exceptionally strong and in which out- 
put of goods and services was in excess of former postwar 
peaks, both in terms of coy volume and dollar amounts. 

New orders had risen sub- ® ee 
stantially and businessmen 2 


.. ‘ti rates generally 
were revising upwards their | had remained at 
earlier plans for expenditures on/| low levels. Prices 
plant and equipment. Prices of key | of common stocks 
materials, especially farm products, | had risen sharply 
nonferrous metals, and _ building| to levels higher 
materials had already advanced/ than at any time 
sharply and consumers’ prices were 





since August, 


tending upwards. The number of | 1946. 
persons employed had risen appre- The current in- 
ciably and unemployment had de-| ternational crisis 





has been accom- va . 
panied by many William Uliman 
uncertainties, reflected particularly 


clined since winter to a level about 
1,250,000 above the exceptionally 
low levels of June, 1948. Credit was 


save $25° to $go0o 
labor costs on 
every new car 

you process with 





lecton car *care is the first important Application of lecton 


development in car finish protection in new car is easy beyond 
over 30 years. 

It is the car dealer's long-looked-for 
solution to fast, dependable, low-cost 
new car conditioning. 

And it is the answer to the car owner's 
age-old problem of how to keep his car bing and there is no 
looking new . . . how to retain the orig- 


inal, lustrous “Showroom Shine.” after you finish, either. 


Not a wax, lecton car*care cannot 
oxidize. Because it contains no polish- 
ing oils, it cannot streak, cannot smear, 


cannot rain-spot. iest Cars in town. 


cannon chemical compa 


181 Portland Street, Cambridge 41, Mass., Phone: UNiversity 4-4320 
Since 1938, makers of RUSTBUSTER and other fine chemical specialties 





you can apply it on the car with no pre- 
paratory washing—in short, just as the 


The application process? You simply 
wipe on and wipe dry. There is no rub- 


waxy “blobs” or chalky dust left over 


What's more, you can depend on it — 
with lecton car*care your dealership 
will be turning out the brightest, shin- 
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in common stock prices. Strong ad- | 
ditional demands are being created 
for goods and shortages appear to 
be developing in many key indus- 


tries. Prices have advanced fur- 
ther. 
Increases in defense expendi- | 


tures mean mounting pressure on 
available industrial capacity; 
tightening of the labor supply, 
and accentuation of inflationary 
forces generally. 

Memories of World War II are 
prompting scare buying of com- 
modities, Incentives are strong for 
accumulation of inventories by 
both business men and consumers, 
especially of items likely to be in| 
short supply. Impetus is_ being} 


given to further upward revisions | 


of business plans for investment in| 
plant and equipment. 


* * * 





War Stimulus 


,. commodity prices 
rose rapidly from March to 
June, with the all-commodity in- 
dex up 3 percent in that period and 
the index of 28 basic commodities 
up 10 percent. Following June 6, 
there was some reaction in prices, 
but since the invasion of southern 





in car finish care in 









* 


car*care ona 
belief... and 


car arrives from the factory. 


HAZEBUSTER 


lated cleanser for 
streaking. No 


tion is faster and 


agents. Just as pa 
face, lecton car 


ny, inc. 


the first bosic improvement 


... long-lasting 
protection of a 


showroom-shine 


never any hard rubbing. * 
wipe on... wipe light... wipe dry 


plied to a car finish 
free of any residue. 





NOT OLD MEXICO, BUT CALIFORNIA— 
fiesta, which will be held Aug. 23-26, is Ja 
Barbara. With the dealer are Kay Chapma 
costumes. 


Korea on June 24, prices 
again advanced sharply. 


In recent weeks the index of 28 
basic commodities has risen by 6 
percent and the total increase from 
March has been 14 percent. Both 
imported and domestic commodities 
have participated in the increase. 
Sharp rises have occurred in re- 
cent weeks in prices of hogs, rub- 


have 





thirty years... 


cambridge 41, mass. 


cannon 











regstered $ 





patent applied for, trade-mark 


Phone, write or wire your jobber for 
the full story on lecton car*care... 
“The Story That’s Backed by Fact”... 
or write us direct, today. 


is a specially formu- 
removing the accumu- 


lation of dirt, road film, oxidation, old 
polish and wax residue. Its cleaning ac- 


easier because of new 
inters have a clear sur- 
*eare should be ap- 






Previewing Santa Barbara's Old Spanish Days 
mes Van Etta, Lincoln-Mercury dealer in Santa 
n and Evelyn Burr, dressed in typical Spanish 


| wer, coffee, cocoa, wool, cotton and 
|tin. Prices of steel scrap and most 
nonferrous metals, which had risen 
very sharply prior to early June, 
have shown little change recently, 
with price of steel scrap and lead 
below earlier peaks. 

Increases in all the all-com- 
modities wholesale price index 
have been substantial. Average 
prices are half way back from 
the low of early 1949 to the peak 
of late summer 1948, 

Much of the price increase in 
recent months has been in farm 
products, which are now higher 
than at the beginning of the year. 
Other commodities, however, are 

| also advanced. Prices of building 
materials are higher than at the 
| pegianiag of the year, with lumber 
aa the sharpest advance, 

After modest declines earlier in 
the year, textile prices are again 
rising. Strong demand for metals 
and metal products, which had 
earlier been reflected in price in- 
creases for nonferrous metals and 
steel scrap, is more recently being 
manifested in higher prices for 
such products as stainless steel. 

Consumer prices have risen for 
the fifth consecutive month, re- 
flecting primarily higher retail 
prices of meats. Rents continue to 
advance, while moderate increases 
‘have been announced in prices of 
carpets, furniture, fuel and ap- 


parel. 
* * + 


Production Up 


HE Federal Reserve Board's in- 
dex of industrial production, at 
a new postwar peak of 197 for 
June, is expected to show a fur- 
ther increase in July, after allow- 
ances for usual vacation shutdowns. 

Both durable and nondurable 
goods were at postwar highs in 
June, but expanded production of 
durable goods continued to account 
for most of the rise in total in- 
dustrial production. Output of steel 
was maintained at record levels, 
with production at more than 100 
percent of capacity for the third 
consecutive month. Operations were 
reduced about as usual in early 
June but are now returning to ca- 
pacity levels. 

Automobile production in- 
creased by 22 percent in June to 
a new peak. Output of building 
materials and machinery contin- 
ued to advance, with output of 

| machinery only moderately below 
| the 1948 peak. 

Further advances occurred in 
|output of textiles and paper, and 
of rubber, chemical and petroleum 
products. Output of minerals, which 
is moderately below its peak of 
|late 1948, advanced sharply with 
|gains in production of metals, pe- 
troleum and coal. 

Employment has been moving 
upward since early in the year and 
by June was near the peak levels 
established in 1948. These gains 
were fairly well distributed geo- 
graphically with almost all major 
labor market areas _ indicating 
| gains, Unemployment declined from 
the February level of 4,700,000 to 
| 3,400,000 in June, This was about 
| 1,250,000 larger than in June, 1948. 
The labor force in this period has 
been increasing about 1,000,000 per 
year. 


Hutton’s Parts Building 


Destroyed in Memphis 

MEMPHIS.—An estimated $25,- 
000 fire swept Chuck Hutton Co. 
here. Between $10,000 and $12,000 
worth of parts and storage bins 
were destroyed, according to Hut- 
ton. 

The supposedly fire-resistant 
building, erected in 1947, is cov-~- 
ered by insurance. 
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Epiror’s Nore: Here is another 
in a series of articles written es- 
pecially for Automotive News by 
Ned Jordan, famed in the auto 


he built 
words he 


the car 
the 


industry for 
(1916-1931) and 
wrote about it. 


egg age is always trying to get 
me to write about advertising. 
Since I have read all of the books 
devoted to that subject, I suppose 
I should know something about it 
... but... the more I read about 
how it should be done the 
dumber I get. George Ade, who 
wrote “Fables in Slang,” sympathiz- 


ing with the girl cashier at the old | 


King’s restaurant in Chicago, who 
was being “razzed” by a flock of 
newspaper men, said: “Don’t 
you ever get angry?” 

“Yuh know what, Mister Ade, re- 
plied the girl, lifting her chin 
haughtily above the starched collar 
of her shirt waist, “That’s sumpin’ 
I never git.” 

The best book in my earliest 
library was not openly devoted to 
advertising. It was written by a 
man named McGuffey, “McGuf- 


fey’s First Reader.” There was a | 


guy who knew how to write copy. 
He never described a dramatic 
situation with the phrase, “The 
ferocious feline pursued the timid 
rodent.” That old boy said “The 
cat ran after the rat.” 


Sometimes I think the trouble 
with advertising is that there are 
too many well-educated copy writ- 
ers in the business . .. yuh know 
. . . fellows who should have been 
getting a true American education 
at the Automat, instead of acting 
as if they really ought to be eating 
at the Colony or the Stork Club. 
(Gar—sson’ .. .two patty ... de 

.faw...graws). 

A guy could really get more ideas 
about selling the masses in a men’s 
restroom in Brooklyn than he could 
in what “one of them girls” calls 
“Pork Avenoo” ... Why the devil 
does an advertising man have to be 
too cultured? He wants to sell 
PEOPLE .. .not snooty people... 
just REAL PEOPLE. 

+ + * 

Just ‘Thinking’ 

GENTLEMAN (that’s polite) 

writing in another publication 
(name, if you insist) said: “You 
can invest advertising with pom- 
pous polysyllabic prattle ... dress 
an advertising agency in all the 
fancy pants in the world ... sur- 
round it with Emily Post trim- 
mings, plush carpets, cloistered 
halls and paneled walls... but... 
at heart and root, it is a creative 
mechanism with copy as its core. | 
And, what is copy . . just old-| 
fashioned thinking.” 

You said it, kid, and don’t take} 
any back talk from anyone. 

Mr. Henry M. Leland, who built | 
the Cadillac car after he had| 
reached the age of 60, had the right | 
dope. When he was about 76 I used | 
to go out to see him, just to hear} 
him talk. | 

I never saw him driving a | 
Cadillac, but, now and then I 
would see him “tooling” an old 
Anderson Electric around Detroit. 
He had a long gray beard, looked 
like an old time minister, but, 
boy, did he have a keen eye. I 
think he liked me because I was 
young, anxious to learn and I 
wasn’t a “smart aleck.” 

One day I asked Mr. Leland to! 
tell me the secret of Cadillac pres- | 
tige. 

“Every young man,” he answered 
thoughtfully, “reaches a point in 
his career when he can choose one | 
of two courses. If he decides to be | 
clever . . . always trying to out-| 
smart the other fellow, he’ll meet 
with a lot of competition. If he| 
chooses to be just naturally plain, | 
old-fashioned honest, he’ll be SO | 
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unique that he cannot fail to suc- 


ceed.” 
* * . 


Down Ego 

HE idea is so amazing simple 

that most clever people cannot 
understand it. That clears the field 
for any young man who does. Of 
course a lot of pretty sharp chaps 
will sort of feel sorry for you... 
too bad you're so naive ... sort of 
dumb... so to speak... but... 
don’t ever try to take advantage 
of one of those poor, unsophisti- 
cated, honest babies . . . you'd be 
surprised at what will happen to 
your ego. 

My mother used to say, “I have 
great admiration for an _ honest 
burglar . . . one who puts ethics 
into his work and never tries to 
deceive peoyle about his motives. 
If a man stops you on the street 
at night and demands your money 
you should feel sort of sympathetic. 

He’s probably doing it at night 


because the competition in the 
day time is too slick for him. No 
wonder he runs away. His day- 


light competitors might have the | 


cooperation of the police.” 


When I was very young, my 
mother used to amuse me with 
speculation as to the consequences 
of her failure to remember whether 
I was born before midnight on 
| Nov. 21, when I would be a Scorpio 
and a fair candidate for the peni- 
,tentiary ... or, after midnight, on 
Nov. 22, when I woud be a Sagit- 
tarian and perhaps grow up to be 
a help to my parents. 


younger brother 
| drowned 
Mississippi when she and_ her 
brothers and sisters were ferrying 
the covered wagons across, in the} 


Sane ees 





opin, I been thinkin’ of trad- 
ing in the old crate.” 
|who built the Union Pacific rail- 
road. 


She had named me Ned after her | SOs > 


who had been! For the People 
in the flood tide of the | 


‘| LEARNED about people from 
her and that knowledge of 
people is really all there is to ad- 











When car owners see Kar-Rugs — they buy them! Here’s 


the way to get them 


“out front.”’ 


Two attractive racks 


that fit any display need. Write for more information 


on these sales boosters. 


COLORS 





vanguard of the “gandy dancers” | 


vertising. 





MT yt 


, __ it 


advertising today is Henry  T. 
Ewald, of Campbell-Ewald Co., De- 
troit. He is not “the young man 
with a horn” .. . tooting for him- 
self. For 40 years he has been look- 
ing ahead for his clients and he has 
communicated that vision to a 
| group of young men who are prov- 
ling the value of his ideals in the 
| growth of that agency. 

Or course, whenever you find a 
man of real capacity you may look 
for a wonderful mother back there 
some place. 

I’m told that one day, years ago 
when his mother was sitting at his 
desk Henry Ewald’s secretary 
brought in his personal financial 
statement. His mother saw the last 
item... “NET WORTH $1,000,000.” 
Mother burst into tears. 

“What are you crying about?”, 
said her son. “I’m crying because 
I wish your father was here so he 





The man with the finest vision in| could see that our boy made good.” 





a 





geared to volume dealer 


Send Your Inquiry Or Order To Us. We Will Ship It Through Your Neorest Authorized Jobber. 
THE WOOSTER RUBBER CO., WOOSTER, OHIO 
0 Send details on Display Racks. 


item Number 






0) Ship this Kar-Rug order through my jobber. 












$1.59 ea. $ 9.54 carton 





1 
1 
i 





Company 
LL LEE, 
My Regular Jobber is: ea 





13.14 carton 
13.14 carton 
16.14 carton 





5-1454 18x21” 
5-1455 15x25” 


§-1459 18x26” 
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Excites interest across the nation... Wins 





T. H. Keating, General Manager of the Chevrolet Motor 

Division, presents the new champion with his trophy 
Meet the winner and champion while members of his family look on proudly. 
of champions—Harold D. 
Williamson, 15, of Charleston, 
West Virginia who outsped all 
rivals in the 1950 All-American 
Soap Box Derby. 


It was a mighty sports spectacle that will be remembered for a long, 
long time... that 13th Annual Soap Box Derby at Derby Downs in 
Akron, Ohio. And it was plain—from the applause that never 
ceased and the cheers that never dimmed—that every one of the 
more than 60,000 spectators recognized he was witnessing the 
greatest Soap Box Derby ever run. 

It was plain, too, that the hearts of all this vast crowd went out 
to those men who had made this day possible . . . to the Chevrolet 
dealers of America and the co-sponsoring newspapers and groups 
who had worked so earnestly to provide the colorful drama of 147 
youthful champions seeking victory in the finals of “the greatest 
amateur racing event in the world.” 

The success of this wholesome competition is a source of 
immeasurable satisfaction to the Chevrolet Motor Division, Chev- 
rolet dealers and America’s leading newspapers. They know that 
the participation of thousands of American boys in the Derby is a 
good thing for the youth of our land . . . for the furthering of the 
American ideal of personal initiative and fair play. 

The Derby represents another way in which Chevrolet dealers 
are winning the lasting good will of their communities. 


’ 


AMrOVEM=EA 


= 


CHEVROLET MOTOR DIVISION, General Motors Corporation, DETROIT 2, MICHIGAN 


You’re FIRST with Chevrolet... 
America’s FINEST franchise! 
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thousands of new friends for Chevrolet America 
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Part of the record-breaking crowd watching the 13th Annual All-American Soap Box Derby National Finals at Akron, Ohio 
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Wheel Balancing Poses 
Multi-Fold Problem 


(The opinions expressed herein are those of Columnist Allen and are not 
necessarily those of Automotive News.) 


By A. H. Allen 





ees new gadget for | 
automatic setting of front | Shocks, excessive 
wheel toe-in while cars are moving less driving. 

down the assem- Once off the beam, the tires 
bly line brings to deteriorate rapidly, especially the 
mind the import- oversize, low-pressure tires car- 
ance of camber, ried by most cars now. Cornering 


loads and reck- 


caster, wheel wear, cupping and uneven tread 
alignment and wear are accelerated, with result- 
wheel balancing ant bumping, humming and 
on today’s pas- grinding. 


senger cars-—and Switching of tires and regular 


not only when 
they are new. 
These adjust- 
ments on many 
cars are delicate, 


used to be. The trouble 





A. H. Allen 







Get Acquainted with Contempo Quality ... 





IMPORTANT! 


Despite rising costs 
of our raw mate- 
rials, leather, lin- 
ings, hardware, we 
will maintain these 
LOW PRICES on 
Contempo Quality 
Luggage until Sept. 
15. After this date 
our prices will be 
fairly adjusted to 
existing costs. Our 
quality, as always, 
will be rigidly 
maintained. 


No. 551 One-suiter 
Size: 24x 18 « 51,” 


552 Two-suiter 
Stee: 24x 18x72" 


lower prices. 


P 


and are thrown off by sudden road | 





checks of alignment and balance | plies. 
are more essential today than they|whether it might not be easier all 
is that|the way around for all buyers, 
they involve a substantial charge|cluding purchasers of new cars, 
upon the motorist, who often does just to take it easy and accept what 


The Ultimate in LOW-COST Luggage 


No. 550 Companion 
Size: 21 x 14 x 7” 
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not appreciate the importance of 
the adjustment since he cannot see 
for himself what has been done 
and may feel his bill is as out of 
line as his wheels were claimed 
to be. 

As far as car manufacturers are 
concerned, some engineers believe 
{more attention should be paid to 
lcareful analysis and planning of 
steering geometry and suspension 
|systems, to the end that com- 
|plaints over inordinate tire wear 


|might be — 
* 


Frantic haying 

As IS always the case with allo- 
“% cated materials, whether volun- 
| tary or mandatory, consumers be- 
| gin to get frantic to build up stocks. 
This is the case with nickel at the 
present time, placed under volun- 
tary allocations by the principal 
source, International Nickel Co. 


| Platers are beginning to scream for 
nickel and to plead for larger sup- 


Sometimes you wonder 


in- 






No. 518 Short Trip 
Size: 18x13%.x5%" 


Matched Luggage for Men 
in Fine Top-Grain Cowhide 


You'll like the clean-cut, new 1950 styling at Contempo's sensible 
Each piece solidly constructed of Top-grain Aniline 
Cowhide. Wide 42-inch bands on sides of each bag, and leather- 
covered steel center-frame give extra strength and longer wear. 
Here's a bag for every need. The two-suiter for extended trips; 
one-suiter for week-long trips; Companion for week-ends; the 
18-inch bag for short business or airplane trip. Expertly designed 
interiors for quick, efficient packing. Auto dealers, coast-to-coast, 
are selling Contempo Quality Luggage for Extra Profit and an 


Ladies added service to customers. Try a sample set today. Satisfaction 
guaranteed. 
3-Pc. COLORS: Smooth Suntan or Ginger Cowhide; 

set Also 2-suiter and Companion in Black or Brown Walrus Grain 

Ny ol-lelleliby Your List Price 
ee Style No. Item Dealers’ Cost Inc. Fed. Tax 

552 24” 2-Suiter $29.50 $59.00 

§ 750 ~~ 551 24” 1-suiter 28.50 57.00 

550 21” Companion 25.00 50.00 

518 18” Overnight 22.50 45.00 












) [enclosing check) 


LADIES POPULAR TRAVEL SET 
in Finest Top-Grain Cowhide 


: 

I 

4 __ Style _ No. 

I 
Finest value Contempo has ever offered. | 

! 

( 

i 

i 


Color 


Every detail luxuriously created. Long-bound, 
magnificently styled in popular Suntan Cow- 
hide. Lightweight and strong, all-plywood 
construction. Solid brass hardware; rayon 
moire linings, full shirred pockets. Order a 
set today. Judge for yourself if this is not 
the best value being offered anywhere. 


No. 600 — 3-Piece Set 
21” Dress Wardrobe, 21” O'nite, 26” Pullman 
YOUR DEALER'S COST................ $87.50 Set 
List Price, Including Fed. Tax...... $169.50 Set 


ceo--— Send Order Form Today we. ws a aw 


CONTEMPO Luggage Co. 170 Fifth Ave.,N.¥.C. 10, 
Please ship the following numbers. 


() (Ship Open Account. Bank references attached) 





I 5 Se a ee 
NR Ns Oe 


(SEONG SS DURA ott ere eA OOO ee 
By. 


a | 
1) (Ship C. 0. D,) 


Dealer's Cost 


Quantity 


Ladies’ Luggage may be bought separately: 21" O'Nite $25; 26" Pullman 
$34.50; 21" Dress Wardrobe $38.50; 14” Train Case $25. 
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THE EASY WAY TO SEE THE PONTIAC PLANT—The division uses a sight-seeing bus to 
accommodate the vacation-time rush of plant visitors. f 
system, the bus follows the miles of assembly lines, allowing visitors to watch car production 


Equipped with a public-address 





the direction of special attention. 

The same thing will be repeat- 
ed when the steel industry moves 
into a program of cutting back 
allocations of material to manu- 
facturers of consumer goods, in 
order to accommodate military 

requirements. 

Practically every steel buyer will 
claim he is being treated unfairly 
and cut back disproportionately. 
That is one reason why steel mills 
are not too keen about voluntary 


Driv-Way Lite 
Develops New 


Clutch Pulley : 


| DENVER.— An automatic vari- 
jable speed clutch pulley which is 
controlled by engine speed, and 
which makes possible infinite gear 
ratio changes on any kind of ma- 
chinery on which a variable speed 
belt can be used, has been developed 
by Charles H. Miner and the Driv- 
Way Lite Co. 

The new automatic clutch is 
centrifugally operated. In one of the 
two pulley halves, which operate 








| 

OPERATES AUTOMATICALLY—Miner auto- 
|matic clutch pulley, produced by Driv-Way 
Lite Co., Denver, shown with demonstration 
model, is in idling position (top photo). 
| Belt is resting high on load pulley. Although 
|motor drive shaft is spinning clutch pulley, 
belt idles on intermediate idler. As engine 


speed is increased, centrifugal force pushes 


| pulley halves together (lower photo), gradu- 
jally picking up starting load, and auto- 
speed from a 


arene changing engine 
low to high ratio. Note that load pulley is 
now spinning and load pulley halves have 
been separated, lowering belt on load pul- 
ley. This action is caused by the automatic 
clutch pulley since halves of load pulley are 
held together by spring tension. The reverse 
is true when a heavier load is placed on 
load pulley, thereby automatically throwing 
pulleys into exactly the right ratio. 


jalong a central shaft connected to 
|the engine, are several steel balls. 
| When the speed of the engine is 
|increased, centrifugal force of the 
| Steel balls pushes against the pulley 
| half, forcing the pulley halves to- 
| gether, thereby carrying the belt 
up from the pulley shaft and auto- 
matically changing the engine from 
a low to a high speed ratio. 

The belt revolves, on the other 
end, on a similar pulley which op- 
erates by spring action rather than 
centrifugal force. The action of this 
pulley is determined by that of the 
main drive pulley. When the pulley 
belt is resting high between the 
closed pulley halves of the drive 
pulley, it is low on the secondary 
pulley, and the engine is in high 
speed. When the opposite is true, 
the engine is in low speed. 








they can get and cease firing in | allocations, although they still think 


they can handle the situation more 
equitably than by government edict 
* * 7 


Die Makers Wait 
ETROIT-AREA tool and die 
shops are standing by for an 

expected influx of tooling orders 
for arms components, but as yet 
there has been only a trickle. The 
die builders reason logically that 
they will be the first to receive 
stepped-up military orders since 
there can be no substantial produc- 
tion started before essential tools 
and dies are ready. 

Many of the 1951 model automo- 
tive programs have been fairly 
well completed, so there should be 
no delay in activating war orders. 
However, die work is slow at best 
and even under forced draft com- 
plicated dies will require six to 
eight weeks from receipt of prints. 
Reports are heard that some die 
makers have been asked by defense 
authorities to suspend contemplated 
vacation periods. 


yer LL 
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the original wax-treate 


AUTO POLISHING CLOTH 


BIG BARGAIN for your customers. 
50 Dry WASHES For 50c. Absorbs 
dust; wipes off road grime without 
scratching. EXTRA VALUE in this 
big size cloth, with stitched edge, 
in metal container. It’s fine for 
furniture, too. 

Easiest of all accessories to sell 
Show it and you'll sell it! Seen: 
ous mark-up. If jobber can't s 
you, order direct from: LAS- “ORR 
MFG. COMPANY, Hamilton, Ohio. 
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INAME PLATES 


ew: PRECISION CAST... 

i ELIMINATING ALL DIE COSTS 

Quantities as low as 100 may be 

ordered with original design for every 
job! Proof of design submitted for 
approval. Heavily chrome plated. 

Write for details. 











29th & McKean Sts. 
Phila. 45, Pa., Dept. A 











CADILLAC 


MOTOR CAR DIVISION 


Overwhelming Aeceptance asd 


Proof of what Cadillac Blue Coral is . . . and what it will do... can be found 
in the startling fact that it has received unquestioned acceptance from Cadillac 


owners for over 20 years. 


The reason? No owner takes more pride in his car than a Cadillac owner . . 
and Cadillac Blue Coral is the finest finish restorer and color preservative 
available. Black looks blacker. A// colors look lovelier, lustrous, mirror-like, 
after a Cadillac Blue Coral Treatment. 


Cadillac Dealers maintain a staff of trained craftsmen who take pride in the 
proper application of Cadillac Blue Coral, to preserve the brilliant lustre the 
best engineering talent has produced. They are the men who are thinking of 
today's sales . . . tomorrow's reputation . . . and future good will. 


They are the men who justify a Cadillac owner's proud possession by recom- 
mending Cadillac Blue Coral — a product of merit. There is no substitute for 


a Cadillac Blue Coral Treatment. 


Cadillac ene for Cadillac cats 


e GENERAL MOTORS CORPORATION + DETROIT, MICHIGAN 








ee 
Highways & Safety... 





Traffic Problems Laid 
To Apathy, Impotence 


| if deaths and injuries are to be 


By Tom Hewitt 
Staff Writer 


reduced the collisions which pro- 


[TRAFFIC problems reflect a| duce them must be halted. 


weakness on the part of citizens 
and of state and municipal govern- 
ments, Dr. J. Ros- 
coe Miller, presi- 
dent of North- 
western univer- 
sity, recently told 
a press seminar 
at Evanston, IIl. 


“This weakness 
expresses itself in 
the apathy of 
“+ NEWS many of our citi- 
SO EE zens and in the 
impotent and often dishonest ad- 
ministration of some of our mu- 
nicipal and state governments,” he 
said. 
Pointing out that the number 
of auto accidents are climbing 
each year, Dr. Miller said that 


MATIONAL 
councin’s 


SAFETY 





Lo 


AUTOMOTIVE 





This can be done, he said, by in- 


|telligent, courageous official action. 
By this he meant better enforce- | 


ment of laws, good traffic courts 
and proper design and construc- 
tion of roads and highways. 

. + * 
\R. MILLER said he is amazed 

that Americans will spend mil- 
lions of dollars for medical re- 
search aimed at prolonging human 
life and yet give only casual con- 
cern to traffic accidents “which 
each year bring injuries to more 
than a million persons and violent 

death to 30,000 more.” 

“I’ve known men,” he said, 
who realize they are ill but who 
refuse to take the medicine pre- 
scribed for them. Cities are often 
the same way. They know that 


“| USED TO THINK | COULDN'T AFFORD 





BENDIX-WESTINGHOUSE AIR BRAKES 


now leantattord to be With OT THEM!” 


If trucking is only part of your business, it’s 
easy to forget how vital brakes really are. The 
fact is, that, like anything else, brakes pay off 
on quality—and that’s exactly why experienced 


trucking men 


install Bendix-Westinghouse 


Air Brakes. The extra safety and positive 
braking control are only part of it. Equally 
important are the cash savings on mainte- 


THE BEST BRAKE IS 





FOR TRAVELING DEMONSTRATIONS—A complete display of lights, 





ee 
My 


. ee 


horns, mirrors and 


| other automotive safety equipment is featured in a specially-designed truck equipped by 


the Sparton Automotive division of Sparks-Withington Co., Jackson, Mich. The vehicle will 
be used in a Sparton campaign to promote higher safety standards on the highway. 


congestion, accidents and lack of 
| parking facilities are causing eco- 
| nomic strangulation, but yet they 
| refuse to take the medicine 
| which has been prescribed.” 
| The cure—good traffic laws, en- 
|forcement and engineering has 


|been discovered and tested and 1s} 


producing amazing results, the edu- 
cator said. He pointed to the great 


|strides made by Evanston, Los An- 


geles, Detroit and Chicago in re- 
jcent years. 
| He also commended Oklahoma 
| City, Providence, Minneapolis, Kan- 
ilsas City and Savannah, Ga., for 
itheir low traffic death rates. 
+ * * 

| PISCUSSING traffic congestion to 

show that something must be 


ication and 


done about it, Dr. Miller said: 
“We have 44,000,000 vehicles on 


_|the road, driven by about 50,000,000 


drivers who roll up 425 billion miles 
j}annually. The new vehicles manu- 
|factured last year for domestic use 
jalone, if parked in a single line, 
|bumper to bumper, would occupy 
|2,000 miles of road. 

“This year the auto makers will 
produce 7,000,000 cars and trucks. 
It isn’t hard to understand why 
we have a traffic problem, or to 
realize that it will increase in 
seriousness in the years ahead... 

“Only by vigorously applying the 
best principles of engineering edu- 
enforcement can we 
make the automobile safe for the 
| world it serves.” 





Activity Humming 


-|\For Okla. Pike 


Activity is beginning to hum on 
|Oklahoma’s $33,000,000 turnpike 
toll-road between Oklahoma City 
jand Tulsa, following state supreme 
;}court approval of the legislation 
|creating the authority. Bonds have 
been sold, crews of engineers have 
surveys practically completed and 
a great deal of right of way has 
|already been obtained. 


-| Original construction starting 





nance, service and parts replacement costs— 
savings that mean appreciable reductions in 
your truck expenses and a wider margin of 
profit. It’s a simple matter to convert your 
present vehicles with Bendix-Westinghouse 
Air Brake Kits. For new trucks or old, insist 
on the best and thriftiest-specify Bendix- 


Westinghouse Air Brakes. 


THE BEST AIR BRAKE IS 


BENDIX-WESTINGHOUSE AUTOMOTIVE AIR BRAKE COMPANY 
ELYRIA, OHIO 





|date was previously set at Oct. 15, 
|but the speed with which engi- 
|neering work is being completed 
|gives hope to an earlier start. Pos- 
| sibilities of wartime shortages cur- 


|tailing the project have also 
| Spurred Officials into fevered ac- 
|tivity to get actual construction 


underway as quickly as possible. 
However, the bitter opposition 
from business firms in cities and 
towns along the route is still pres- 
ent. A $15,000 fund to take the 
issue to the U. S. Supreme Court 
has been raised. Here and there 
landowner opposition is making en- 
gineers’ work more difficult. 


Go to School 
That’s Order for Violators 


In Greenboro, N. C. 


Violate traffic laws in Greensboro, 
N. C., and you'll go to school to 
learn how to drive. 





Judge Earl Rives inaugurated 
the system in Greensboro, and 
Charlotte and other cities in the 


state are considering it. The state 

department of motor vehicles is 

expected to encourage the plan. 
Costs of the school will be added 


to the violator’s fine. 
o + * 


Mo. Bus & Truck Assn. 
To Pick Driver-of-Month 


Driver-of-the-month contests for 
truck drivers are again being spon- 
sored by the Missouri Bus & Truck 
Assn., according to U. G. Lewellen, 
manager. 

The primary purpose of the con- 
tests is to promote safety, Lewellen 
said, by promoting friendly com- 
petition among truck drivers to 


j}improve their records of safety, 
courtesy and helpfulness on the 
highways. 


* + * 


Increased Auto Insurance 


Seen for N. H. Rural Areas 
A warning of increasing auto ac- 


cident insurance rates in New 
Hampshire's rural areas has been 
sounded by State Motor Vehicle 


| Commissioner Frederick N. Clarke. 
| The official blamed _ excessive 
| speed for most accidents and said 

unless autoists took better precau- 
tions they would be 
|their driving privileges. 
j * * * 





deprived of 


|Henry J. Taylor to Speak 


At Fleet Safety Luncheon 

Henry J. Taylor, radio commen- 
tator, economist and journalist, will 
address winners of the National 
Safety Council’s. national fleet 
safety contest at a victory award 
luncheon Oct. 19 in the Grand ball- 
room of the LaSalle hotel in Chi- 
cago. 

The luncheon, sponsored by Gen- 
eral Motors, will climax sessions of 
the transit and commercial vehicle 
section of the 38th National Safety 
Congress and Exposition. 


S. C. Road Building 
South Carolina’s state highway 
department made road construction 
awards totaling $8,416,459 during 
the first six months of the current 
calendar year, boosting total awards 
since the end of World War II to 
$84,978,570, according to Chief Com- 

missioner Claude R. McMillan. 
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oa | See Hugo's chagrin when his boss locks him in S 
With windows all tightly closed up. “ 
nd He pants in despair for a breath of fresh air 
9 And is sure a most miserable pup. 
15 
: d | 
nd 
ne a 
rt 
r d fl 
, y One day a young miss observed Hugo like this 
0, And her kind heart was smitten with pity. 
” So when he came back, Hugo's boss drew attack Whe 
. ei From a one-woman protest committee: on a 
: SS a 
d 
- 
, 4 “Moreover,” she said, “if you'll just use your head, 0 Hugo's boss saw the light. Now things are fixed right, 
° Which Ventshades, when parked, will provide? There’s really no need to explain As you see for yourself that they are. 
e You can lower the panes quite indifferent to rains. That they lessen the glare when the weather is fair And it's always fair weather when they drive together 
And your car will stay cooler inside.” And give you fresh air in the rain!” With Ventshades adorning the car! 














On a ae oe 


2 Ventshades do a lot more than simply dog up the car. They contribute Be ea 

much to driving comfort all year ‘round. In the heaviest rain or snow KL ——— ~ 

storm, windows can be open a little. Fresh air comes in but the weather j — 

stays out. This practically eliminates fogging of glass, makes driving 

f easier and safer. Ventshades also keep a parked car cooler in hot 
weather because the windows can be left lowered slightly, allowing a 
circulation of air which keeps the car noticeably cooler. Ventshades 

eX are made of heavy-gauge stainless steel—rust-proof, rattle-proof. They're 
easy to install and yield the dealer an excellent profit. 


| 7 
LIST PRICES: 


4 AiT-Tel as 
2-piece set $6.50 
4-piece set $12.50 es 


Manufactured Under Exclusive License; 
Pritchard Patent 102974 










AUTO VENTSHADE COMPANY ® Available for current and previous models. Order from your usual 
P. O. BOX 1402 + ATLANTA 1, GA. source. If your regular supplier cannot serve you, order direct 


for prompt shipment. 


VENTSHADES SELL WHEN SEEN—DISPLAY THEM ON YOUR SHOW-ROOM CARS AND DEMONSTRATORS 














Dealer 





Doings 


Jack Warkentin Car Sales, Pa-|president and William Mazzocecc 


cific Highway at Old McLellan 
Rd., Cloverdale, B. C., has been 
appointed sub-dealer for Ford and 
Monarch cars, trucks and trac- 
tors and also for the English Ford 
line, 

* + * 


C-O Kaiser-Frazer, Inc. 


C-O Kaiser-Frazer, Inc., Wheel- 
ing, W. Va., has obtained a charter 
from the secretary of state to oper- 
ate an automobile firm under au- 
thorized capital stock of $100,000. 
Principals are John P. Ottine, Eliz- 
abeth G. Costello and Ida M. Ottino. 

om aa 


+. 


K-F Names Wiecert 

A new organization has been 
established in Brunswick, Mo., to 
handle Kaiser-Frazer, The owner 
is Oscar Wiecert who will oper- 
ate his deal under the name of 
West End Motors. 
+ + 


* 


Costlow Chevrolet Marks 


Anniversary in Nanty-Glo 
Costlow Motor Co. (Chevrolet) 


completes 33 years as a dealership | — 


in Nanty-Glo, Pa., this month. The 
company, founded by the late Fred 
Costlow, is now managed by B. J. 
Herbert, a partner with Caddie 
Costlow Herbert and Lawrence 


Costlow, 
Employes with over 10 years 
service include: C. W. Herbert, 


Jack Whinnie and F. L, Singer. 
* . * 


South Jersey Dodge Dealers 


Begin Radio Promotion 

The South Jersey Dodge Dealers’ 
Assn. has purchased radio time 
ranging from five to 15 minutes 
daily on five south New Jersey sta- 
tions. All of the time is on news 
shows. 

The programs promote all phases 
of a Dodge dealership, including 
new cars, trucks, factory parts and 
service, and used cars and trucks. 
The newscasts, it is explained to 
listeners, are being given as a pub- 


lic service by the association. 
+ is a 


Rees, Veteran Employes 





Mark 18th Anniversary 


Cameron Motor Service (Chev- 
rolet) was founded in Cameron, 
W. Va., 18 years ago this month 
by its present owner, E. G, Rees, 
and a partner. 

Now more than 90 years of Chev- 
rolet sales and service experience 
are represented by the company’s 
seven employes. They are J. Ed- 
ward Campbell, service manager; 
O. W. Minor, Wendell Phillipi, 
Glenn Yoho, Emmett Burge, Mary 
E. Howard and Mrs. Gene Howard. 

* + * 


Herbison Retires in Chicago; 


Poppell, Smithson Take Over 


With the retirement of S. B. 
Herbison after 36 years as a Bu- 
ick dealer in Chicago, Broadway 
Buick Sales Co., which he head- 
ed, has been purchased by Tyson 
Poppell and Paul B, Smithson 
jr., both of whom were officials 
of Packard Devon. 

Poppell has been in the auto- 
mobile business for 25 years. 
Smithson entered the field four 
years ago. He is the son of Paul 
B. Smithson sr., veteran Packard 
dealer, 

+ * * 
Ferguson Motors Completes 


26 Years with Chevrolet 


Ferguson Motor Co. (Chevrolet), 
Blairsville, Pa., passes its 26th year 
this month as an automobile deal- 
ership, but the company was orig- 
inally founded some 77 years ago 
for the horse and carriage trade by 
Jonas Baughman. 

Early in the century his sons, 
William and Jess, joined him as 
partners and in 1924 signed their 
first contract with Chevrolet. Four 
years later C. W. Ferguson, the 
present oWner, joined the firm as 
a salesman. He became a partner 
in 1936. 


* *~ * 


Mazzocco Marks 29th Year 


With Chevrolet in Callitzin 


Gallitzin Motor Sales, Inc. (Chev- 
rolet), celebrates its 29th anniver- 
sary in Gallitzin, Pa., this month. 
Founded in 1921, by Gregory Maz- 
zocco, the company was incorpor- 
ated this year. 

Gregory Mazzocco jr. was named 


secretary, while the founder will 
remain in the corporation as treas- 
urer. Other employes include: An- 
drew Evon, Joseph Evon, Isadore 
Maloskey, Charles Kasur, Donald 
Tartaglio and Virginia Ricche. 


* * * 


Walker Holds Opening 


Walker Motor Co, (Studebak- 
er), Gary, Ind., held a grand 
opening in its new quarters at 
100 W. Ridge Rd. A Norge gas 
range, a table radio and a pop- 
up toaster were given as door 
‘prizes. Flowers were given to the 
ladies, with refreshments and 
music available throughout the 
opening day. 

* * * 


Walker Replaces Schumacher 
A new Dayton (O.) corporation, 
Walker Motor Sales, Inc., has tak- 
en over the dealership of Lincoln 
and Mercury cars. The former 
dealer was known as Master Sales, 
Inc., and headed by George E. 
Schumacher. 





and general 


was vice-president 
heads 


manager of Master Sales, 
the new company. 
+ * 


Grismer Gets Dodge Deal 


Frank C, Grismer, 26 years in 
the automobile business, has 
taken over the franchise of 
Hughes-Burnett, Inc. one of Cleve- 
land’s largest Dodge-Plymouth 
dealerships. Seller was Lewis 
Hughes, who is retiring after 30 
years. Dealership’s new name 


will be Frank C. Grismer Co. 
+. * * 


Miller to Build 
Plans have been announced by 
Russ Miller, manager of Chevrolet 
Sales, Albion, Mich., for construc- 


* 


tion of a new sales and service) 


building. Miller has operated the 
Chevrolet outlet for seven years. 
* + * 


Cooke Plans Building 


Cooke Chevrolet Co., 


Third St., Louisville, has been 


issued a building permit for @ (sales and service on Dodge cars 


new sales and service building 
at 955-971 S. Third St. 
* o * 


Dodge Names Barstows 
Robert H. and Roy C, Barstow 


962 S. rage at 153 Market St., Potsdam, 


John Walker, who|have opened Barstow Motors Ga-|His other dealership is located at|of merit. 
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CELEBRATING 22nd YEAR WITH CHEVROLET—Duncan Bros., Inc., Pocomoke City, Md., 
| currently observing its anniversary, has a total of 81 employes with a combined automotive 
| experience of over 800 years. Lynwood W. Duncan is president and general manager of 
the organization, which also handles Oldsmobiles, Cadillacs and GMC trucks. The firm 
| has more than a half-dozen buildings. 





85 W. Lawrence, Pontiac. William 
W. Richardson has been named 
manager of the Detroit outlet. 
+ + * 
Roberts Motor Honored 
| Roberts Motor Co., Harlan, Ky, 


| distributor for Austin, has opened | , 
\a branch at 100 W. Forest, Detroit.| has received Chrysler Corp.’s medal 


N. Y. The company will handle 





|and trucks. 


* * * 


C, Falvey, 





| Lawrence Michigan 


Tua Just 3% months.... 


has surged to over 
.... Crtuging new power te advertising 


This is Fleet Owner’s answer 
to those who said that the truck industry would not pay for a publication. 


This is performance in a field where controlled circulation was the general rule. 


This is accomplishment in a field where 9 magazines combined 
(Association publications excluded) can’t match Fleet Owner’s unadulterated paid circulation. 


This is an unprecedented achievement ...a landmark in the field of publishing. 


All circulation is “controlled.” But we believe control 
should rest with the reader, not the publisher. Because 
only paid circulation provides the advertiser with a 
consistently dependable yardstick to measure reader- 


ship coverage. 


That’s why, from the start, we planned a book readers 
would find so informative, so interesting, so worthwhile, 
that they would pay for it, rather than be without it. 


While converting from free to paid, Fleet Owner will 


deliver an average of over 26,000 copies. 


The ultimate circulation level will be set by the num- 
ber of influential people in the industry who find the 
magazine so helpful, that they are willing to pay for 


what they get. 


As paid subscriptions are added, free circulation will 
be dropped. Meanwhile, free copies will go to impor- 
tant individuals with fleets as yet not covered by paid 


circulation. 


Fleet Owner’s bold new paid circulation curve in- 
sures a degree of live, interested readership never 
before available in the truck field. It means greater 
power for your advertising in the prosperous, fast- 
growing truck market. 


26,000 COPIES 


While converting from free to paid, 
FLEET OWNER will deliver an av- 
erage of over 26,000 copies for the last 
six months of 1950. 
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By Leo T. Parker 


Attorney at Law 


ODERN higher courts consis- 
tently hold that no one can 


avoid consequences of an unrea-| 


sonable contract. 

In United v, Northern Pac. Ry. 
Co., 193 Pac. (2d) 868, it was 
shown that a motor company as 
a lessee leased property owned 
by a railroad company. 

The lease contract contained a 
clause that the lessee assumed the 
risk of loss, damage or destruc- 


tion to buildings occasioned by fire | 


or sparks from locomotives or 
other causes incident to operation 
of the railway. 


Due to negligence of the opera- | 


tor of a weed burner along the 


railway right of way the building) 
occupied by the lessee caught fire) 


and burned. 


In view of the above mentioned | 
lease contract the) 


clause in the 
higher court refused to hold the) 
railway company liable saying that | 


subscribers 


Lawsuits Affecting Dealers... 
Court Decisions 
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| tor value of the instruments. This | 





, although the lessee obligated him- 
|self to unreasonable situation he 
jcould not avoid responsibility of | 


|his contract. 
* + * 


Instruments Stolen 


ODERN higher courts consis- 
tently hold that neither a gar- 
age or parking lot owner is liable 
|for valuables stolen from a parked 
automobile, if the testimony fails 
to show that the attendant agreed 
|to take care of the valuables, 
For example, in Lucas v, Auto 
City Parking Co., Inc., 62 Atl. 
(2d) 557, it was shown that a 
physician drove his car onto a 
public parking lot. 


| 


seat a black medical leather bag 
containing medical 
When he returned to get the auto- 
|mobile these expensive instruments 
were gone. 

In subsequent suit the 
court refused to hold the parking 
lot owner 





A McGraw-Hill Publication 
330 W. 42nd Street 


eR York 18, N.Y. 









He left on the floor of the back, 


instruments. | 


higher | 


liable to the physician | 


|court said: 


medical bag was in any way en- 
trusted to the care and custody of 
defendant (parking lot owner). 
There was no testimony that the 
|attendant was asked to look after 
the bag in question. 

* + * 


| Didn't Follow Law 


T IS well established law that 

the seller of an automobile can 
only convey such title as he has, 
and if the title be in another per- 
son he conveys none, and the pur- 
chaser gets no title. 

For illustration, in Patterson v. 
| Universal C, I. T. Credit Corp., 
| $7 So. (2d) 306, it was shown that 
| the Mobile Motors in Alabama 
| sold to one Dixon a Chevrolet 
| sedan, 1941 year model, for the 
purchases price of $1,086.15, of 
which the sum of $294 was paid 
in cash, 





| The motor company recorded the | 


conditional contract in Alabama but 
did not record the contract in Mis- 
sissippi where Dixon lived and took | 
|the car. 

* * - 


LAW in Mississippi 


“There was no proof that the| 


provides | 


that mortgages and other liens! 


FORD DEALER HONORED—Winamac Motor 


Co., Winamac, Ind., earned the Ford Four- 
Letter award. ‘James M. McLung (right) re- 
|ceives the company's plaque from R. P. 
| Griffith, Indianapolis district sales represen- 
| tative. 


|on personal property executed out 
of the state shall be binding in 
Mississippi only if a duly certified | 
copy of the lien be delivered to 
|the proper clerk in Mississippi for 
record. 

The motor company failed to re- 
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cord the lien in Mississippi. Dixon 
sold the automobile to one Patter- 
son, who had no knowledge of the 
lien on the automobile. 

In subsequent litigation the 
higher court held that the motor 
company could not recover pos- 
session of the car from Patter- 
son. This court said: 

“In the case at bar the automo- 
bile was moved into this state (Mis- 
sissippi) with the knowledge and 
consent of the seller (motor com- 
pany) and to be permanently kept 


and used here.” 
* * * 


Court Rules Farm Trucks 


Need Only I Ky. License 
FRANKFORT, Ky.—Any farmer 
living and doing business as such 
jin Kentucky having a truck of a 
gross weight of 22,000 pounds or 
less, using the truck or motor ve- 
|hicle for farm purposes, may have 
\it licensed for $4.50 a year. The 
question arose and the interpreta- 
ition of the statute made in this 
| way, 
| W. L. Crutcher, of Richmond, 
|Ky., owns and operates a dairy on 
his farm. He pasteurizes the milk 
and sells and delivers it to custom- 
jers in that city. The milk is de- 
llivered in a quarter-ton panel 
truck, and some of the authorities 
|in that city insisted that he had tuo 
buy a commercial license for the 
truck. Crutcher wrote to Atty.- 
|Gen. A. E. Funk, stating the facts, 
|and asked what he should do. 
| Funk said: “We interpret this 
|section of the statute KRS 186.050 
(4) to mean that after the farmer 
has qualified himself for the use 
of farm license by making the af- 
fidavit required, he is entitled to 
use his farm truck in the trans- 
portation of the products produced 
on his farm to local market. This, 
in our opinion, would include the 
transportation of milk produced on 
the farm, and made ready for con- 
| sumption there, to local custom- 
ers.” 


+ * + 
‘Ky. Court Rules City 


Cannot License Trucker 
FRANKFORT, Ky.—The city of 
White Plains, Ky., is without au- 
thority to impose a license tax on 
a motor vehicle which js operating 
under a permit from the depart- 
ment of motor transportation, and 
|the operator of such vehicle is en- 
|gaged in the transportation busi- 
jness. This question arose when the 
city contemplated by ordinance to 
| provide a license tax. G. E, Duncan 
of White Plains, wrote to Atty.- 
|Gen. A, E. Funk for an interpreta- 
|tion of the law. 
| Funk replies that KRS 281.830(2) 
|provides that no city may impose 
la license fee or tax upon any mo- 
itor vehicle operated under a cer- 
|tificate or permit, except that a 
jcity may impose a license fee or 
tax upon a taxicab or a mileage 
~~ upon a - bus. 


Ford Beales Liability 
In Car-Crash Suit 


RICHMOND, Va.—Ford Motor 
Co. has denied in federal district 
court here all material allegations 
in damage suits filed against it by 
two women who charge their new 
Ford had a faulty steering mechan- 


ism which caused them to crash 
and sustain injuries. 

Mary Bailey Mahone had de- 
manded $200,000 and Margaret 
Bennett Pierce $100,000. Ford, in 


denying its guilt, said the mechan- 
ism had been adjusted by an em- 
ploye of Richmond Motor Co., but 
declared: 

“Richmond Motor Co., Ince., is a 
licensed Ford dealer but is not de- 
fendant’s agent in any respect or 
authorized to act in defendant's 
behalf in any manner whatever 
about anything whatever mn 


Taylor Insures Customers 


Against Full Disability 


Frank Taylor, Los Angeles 
Studebaker dealer, is giving every 


| customer an accident policy with 


the purchase of a new car. 

If one of his customers is to- 
tally disabled, the policy will take 
care of the car payments, says 
Taylor. 


Gooch Moves in Utica 


Mell A. Gooch, Ine., has moved 
from its old location at 423 Oris- 
kany St. W., Utica, N. Y., to a 
new location at 1711 Genesee St., 
Utica. 
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NADA Says to Use Or weheiiaeial Charts . 





Advice on Good Management 


WASHINGTON.—Latest issue of|the requirements of good manage-j|tions are not being performed, the | 
| booklet says that this may be due | 


the employer-employe relations 
service published by the National 
Automobile Dealers Assn. discusses 





Ford Dealers Give 
A Lift to Rival 

ST. LOUIS.—When William F. 
James, founder of Boy’s Town 
of Missouri and a St. Louis 
Chevrolet dealer, went last week 
to a Maplewood dealer to pick 
up the _ institution’s station 
wagon, which has needed re- 
pairs, he found a new Ford sta- 
tion wagon waiting. 

The old machine, used for var- 
ious purposes including taking 
the boys to church on Sunday, 
had become rather battered and 
Roeper-Danz, Inc. (Ford), offer- 
ed to repair it without cost. But 
Ford dealers in St. Louis decided 
repairs were not enough. They 
got together and purchased the 
new vehicle which has a radio, 
heater and all the trimmings. 





Car registrations by states are released 
as completed by R. L. 
in state capitals. 


here weekly, 


Polk representatives 


Arizona ‘50 
49 

Delaware ‘50 
49 

District of Columbia ‘50 
49 

Nebraska 50 
4g 

North Carolina ‘50 
49 

5 States Reported ‘50 
to Date for July 49 
Year ‘50 
to Date 49 


Truck registrations by states are 





released here weekly, as com- 
pleted by R. L. Polk representa- 
tives in state capitals. 
Arizona 50 
‘49 
Delaware ‘50 
‘49 
District of Columbia £0 
49 
Illinois "50 
49 
Kansas ‘50 
49 
Nebraska ‘50 
49 
New Hampshir ‘50 
49 
North Carolina "50 
49 
8 States Reported ‘50 
to Date for July a? 
Year ‘50 
to Date 49 


The following advertised-delivered prices 
are based on factory retail prices at the 
factories. They include federal excise 
taxes and factory handling charges, and 
dealer delivery and handling charges. 


ment. 

Warning that some dealers 
may be forced out of business 
unless they improve manage- 
ment to meet competition, the 
NADA booklet gives six requis- 
ites of good management which 
require that: 

1, Every activity of a dealership | 
be classified and assigned to a spe- 
tific employe; 

2. Each department head clearly | 
understand his duties and respon- | 
sibilities; 


} 
| 
| 
| 
| 
| € 
| 
| 


3. Overlapping responsibilities 
jand conflicting authority be 
avoided; 


4. All employes know the re- 


sponsibilities and authority of 
each department head; 
5. No employe have more than 


|one boss; 


6. Each employe know just as| 


| responsibilities. 





;}each employe’s duties might dis- 
close that many important func- | 


New Passenger Car Registrations, 5 States for 
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to an overlapping of responsibili- | 
|ties and an uneven distribution of | 
work. 

To avoid this, NADA advises 
using an organization chart which 
| outlines the four major functions 


| 
| 
| 


of a dealership (sales, service, 
parts and accounting), 
| Such a chart, divided into four} 


|departments, should list the re- 
sponsibilities of each division and 
the name of the employe who per- 
|forms them. 


This will show if there is a log- | 


| 

|ical relationship between employes, 
their jobs and their bosses, says | 
the booklet. It will also show 
where changes of supervision and 

j authority may be needed. 


As aids in constructing an or- 
|its members with a sample one and | 


of the service, sales, office and 
parts managers. 
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READY FOR CALIFORNIA-OHIO TREK—The first full trailer load of air brake equipment 


has left the new Bendix-Westinghouse Automotive Air Brake Co. plant at Berkeley, Calif 


headed for the main factory at Elyria O. 


Bendix-Westinghouse said it will shuttle vital 


materials between Ohio and California plants via truck for fast service and door-to-door 


delivery. 
ialiaatatanall 


‘International Situation 


Halts Transit Parley 

NEW YORK. Cancellation of 
ithe American Transit Assn.’ s 1950) 
|convention because of the “uncer- 


| 
| 
| 
j 


definitely what are his duties and | ganizational chart, NADA supplies | tainties of the international situa- 


tion” was announced here last 


Noting that a close analysis of | lists several of the responsibilities week. It was to have been held in 


Los Angeles Sept. 25-27. 
However, the association said a 


July, 1950-1949 
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New Commercial Car Registrations, 8 States for July, 1950-1949 
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They do NOT include _ transportation 
charges, state or local sales taxes or | 153.75; 8-pass. 4-dr. sed., $2,875; club cpe., 
optional equipment. $2,133.75; stat. wag., $3,183.75. Windsor 
AUSTIN—A40—4-dr. sed. (Devon). $1,-|—4-dr. sed., $2,348.50; 8-pass. 4-dr. sed., 
539: stat. wag. (Countryman), $1,649. | $3,069.75; club cpe., $2,327.50; conv., $2,- 
A90—Atlantic conv. manual top, $2,460/761; Newport, $2,656.50; Traveler, §$2,- 
(hydraulic top, $2,634); sports sed., $2,865. | 579.75; lim., $3,196. Saratoga—4-dr. sed., 
(Delivered in New York.) $2,667.25; club cpe., $2,641. New Yorker 
BUICK—Special Series 40 4-dr. tour-|—4-dr. sed., $2,783; club cpe., $2,756.75; 
back sed., $1,941 (deluxe, $1,983); 4-dr.|conv., $3,263; Newport, $3,157.75. Town 
jetback sed., $1,909 (deluxe, $1, 952); sed. | & Country—Newport, $4,027.75. Imperial— 
cpe., $1,856 (deluxe, $1,899); bus. cpe.,|4-dr. sed., $3,080. Crown Imperial—4-dr. 
$1,803. Super Series 50—4-dr. tourback|sed., $5,278.75; lim., $5,383.75. (Presto- 
sed., $2,139; 4-dr. Riviera sed., $2,212; | matic optional on Royal at $120.90, stand- 
sed. cpe., $2,041; conv., $2,476; Riviera, | ard on other series.) 
$2,139; stat. wag., $2,844. Roadmaster OROSLEY—2-dr. sed., $882; conv., $882; 
Series 70—4-dr. tourback sed., $2,633; 4-dr. | stat. wag., $915.50; roadster (Hotshot), 
Riviera sed.. $2,764: sed. cpe., $2,528; | $872. Super—2-dr. sed., $951; conv., 
conv., $2,981; Riviera, $2,633 (deluxe, | $953.50: stat. wag., $984; roadster (Super 
$2,854); stat. wag., $3,433. (Dynafiow | Sports), $925. 
standard on Roadmaster, optional on Spe- DeSOTO—Deluxe—4-dr. sed., $2,008.75; 
cial and Super models at $169.20.) 8-pass. 4-dr. sed., $2,698.75; club cpe., 
OCADILLAC—Series 61—4-dr. sed., $2,- | $1,998.75; Carry-All, $2,213. Custom—4-dr. 
866; club cpe., $2,761. Series 62—4-dr. sed., |sed., $2,196.25; 8-pass. 4-dr. sed., $2,- 
$3.234: club cpe., $3,150; conv., $3,654; | 885.25; club cpe., $2,178.25; conv., $2,- 
a DeVille, $3,523. Series 60 ‘Special— 600.50; Sportsman, $2,511.25; stat. wag., 
4-dr. sed., $3,797. Series 76—4-dr. 7-pass. | $3,115.25; Suburban, $3,201.25. (Tip-Toe 


$4,770; 4-dr. 7-pass, Imperial sed., 
(Hydra-Matic standard on Series 
optional on Series 61 


sed., 
$4,959. 
62 and 60 Special, 
and 75 at $174.25.) 

CHEVROLET — Styleline Special—4-dr. 
sed., $1,450; 2-dr. sed., $1,403; club cpe., 
$1, 408; bus. cpe., $1,329. Styleline Deluxe 
—4-dr. sed. $1,529; 2-dr. sed., $1,482; 
club cpe., $1, 498; conv., $1,847; Bel-Air, 
$1,741; stat. wag., $1,994. Fleetline Spe- 
cial—4-dr. sed., $1,450; sed. cpe., $1,403. 
Fleetline Deluxe—4-dr. sed., $1,529; sed. 
epe., $1,482. (Powerglide optional on De- 


— 4-dr. sed., $2,- 


luxe models at $158.50.) 
CHRYSLER — Royal 


Hydraulic Shift standard on Custom, op- 
tional on Deluxe at $120.90.) 

DODGE—Waytfarer—2-dr. sed., $1,755; 
roadster, $1,744.50; bus, cpe., $1,628.75. 
Meadowbrook—4-dr. sed., $1,865.75. Coro- 
net—4-dr. sed., $1,944.75; 8-pass, 4-dr. 
sed., $2,634.25; club cpe., $1,931; conv., 
$2,346; Diplomat, $2,240.75; stat. wag., 
$2,882.50. (Gyro-Matiec optional on Coronet 
models at $94.60.) 

FORD—Deluxe Six—-4-dr. sed., $1,471.50; 
2-dr. sed., $1,424; bus. cpe., $1,332.50. 
Deluxe Eight — 4-dr. sed., $1,545; 2-dr. 
sed., $1,497.50; bus. cpe., $1,419. Custom 
Deluxe Six—4-dr. sed., $1,558; 2-dr. sed., 
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Current Prices on New Automobiles 


club cpe., $1,511; stat. wag., $2,- 
027.50. Custom Deluxe Eight—4-dr. sed., 
$1,637; 2-dr. sed., $1,589.50; club cpe., 
$1,595; conv., $1,948; Crestliner, $1,710.50; 
stat. wag., $2, 106.50. 
FORD OF BRITAIN—4-dr. sed. (Prefect, 
cloth), $1,040; 4-dr. sed. (Prefect, leather), 
$1,077; 2-dr. sed. (Anglia), $947. (Deliv- 
ered in New York.) 

FRAZER—4-dr. sed., $2,359; Vagabond, 
$2,399. (Hydra-Matiec optional on all mod- 
els at $158.50.) 


$1,511; 


HILLMAN MINX — 4-dr. sed., $1,495; 
conv., $1,745; stat. wag., $1,797. (Deliv- 
ered in New York.) 

HUDSON — Pacemaker — 4-dr. sed., 
$1,933; 2-dr. sed., $1,912; club cpe., $1,- 
933; conv., $2,428; bus. cpe., $1,806.50. 
Pacemaker Deluxe—4-dr. sed., $1,959.25; 
2-dr. sed., $1,927.75; club cpe., $1,959.25; 
conv., $2,443.75. Super Six—4-dr. sed., $2,- 


105; 2-dr. sed., $2,068; club cpe., $2,101.75; 
conv., $2,628.50. Super Eight—4-dr. sed., 
$2,189; 2-dr. sed., $2,152; club cpe., $2,- 
185.75. Custom Commodore Six—4-dr. sed., 
$2,281.50; club cpe., $2,257.25; conv., $2,- 
809.25. Custom Commodore Eight — 4-dr. 
sed., $2,365.50; club cpe., $2,341.25; conv., 
$2,893.25. (Super-matic optional on all 
models at $199.31.) 

KAISER — Special — 4-dr. sed., $1,989; 
2-dr. sed., $1,939; club cpe., $1,959; 4-dr. 
utility, $2,089; 2-dr, utility, $2,039; bus. 
sed., $2,099; 


cpe., $1,889. Deluxe—4-dr. 
2-dr. sed., $2,049; club cpe., $2,069; 4-dr. 
utility, $2,199; 2-dr. utility, $2,149; bus. 
pe., $1,999. (Hydra-Matic optional on all 
models at $158.50.) 

LINCOLN — 4-dr. sed., $2,575.50; club 
cpe., $2,528.50; Lido, $2,721. Cosmgpolitan 
—4-dr. sed., $3,239.50; club cpe., $3,187; 





special two-day session for execu- 
tives will be held “as soon as pos- 
sible in a midwestern city” to dis- 
cuss problems that the industry 
will face as a result of the “war 
preparedness program now taking 
shape in Washington.” 


| 


AU TOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want 
what you have or have what you want! 
See the back ; pages of this issue. 
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e ’ 
. <= 3 Truck registrations by states are 
$s > e released here weekly, as com- 
2 3S ° = pleted by R. L. Polk representa- 
5 3 = y tives in state capitals. 
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' 8 8 ! 304 ‘50 Delaw 
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217) 2195 126 28890 4261 20347 693 476158 ‘4° to Date 
75): bus. cpe.. $1,385.75. Deluxe P20 
4-dr. sed., $1.566: club cpe $1.534.25 
Special Deluxe P20—4-dr. sed $1,644 
club cpe., $1.617.50: conv., $1.997:; stat 
wag., $2.387 
conv., $3,949.50; Capri, $3,405. (Hydra-|. PONTIAC- Chieftain Six—4-dr. sed.. $1,- 
Matic optional on all models at $174.25.) 745 (deluxe. $1.840);: 2-dr. sed., $1.694 
. : sine ve em | (deluxe, $1.789); club cpe.. $1,694 (deluxe 
MERCURY—4-dr. sed., $2,032; Model 72 | $1,789; conv. deluxe, $2.122: Catalina de- 
club cpe., $1,979.50; Model 72-A club cpe., | luxe, $2.000 (super deluxe $2,058): stat 
$1,875; conv., $2,411.50; Monterey, $2,146: |wag.. $2.264 ‘deluxe, $2,343); bus. cpe 
stat. wag., $2,560.50. $1.571. Chieftain Fight—4-dr. sed., $1,813 
NASH—Rambler Custom—conv., $1,808; | (deluxe. $1.908): 2-dr. sed $1.763 (de- 
stat. wag., $1,808. Statesman Super—4-dr, | luxe. $1,858): club cpe $1.763 (deluxe, 
sed., $1,738; 2-dr. sed., $1,713; club cpe., | $1,858): conv. deluxe, $2,190: Catalina de- 
$1,735; bus. cpe., $1,633. Statesman Cus-| luxe, $2.069 (super deluxe, $2,127); stat. 
tom—4-dr, sed., $1,897; 2-dr. sed., $1,872; | wag., $2,332 (deluxe. $2,411); bus, cpe., 
club cpe., $1,894. Ambassador Super—4-dr, | $1.640. Streamliner Six—4-dr. sed., $1,724 
sed., $2,064; 2-dr. sed., $2,039; club cpe., | (deluxe, $1,819): sed. cpe., $1,673 (deluxe, 
$2,060. Ambassador Custom — 4-dr. sed., | $1,768). Streamliner Eight — 4-dr. sed.. 
$2,223; 2-dr. sed., $2,198; club cpe,, $2,-| $1,792 (deluxe, $1,887); sed. cpe., $1,742 
219. (Hydra-Matic optional on Ambassa-| (deluxe, $1,837). (Hydra-Matic optional on 
dor models at $158.50.) all models at $158.50.) 
OLDSMOBILE — Series 88 — 4-dr. sed., RENAULT — 4-dr. sed., $1,035. (Deliv- 
$1,978 (deluxe, $2,056); 2-dr. sed., $1,920] ered in New York.) 
dy; 8 ) 
(deluxe, $1,998); sed, cpe., $1,904 (deluxe, STUDERAKER—Champion Custem—4-dr 
$1,982); club cpe., $1,878 (deluxe, $1,956); one = 
nee, ore sed., $1,519.25: 2-dr. sed., $1,487.50; club 
conv., $2,294; Holiday, $2,162 (deluxe, $2,- : 
. Fs > epe., $1,513.75; bus. cpe., $1,419. Cham- 
267); stat, wag., $2,520 (deluxe, $2,662). 
2 pion Deluxe—4-dr. sed., $1,597.25: 2-dr 
Series 98—4-dr. sed., $2,299 (deluxe, $2,- : 
a. ¥ sed., $1,565.50; club cpe., $1,591.75: bus 
393); 4-dr. town sed., $2,267 (deluxe, 
. | cpe., $1,497. Champion Regal Deluxe— 
$2,361); sed. cpe., $2,225 (deluxe, $2,319); n 
: 4-dr. sed., $1.676: 2-dr. sed.. $1,644.50; 
conv., $2,772; Holiday, $2,383 (deluxe, : 
$2,641). (Hydra-Matic optional on all mod- club cpe., $1,670.75; conv., $1,981.25; bus. 
els at $158.50.) cpe., $1,576. Commander Deluxe — 4-dr. 
‘ sed., $1,902.50; 2-dr. sed., $1.871: club 


PACKARD — Eight — 4-dr. sed., $2,249 
(deluxe, $2,383); 2-dr. sed., $2,224 (deluxe, 
$2,358). Super—4-dr. sed., $2,633 (deluxe, 
$2,919); 7-pass. 4-dr, sed. deluxe, $3.950; 
2-dr. sed., $2,608 (deluxe, $2,894): conv. 
deluxe, $3,350; lim. deluxe, $4,100. Cus- 
tom—4-dr. sed., $3,935; conv., $4,480. 
(Ultramatic standard on Custom, optional 
on other series at $185.) 

PLYMOUTH — Deluxe P19 — 2-dr. sed., 
$1,507; Suburban, $1,855 (Special, §$1,- 


epe., $1,897.25. Commander Regal Deluxe 
—4-dr. sed.. $2,023.75; 2-dr. sed.. $1,992: 
club cpe., $2,018.25; conv., $2,328.50. Land 
Cruiser—4-dr. sed., $2,186.75. (Automatic 
optional on Commander and Land Cruiser 
models at $201.25.) 


WILLYS-OVERLAND—Four — Jeepster. 


$1,492.82; stat. wag., $1,604.27 (four- 
wheel-drive, $2,010.22). Six—Jeepster, $1,- 
597.75; stat. wag., $1,688.52. 
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Car Tire Output | 
Maintained at 


¢€ § Record Tempo 


NEW YORK.—Production of pas- 
senger tires continued at a record 
pace in June, with 7,310,890 units 
constructed against the May record 

~ of 7,369,190. 

According to the regular monthly 
release of the Rubber Manufactur- 
ers Assn., the June figures were 
only 79/100ths of 1 percent lower | 
than the prior month and 13 per- 
cent higher than June, 1949. 

Manufacturers’ shipments of pas- 
senger tires to dealers and auto 
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alif manufacturers rose 21 percent in 
vital June to 8,804,091 units against May 
_ shipments of 7,276,860 tires. . 
a The June shipments this year | e 
were sharply higher than a year) e e * 
cu- ago when the month’s shipments > 
Os totaled 6,599,134 units, a r'se of over + 
lis- 33 percent. Despite these record ° 
try shipments there still remain in S 
var manufacturers’ inventories 8,987,234 e 
ng passenger tires. e 
Truck and bus tire production > 
; during June was reduced 7.19 per- ® 
ave cent to 1,169,376 units from 1,259,- ° e 
vant 897 units in May. Shipments of > 
ant! truck tires continued high, amount- * Me 
ing to 1,398,120 units an increase e 
of 12.36 percent over May, when | > 
1,244,281 tires were shipped. Manu- | + 
facturers’ truck tire inventories de- | © 
clined 11.38 percent to 1,774,829) 
ints rom the 2002002 held atthe FIRST SIX MONTHS 1950 
end of May. | 
Production of automotive tubes 2 
rose 6.31 percent in June to 7,536,- > 
, 925 units compared with 7,089,327 in ° : : . 
Sey, while shipenents were maia-| : During the first six months of 1950, The Los Angeles Times 
. a, rising 36.48 percent oo 8 | >. published 19,085,189 lines of advertising —an all-time record 
ubes against 6,687,925 units the * . 
2662 month before. Manufacturers’ tube ° among Los Angeles newspapers. The Times led all other Los 
152 | ann caus ine tet oT ° Angeles newspapers in every major advertising classification. 
3482 the end of May. . In addition to establishing a lead over the second Los Angeles 
4043 —_—_—— : e 
73H Employment Holds : newspaper of more than 5,400,000 lines, The Times also regis- 
4714 4 a . : 
tered the field’s largest gain over the same period a year ago 
0992 . . y go. 
| In Mid-Summer $ 2,861,037 more lines of advertising were published in The 
: ' a * ‘ 
ai WASHINGTON. Employment . Times between January 1 and June 30, 1950, than were pub- 
A333 remained relatively stable between ° . ‘ . ‘ 
June and July, according to Cen- ° lished during the same period in 1949. 
sus Bureau figures released last 
week. Te 
ai Total civilian employment was 
estimated at 61,214,000 in the week 
ending July 8, not significantly dif- : 
ferent from June, but some 1,500,- oe ° ee 
000 higher than in July a year ago. ‘obal Abilomotive 
Since U. S. participation in the 
ee war had just started short- PERCENT PERCENT 
y before the July survey week, LINAGE OF FIELD 
the figures would not, as yet, re- __ NACE CF «NEL ‘ 
zona | ier” tate oe Ee 19,085,189 37.5 RTS ft 2d alg Alenia ee 623,620 30.1 
3,213,000 in July, was down slightly EXAMINER .............- 13,670,153 26.9 I isd arg suas 585,399 28.2 : 
—_ from June. HERALD-EXPRESS ......... 7,610,255 15.0 HERALD-EXPRESS ......... 421,055 20.3 
nbia iii ae SE rea khigemhensaans 6,063,676 11.9 HD si ccvccscenvenenss 253,538 12.2 
~" he out $150.000 rie I say Sv eele vik $0 4,446,795 8.7 RE isco vaste senoeus 189,582 9.2 
— | Saataetier’ ton daes de cae a] TOTAL LINAGE .......... 50,876,068 100.0% TOTAL LINAGE .......... 2,073,194 100.0% 
the Swarthout Chevrolet body and | EE caaneesnsnasneaseess 13,215,857 26.0 DAILY TURES ... cc cccccccccccsece 408,084 19.7 ; 
— repair shop at 1105 119th St. here | SUNDAY TIMES . oad 5,869,332 11.5 SA ED oh kik sasseeceeoss 215,536 10.4 
| than 9180000 The interts ‘ . the DAILY EXAMINER ................ 8,857,743 17.4 DAILY EXAMINER ..........-..--. 360,967 17.4 
' b e erior o e; =" gua eeeeee 6 6=— i i (stg glhlUlUtC(“(‘<i‘éiltslté‘é‘éia Gl EXAMINER .............. 224,432 10.8 
shop building was burned to the a See Soe —_— ” a eee ners 
ground. A dozen trucks and sev- 
ed eral automobiles also were de- 
uly stroyed. 
ar 
ite | 
Donald Building Gonerat hdl ‘. ¢ * PD e -hels “—— 
0 Construction has started on a . @ 
25 — salesroom and garage for 
44 Jonald Chevrolet Co., Jennings, La. PERCENT PERCENT 
es Cost is estimated at about $65,000. LINAGE OF FIELD LINAGE s ~ oe 
2 SS inci canst 
os Ra cc 2a 3,262,266 33.6 ee 13,485,633 35.0 
eos rae a 2,478,928 25.5 EXAMINER .............. 9,353,920 24.3 
pe. HERALD-EXPRESS ......... 2,084,147 21.4 HERALD-EXPRESS ......... 7,049,670 18.3 
Sr ¢ RE 225 55h pa ee A aR ave oom 1,116,615 11.5 ET NES Spat oa 5,419,329 14.1 
ue, ; RN isn eri tk 776,183 8.0 BEM N  eeyet 3,180,376 8.3 
~~ TOTAL LINAGE .......... 9,718,139 100.0% TOTAL LINAGE .......... 38,488,928 100.0% j 
on DAILY TIMES ...... tented 2,320,651 23.9 Ae TIE ook oiehcdcs es = 9,287,170 24.1 
ed. SUNDAY TIMES . ; 941,615 9.7 SUNDAY TIMES 4,198,463 109 
= DAILY EXAMINER 1,805,565 18.6 DAILY EXAMINER ent 5,799,141 15.1 
SUNDAY EXAMINER eh os 673,363 6.9 SUNDAY EXAMINER ........... 3,554,779 9.2 
liv. 
‘ *Includes Automotive and Financial. 
r 
rlub 
am- 
er “This Week” and “American Weekly” linage excluded 
-— from all figures. SOURCE, MEDIA RECORDS. 
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AUTOMOTIVE 


Good business for agriculture ... good business for the men who sell and 
service the cars, trucks, and tractors that keep agriculture prosperous! 


This is the story. Now more than ever, 
American farmers need to know the advan- 
tages of Protective Maintenance . . . what 
it means to them in prolonged life of equip- 
ment, time and money saved, increased 
power and efficiency. 


That’s the job which Farm Journal, the 
magazine that covers rural America like a local newspaper, the 
bible of American agriculture, has set out to do. We’ve opened 
our editorial pages to tell this story — to tell farmers why it will 
pay them to maintain their equipment in tip-top shape, and why 
it will pay them to have you help them. Here’s the opening gun 
in this campaign — a part of the editorial spread which appears 
in the November issue of Farm Journal, in the hands of over 
2,850,000 of your best customers October 18. 

Yes, we're selling this idea to your best customers — the people 
who own not only the most cars, but trucks and tractors as well. 
What does this mean to you? Remember, rural Ameri- 
ca subscribes to — reads — and believes in Farm Journal. And 
when Farm Journal says something, things happen! Remember, 


too, this is no one-time shot, but the first of a hard-hitting series. 
Among other things, Farm Journal’s “Keep ’Em Rolling” Pro- 
gram should give you... 

* Achance to spread your service work over the full year 

* Steady income, fewer peaks and valleys 

* More volume on parts and accessories 


What can you do about it? Lots! And the more you do, 
and the quicker you do it, the more worth while this program 
will be for you. 
The natural result of the “Keep "Em Rolling” Program is to 
bring more customers into your shop. Make sure you let your 
customers know you’re tying in with this program. And make 
sure you can serve them. 
» Check your supply of parts 
e Alert your mechanics 
» Use all of the tie-in material that has been prepared for 
you, so as to take full advantage of this opportunity — the 
display ads, drop-in ads, classified ads, window streamers, 
postal cards, flags and stickers, radio scripts, sales helps. 
These will let your customers and prospects know you're 
willing and able to “keep ’em rolling.” 


ee ee ee 


THE FIRST FARM JOURNAL “KEEP ’EM ROLLING” EDITORIAL 
WILL BE IN YOUR CUSTOMERS’ HANDS OCTOBER 18! 


If you haven’t already received the broadside and mat sheets 
which list the sales helps and tie-in material available to you, 
write to FARM JOURNAL, WASHINGTON SQUARE, 
PHILADELPHIA 5, PA. for complete information. Do it today! 


Don’t miss out on your share of this profitable opportunity! ssh 
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On the Financial Front... 


Expansions Show Up 
In Profit Reports 


By George Deery 
Associate Editor 
HILE it is realized that capac- 
ity operations sparked by sus-| 


reports and how much money flows 


back to stockholders. 
at x * 


| ¥ ABOR, says Bernard T. Frevert, | 
4 editor of Standard & Poor's} 


AUTOMOTIVE NEWS, AUGUST 21, 1950 


pares with 23.1 cents in 1948. Citing 
the case of the auto industry, he 
states: 

“It should be recognized, of 
course, that the actual labor costs | 
are even larger, in view of the 
snowballing effect of payments to 
workers. 


For example, while the direct 
labor costs of the automobile in- 

| dustry were qual to only 23 per- 
cent of sales in 1949, the actual 
cost of labor entering into the 
price of a finished automobile was 
substantially greater, because of 





i si for ; 
tained or increasing demand fo | Outlook, received directly 23.4 cents 


oods are reflected in earnings re-| ‘ 1 
Sante for the first six months, an-|of the sales dollar of industrial 


other factor not generally men-|corporations last year. This com-| 


tioned is the effect of expansions 
and improvements. 
The auto makers and many of 





Auto Stocks 


Aug. 14 Aug. 17 





the rts and accessory firms 
have “spout a lot of money since J, | oe 67% 68% 
V-J day and operations at ca- COND vcccscvcese 3% 3% 
pacity with stepped-up facilities | General Motors ... 88% 89% 
have played a part in the pretty | Hudson ........... 14% 14% 
picture presented in the earnings Kaiser-Frazer 5 ion ee 6 Ys 
reports. Nash-Kelvinator .. 19 18% 
With labor reported ready to seek| Packard .......... 4% 4 
wage boosts in the next few} Studebaker ....... 30% 30% 
months, the widened plant facili-| Tucker ......... 10 10 
ties and more efficient machines| Willys-Overland 8% i) 
can take another bow in lessening | Average for ae 
10 Stocks ....... 24.34 24.54 


the impact of the higher wages, if 
they materialize, on corporation 


The tag 
that tells and sells the durability 





for the upholstery of fine cars 


This tag... attached to a fine car upholstered in Genuine Leather . . 


assures the customer that is getting Genuine Leather in its 
upholstery. It tells him how Genuine Leather enhances the pleasure 


and comfort of his car... how it improves its appearance and 


lengthens its life. It gives him the simple, easy directions for keeping 


Genuine Leather in condition. 


A leading manufacturer of automobiles has adopted this tag 
attaches it to all his convertibles upholstered in Genuine Leather 
.as a matter of pride in the quality of his production . .. as a source 
of information to his sales organization... as a telling and selling 


point with customers for his cars 


THE UPHOLSTERY LEATHER GROUP 
TANNERS’ COUNCIL OF AMERICA 
100 GOLD STREET, NEW YORK 7, N. Y. 


American leather Manufacturing Company, Newark, N. J. 


Blanc? ard Bro. & Lane, Newark, N. J. . 
The Lackawanna Leather Company, Hackettstown, N..J. 


Delaware Tanning, Inc., New York, N. Y. 


the wage element involved in the 
cost of acquired materials and 
parts and in the transportation of 
these components. 


“Some indication as to the over- 
| all importance of labor costs for the | 
economy as a whole is furnished | 
|by the Department of Commerce's | 
data on wages and salaries, which 
|in 1949 accounted for 53 percent of | cott, ‘Flint: J. 
the gross national product. This | Watson jr., Export, Pa. 
|ratio has ranged between 51.2 per- | ~ oe 
| cent and 55.1 percent since 1942, but| ies with low labor costs generally 
| prior thereto was slightly below 50) have an advantage over those with 
| percent. | high costs. They are less vulnerable 
| = a; . to rises in wage rates in the event 
P| ew an investment standpoint.| of unbridled inflation, and have 

the labor factor, or proportion) greater leeway for cutting expenses 
in a period of deflation. 
Industries among the best situ- 


motion manager. 
Flint. 

Racine, 
Middleton, 
Tex.; D. 
Mass.; 


. Blumenstein, Morrison, 


Wis.; 
Okla.; 


Holdenville, 


of labor costs to total sales, is an 
|/important consideration, Compan- 
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NATIONAL ADVERTISING 


CREATES DEMAND FOR GENUINE LEATHER 





Our advertising to consumers creates a demand for leather 
. gives significance to the tag that says “upholstered 


in genuine leather” . . . makes the tie-in with this adver- 


tising, through the use of the tag, of advantage to all who 


make and sell fine cars upholstered in genuine leather. 


The Ashtabula Hide & Leather Company, Ashtabula, Ohio 
. Eagle-Ottawa Leather Company, Grand Haven, Michigan 


. Radel Leather Manufacturing Company, Newark, N. J. 


nn 7 are John T. McCo 


Martin Burke, 
M. Kuykendall, Temple, Tex.; C. J. 
J. A. Feltmaon, Washington, Md.; J. H. Wright jr. 
H. Charnock, Lincoln Park, Mich.; W. E. Carlson, Sheldon, ‘la., 








LAST DAY OF SCHOOL AT OLDSMOBILE—Sixteen graduates of the recent dealership 


management oe program receive their diplomas from 
he eight-week course is conducted by 


O. F. Frost (right), sales pro- 
General Motors Institute in 
(left), Milford, Conn.; C. N. Pendleton jr., 

Il; H. J. Sander, Bowmanstown, Pa.; D. E 
Brooklyn, N. Y.; J. D. Morton Levelland, 
Iserman, Waverly, la.; |. J. Cass jr., Athol, 

El Dorado, Ark.; H. L. Lippin- 

and 


| ated in this respect include dis- 

| tilling, drugs, food, meat packing, 
dairy products, oil, retail trade, 
soaps, sugar and tobacco. 


On the other hand, labor consti- 
tutes a relatively high cost element 
for aircraft manufacturing, air 
transport, auto parts, beverages, 
coal, electrical products, household 
|furnishings, machinery, metals, 
office equipment, shipbuilding, steel, 
textiles and tires and rubber goods.” 

* + + 


| == percentages of sales that 
| * were absorbed last year by di- 
rect wage and salary payments is 
indicated in the following figures: 

Aircraft, 55 percent; auto parts, 
| 34.5; building, 28.8; chemicals, 27.3: 
electrical products, 37: steel, 35: 
industrial machinerv, 33.8; metal 
fabricating, 24.7; non-ferrous 
metals, 22.8; oil, 16.3, and tires and 
rubber, 32.1. 


Seiberling — 


Profit for Half 


A 26-4 percent increase in sales, 
and a “better cost-price ratio” in 
the first half of 1950, caused Seiber- 
ling Rubber to earn $581,998 for 
the period, President J. P. Seiber- 
ling said last week. Net sales for 
the six months ended June 30 were 
$15,130,847, compared with $11,969,- 
| 831 for the same period last year. 
|Earnings amounted to 3.8 cents for 
jeach dollar of sales, After allow- 
ing for preferred dividends this 
jyear, the profit amounted to $1.53 
|per share of common stock. 
| In 1949 the company showed a 
|loss of $247,525 for the first six 
|months. The loss amounted to $1.22 
|per common share. A June 30 bal- 
ance sheet showed working capital 
|of $8,741,506. Ratio of current as- 
Sets to current liabilities was 3.3 


ito 1. Seiberling compared sales 
conditions in the industry with 
last year, when replacement tire 


\Sales were off 12.8 percent. This 
year, he Said, was “in sharp con- 
trast,” with sales up in all lines. 


“The upturn was noticeable in 
the first two months,” Seiberling 
said. “It became more marked in 
late spring. and by June had 
reached feverish proportions be- 
cause of war-scare buying.” 

* * + 


Clark Equipment Doubles 


Income in Quarter 


Net profit of Clark Equipment 
| Co. in the six months ended June 30 
totaled $1,903,351 after provision for 
federal income taxes, compared 
| with $1,920,886 in the corresponding 
| period of the preceding year, Presi- 
| dent George Spatta announced. Net 
|Sales for the six months ended 
June 30 were $30,324,159 as com- 
pared with $30,539,792 for the same 
| period last year, Six months profits 
| were equal to $3.51 a share on 529.- 
787 shares of common stock out- 
standing, compared with $3.56 a 
share on 527,587 shares a year ago. 


Net profits for the three months 
ended June 30 were $1,265,269, equal 
to $2.35 a share on 529,787 shares of 
common stock outstanding, com- 
pared with $640,945 and $1.17 a 
share on 527,587 shares a year ago. 

- * * 


U. S. Rubber Pays Extra 


U. S. Rubber last week declared 
an extra dividend of 25 cents and 
a quarterly dividend of 75 cents 
}on the common stock, from earned 
| surplus as of Dec. 31, 1949, payable 
|Sept. 9 to stockholders of record 
| Aug. 21, 
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SPECIAL FEATURES OF 


COMMERCIAL CREDIT PLAN 
HELP AUTO SALESMEN MAKE TIME-SALES 


Financial Protection and Personal Benefits 
Gain Interest and Confidence of Buyers 


I: igure beagles, who hunt statistics, say that there are 
approximately 412,000 new passenger cars either standing in dealers’ show-rooms 
now or in transit to dealers. There’s a large parcel of dollars tied up in those cars. 


They have to be sold. . . 


the quicker the better. Most of them will be sold on time. 


And so will most of the 1,600,000 more that will keep coming along the rest of the 
year. Is your time payment plan right for your share of the job? Has it all the 
features that are important if you’re going to close the sales and keep the financing 
in your own control? Is the service back of it efficient and helpful? Why not do a 


little investigating? 





Tell Prospects How 
Commercial Credit Plan 
Gives Automatic Insurance 


There’s always grave danger to the car buyer who takes 
delivery of his new car without having his insurance provided 
for before he takes it away. Maybe he intends to drive 
directly to his insurance agent’s office to get his coverage. 
But there’s many a slip . . . and many a costly accident has 
happened to new car owners before they get their insurance. 
Tell your prospect this story. And explain to him that the 
moment he signs his C.C.C. time payment contract he is 
automatically insured . . . for actual value . . . against 
damage to his car. It is very important to him. 


Wholesale Plan Includes 
Services of C.C.C. 
Special Representatives 


The dealer who uses Com- 
mercial Credit financing gets 
not only the best possible 
rounded-out service with 
respect to low-cost whole- 
saling, floor planning, drive- 
away clearances, demon- 
strator plans and important 
insurance coverages 

gets a plus in the close 
liaison between our special 
C.C.C. representatives and 
the car manufacturers. 
Sometimes the dealer may 
want additional cars. Some- 
times he is overloaded and 
would be glad to have an 
allotted shipment delayed. 
C.C.C. factory representa- 
tives have been helpful many 
times in both situations. 
Commercial Credit men are 
working in the interest of 
their dealers. 

Call in the local C.C.C. rep- 
resentative and let him show 
you, point by point, why 
Commercial Credit Financ- 
ing is better. 





C.C.C. Dealers High on 
Purchaser Life Insurance Feature 


You probably know all the angles now on this feature of 
time payment selling, initiated nationally by Commercial 
Credit Corporation. It has proved to be one of the greatest 


attractions for time payment buyers. Dealers all over the 
country have profited by this C.C.C. feature, first as a help 
in persuading prospects to buy on time; second through the 
aftermath of good will it has built for them. In the years 
that it has been in force, this insurance provision has 
brought aid and comfort to thousands of beneficiaries. 


C.0.C.'s NATION-WIDE 
SERVICE PROTECTS YOUR 
CUSTOMERS EVERYWHERE 


You have a mighty im- 
portant story to tell poten- 
tial car buyers with respect 
to the advantages they en- 
joy when they use Commer- 
cial Credit Plan when they 
buy your car. Should they 
be obliged to move to a 
distant part of the country, 


they don’t have to pay off 


completely before taking 
their car out of your juris- 
diction. Wherever they may 
travel, a Commercial Credit 
office is on the job to help 
them in case of accident or 
other motoring trouble. 


Turn to Commercial Credit Financing for more 


en, 
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MORE THAN 300 OFFICES 


A Subsidiary of 


Commercial Credit Company Baltimore * Capital and Surplus Over $100,000,000 
IN PRINCIPAL CITIES OF THE UNITED STATES AND CANADA 


COMMERCIAL CREDIT HAS 
34 YEAR UNBLEMISHED 
RECORD OF DEALER SUPPORT 


Time payment financing has 
been one of the foremost 
factors in the development 
of the automobile industry. 
Commercial Credit entered 
into this business in the pio- 
neer days and for thirty-four 
years has been giving its 
dealer customers constantly 
improving time sales service. 
With resources in the hun- 
dreds of millions, no dealer 
served by Commercial 
Credit ever has to worry 
lest his financial backing be 
suddenly withdrawn because 
of tight money conditions. 


and more protitable time payment sales 


Commerciat Grevit Corporation 
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Used-Car Auction Prices 


Market Trend 


Used-car prices and demand receded last week. The overall aver- 
age price slipped to $1,070 from the previous week’s $1,079. The latter 
figure was the highest of the year and was registered after the 
largest weekly advance of 1950. 

Reflecting diminishing “war scare” buying, 1950 models fell $17 
to $2,109, Others to decrease were 1948's, $30 to $1,221; 1947’s, $23 
to $1,003; 1942’s, $20 to $345, and 1941’s, $6 to $393. Two groups 
showed higher prices than those of the week before: 1949’s, up $8 
to $1,555, and 1946’s, up $19 to $859. 

A wane in prices, occasioned by slower demand, was reported hy 
several auctions. One auction had its first price resistance in five 
weeks. But some of the volume auctions still were enjoying rosy 
conditions all across the board. 

At 10 auctions, 58 percent—or 1,168—of the 2,017 offerings last 
week were sold. In the previous week at the same auctions, 66 
percent—or 992—of the same offerings were peddled. 
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7 coupe, $1,225; 2-dr., $1,300; business 

MASON CITY, IA. coupe, $1,045. | '48 2-dr., $950. °47 4-dr.. 

(Lapiner’s Used Cir Auction, Sale every $850, $840; Sportsman conv., $1,100. '41 

Wednesday. Prices are for sale of Aug. 9.) muped sy od ne coupe, $125. 
(Demand holding strong for clean new SO} 48 4-dr., $875 Aa 

and used cars, Sold 191 units out of 272 a $520 49 4-dr., $1,025. ‘47 sedan 
offerings.) TRY __’s me @9 2 C 

BUICK—’49 RM 4-dr., $1.755*, $1,880*, “035 eh aoe i ae = 

CADILLAC '50 (62) 4-dr., $4,575°*. "49 4-dr.. $1.405. ’ , $2,300. 

CHEVROLET—'50 SL 4-dr., $2,000, $1.- | on nSMOBILE—-'50 (88) 4-dr., $2,755. °49 
895: FL 2-dr.. $1,980, $1,950; Bel-Air (88) conv., $1,670; 2-dr., $1,910; (76) 
2-dr.. $2,315. '49 Deluxe 2-dr., $1,490} $1 g95. 4% (98) conv., $1,125. ‘ 
$1,465; FL 2-dr., $1,585, $1,410. <a PLYMOUTH—'50 SD 4-dr., $1,775, $2,030, 
4-dr.. $1,195. $1,080. "47 FM 2-dr., $990.) $1960. ‘49 SD 4-dr., $1,460, $1,425. 47 
$1.170. '40 2-dr.. $360, $270. a club coupe, $905. 

CHRYSLER—'48 NY conv., $1,250. '47 NY | pontTiac—'50 (8) Catalina, $2,875. °49 
4-dr., $1,095. ae SL (8) 4-dr., $1,850. '47 (6) 4-dr., 

DeSOTO—'50 Custom 4-dr., $2,515. "48 $525; (8) sedanet, $850. '41 club coupe, 
4-dr., $1,065, n ee $95; club sedan, $175. 

DODGE — '50 Coronet 2-dr., | $1.970. "49 | spUDEBAKER—'50 Champion 2-dr., $1,- 
ret — $1,855. "47 Custom 4-dr..] 315. *49 Champion conv., $1,465. 

o. Vou. s SELLANEOUS "5S MC alf- 

FORD_'50 (8) 4-dr . $1,900*, $2,010*. *49 “ee "Sa 90 GMC half-ton 
conv., $1,475", $1.335; (8) 2- ee : , . 

(6) 2-dr., $1,395* $1.355*, $1,235. ’ ‘ 
Oa 'd-ae $1,600, $1,040, "41 2-dr.. CONCORD, MASS. 
$270. (Concord Auto Auction, Inc. Sales ev- 
FRAZFR—'48 4-dr., $990°. ery Monday and Friday. Prices are for 
’ 5 3 5 y. $ 

Tae date aaa” $1,095, $1,000. | sales of Aug. 4-7.) 

LINCOLN "49 2-dr., $1.725°. (Sold 156 units out of 309 offerings.) 

MERCURY—’50 conv.. $2.450*; 4-dr., $2,- | BUICK—’50 Super sedanet, $2,425*. °'49 
320, '49 4-dr., $1.640*%, $1,540; 2-dr., Special sedan, $1,550 '46 RM sedan, 
$1.500 $1,050. ‘41 Special sedan, $500; conv., 

NASH—'46 (690) 4-dr., $650. '41 Ambassa- $525. ‘39 Special sedan, $290, $110. ‘38 
dor 4-dr.. $195. conv., $550. 

OLDSMOB'LE.—'50 (88) Deluxe 4-dr.. $2,- | CADILLAC—'47 (62) sedanet, $1,785*. '46 
KN0*: (98) 4-dr., $2,700*. '49 (98) 2-dr.. (62) sedan, $1,500*. ‘42 (62) conv., 
$1.985, $1,900; (88) 4-dr., $2,030": (76) $1,250; sedan, $650. ‘°41 (62) club 
2-dr.. $1,790, "48 (78) 4-dr., $1,315* coupe, $650. 

PACKARD ‘47 4-dr.. $975. CHEVROLET —'50 SL Special club coupe, 

PLYMOUTH—'50 Deluxe 4-dr., $1.975: SD $1,750; FL Deluxe sedan, $2,230*, $1,- 
2-dr., $1.905, $1,855. °48 Deluxe 2-dr., 975. °'49 SL Special sedan, $1,580, 2 at 
$1,120, $910, '46 Deluxe 4-dr., $935. ‘41 $1,600; FL Special sedan, $1,560; SL 
2-dr., $410. Deluxe conv., $1,825, $1,600, $1,705; 

PONTIAC "50 (8) 2-dr.. $2.355%: (8) sedan, $1,725, $1,650; club coupe, $1,570, 
conv.. $2.290*, "49 (8) 4-dr.. $1.760. '48 $1,675. ‘48 FM club coupe, $1,200, 
(8) 2-dr., $1,300, $1,400. '47 (8) 2-dr., $1.250; sedan, $1,080, $1,250; SM _ se- 
$1.160. $1,090. dan, $1,315. ‘47 FM conv., $1,150, 

STUDEBAKER—'50 Champion 2-dr., §$1,- $1,170; sedan, $1,000, $895. ‘41 SD se- 
970°, $1,825, $1.805. °49 Champion 2-dr.. dan, $450, $265; club coupe, $535, $500. 
$1,400*. "47 Champion 4-dr., $1,065. ‘40 SD sedan, $525, $660. 

WILLYS—'50 conv., $1,275*. CHRYSLER—’46 Town & Country conv., 

MISCEL. LANEOUS— 50 GMC half-ton, $1,- $1,110. ‘41 NY conv., $300. 

185. DODGE—'49 Meadowbrook 4-dr., $1,715. 
‘47 Custom sedan, $1,150, $1,120. 

MANHEIM PA FORD—’50 Crestliner, $2,410; conv., §$2,- 

. m1 ’ . 205*. °46 SD sedan, $725. °42 sedan, 

(Manheim Auto Sales & Auction, Inc. $545. °'41 sedan, $425. $400, $325. ‘40 

Sale = Friday. Prices are for sale of half-ton tow truck, $190. ‘38 sedan, 

Aug. 4.) $135. ‘37 sedan, $125; conv., $255. ‘30 
‘sola 83 units out of 189 offerings.) Model A _ roadster, $240. 

BUICK—’50 Super 4-dr., $2,510. °49 RM FRAZER—’'51 Vagabond 4-dr., $2,125. 
-dr., $2,090, $1,810: Super conv., $1,925. | LINCOLN—’49 Cosmopolitan sedan, §$1,- 
‘46 Super 4-dr., $930. ‘41 Special 4-dr., 735*, $2,000*, ‘41 Zephyr sedan, $285. 
$560. MERCURY—'48 sedan, $1,090. ‘47 club 

CADILLAC—'49 conv., $3,350. °48 (61) coupe, $1,085; conv., $1,155. °46 sedan, 
4-dr., $2,225. ‘47 (61) 4-dr.. $1,900: $875; conv., $980. °'40 sedan, $265. 
(60) Svecial 4-dr., $1,670. °42 (62) 4-|NASH—’'47 (600) club coupe, $750. ‘41 
dr., $850. (600) sedan, $315. ‘40 Ambassador se- 

CHEVROLET—’50 FL Deluxe 4-dr., $2,200. dan, $250. 

49 SL Deluxe 4-dr., $1,645; FL Deluxe | OLDSMOBILE ‘50 (98) sedan, $2,300*. 

4-dr., $1,640; 2-dr.. $1,575; SL Special "49 (S88) sedanet, $1,800*. ‘47 (76) se- 

2-dr.. $1,475. °48 FM club coupe. $1,320 danet, $1,050*; (98) conv., $1,350*. ‘41 

‘46 FL aerosedan, $1,010. ‘39 2-dr., ssi. club coupe, $550. °40 club coupe, 
0. 

CHRYSLER ‘50 Newport, $3,090. °49| PACKARD—'42 Clipper (6) sedan, $385. 
Highlander conv.. $1,970; NY 4-dr., $1,- | PLYMOUTH—'49 Deluxe sedan, $1,640; 
960. ‘47 NY 4-dr.. $1,265; Town & SD sedan, $1,650, $1,585. ‘48 Deluxe 
Country sedan, $1,140. sedan, $1,050. ‘42 sedan, $375. ‘40 se- 

DeSOTO—'46 club coupe, $880. dan, $215, $4135, $565, $270 

DODGE—’50 Coronet 4-dr., $2,395, $2,285: | PONTIAC—'49 SL (8) Deluxe sedan, $1,- 
Wayfarer 2-dr., $1,990. ‘49 Coronet club 875*. '48 Torpedo (8) sedan, $500, $380; 
coupe, $1,820. ‘48 Custom 4-dr., $1,385 club coupe, $500. ‘41 (6) sedan, $460. 

FORD—’'49 station wagon, $1,760; Stand- "40 (6) sedan, $285, $550. 
ard (8) 4-dr., $1,455 "48 (6) 2-dr.. |STUDEBAKER—'47 Champion sedan, $925. 
$855. ‘46 SD (8) club coupe, $980; De- ‘46 Champion sedan, $650, $610. ‘40 
luxe (8) 4-dr., $850. Commander sedan. $205. 

NASH—'50 Rambler conv., $1,710. ‘49 | WILLYS—’'50 (4) Jeepster, $1,200. ‘48 sta- 
Ambassador 4-dr., $1,400. ‘46 Ambas- tion wagon, $900 
sador 4-dr., $825 MISCELLANEOUS ‘38 Graham sedan, 

OLDSMOBILE—'49 (98) 2-dr.. $2,000; (76) $50. ‘°'37 LaSalle club coupe, $75; se- 
club coupe, $1,840. °48 (98) conv., $1.- dan, $135 
630; 2-dr., $1,510; (78) 4-dr., $1,410 
'47 (68) conv., $1,100. Ak y 

PACKARD—’'50 (8) 4-dr., $1,825. ‘47 4- AKRON 
dr., $1,060 (H. C. Turney Auto Auction, Sale every 

PLYMOUTH ‘50 «conv., $2,380. 49 | Thursday. Prices are for sale of Aug. 10.) 
cony., $1,759. '48 SD club coupe. $1,325 (Sale every Thursday. Prices still high 
{-dr.. $1,300, '46 SD 4-dr., $900. ] but buyers not too plentiful, Sold 46 

PONTIAC—'19 station wagon, $1,680. ax out of 117 offerings.) 

— 47 (8) 4-dr., $1,290. | Roe — 48 RM conv., $1,375. '46 Super 

STUDEBAKER—'49 Champion 4-dr., $1,-] 2-4? $1,000. 

O48 Land Cruiser a. $1,330. CADILLAC . 41 (St) 4-dr., $850°. 

WILLYS—'49 Jeepster, $1,095 CHEVROLET 50 Deluxe 4-dr., $1,915, 

$2,150*. "49 FL Deluxe 2-dr., $1,525. °48 

. , 2-dr.. $1,150; FL aerosedan, $1,740. ‘47 

HOUSTON FL aerosedan, $1,110. '46 FL 4-dr., $850; 

. ; ~ % ¢ wisi ine FM 2-dr., $975. '42 FL club coupe, $550. 
(Prices steady, strong demand for all 205. a , ee. ie 

postwars. Sold 122 units out of 212 ae or ONE ddr, $8.00 £0 

offerings.) . ye oe fas aaieaad s 
—— as ee o - “es @ FORD—'50 Custom Crestline, $2,305; Cus- 

uae hatenet “S770. i sono ee o's ar tet ‘7 8D “2 Te “$90 | 

; 7 er eg 29 5 2 035 $1,525, $1,475. °47 SD 4-dr., $915, $905 

oo 19 (62) $3,200; (61) $3,035 8 SD 2-dr.. $750, $810. °41 SD 2-dr.. | 

CHEVROLET—"56 SI Deluxe 4-dr., $2,-| $320. eae 
175, $2,085, $2,025, $2,000, $2,030; '2-dr. | FRAZER—'47 4-dr.. $765 a ee 
$2.100: FL Deluxe 2-dr., $2,155. $1,950 wags Deluxe 4-dr., $1,035 47 

: 2% ° 9 1° 5 o>. - *. . 
ware $1,830; oor. $2,130, $2,160, $2, LINCOLN—’'47 club coune, $940. 
0: club coune, $2,000; half-ton pickup —- oe 
$1,425, $1,455, 5, $1,450, $1,410. | MERCURY—'49 4-dr.. $1,650. : 
$1,360; conv 5. ‘49 SL Deluxe PACKARD 48 Super (5) conv $1.595°. 
club couve, $1,510, $1,435; 4-dr., $1,500, wae ak ess 49 SD conv., $1,640. '47 
7 & avr 5 5 ., : 570. ° 8 = “* . fo. 
Shee ea eee Ian. $1,200, | STUDEBAKER — 48 Regal Deluxe 2-dr., 
47 FL 4-dr., $915; SM 4-dr., $755, '46| $1,200. 
sedan, $605, $700. ‘41 club coupe, $400; eee 
®-dr., $265, $345. ‘40 2-dr., $255, $310. | DENVER 

, rs . Ry 9. =e 

—, "he tap 2 See, See $2.05. (Denver Auto Auction, Inc. Sale every 
$1,725; half-ton pickup, $1,375, 2 at Tuesday at Englewood, Colo. Prices are for | 
$1.330, $1,390; CD (8) 4-dr., | $2,160, | Sale of Aug. 8.) 
$2,005, $1,905, $2,140; club coupe, $1,800 (Prices up from previous week, with 
"49 Custom (8) sedan, $1,450, $1,425,| demand holding strong.) 
$1,350, $1,505, $1,430, $1,400; club’ BUICK—'50 Super conv., 2,675; Super 


4-dr., $2,530: Special 4-dr., $2,050*, $2,- 
350*, $2,460*%. °49 RM 4-dr., $1,875*, 
$1.965*; Super 4-dr., $1,870, $1,890*. °48 
Super 2-dr., $1,160, $1,225*. '47 Super 
4-dr., $1,205, $1,160. "46 RM 4-dr., $895, 
$905, 

CADILLAC—’'50 (62) 4-dr., $4,710*, $4,- 
770*, $4,475*, 04,840*%, '49 (62) 4-dr., 
$3,250*, $3,400*, '48 (62) 4-dr., $2,525*. 

CHEVROLET—’50 conv., $2,310; Bel-Air 
2-dr.. $2,265; SL Deluxe 4-dr., $1,995, 
$2,030; FL Deluxe 2-dr., $1,865, $2,010; 
half-ton pickup, $1,395, $1,400. ‘49 FL 
Deluxe 4-dr., $1,590, $1,625. ‘48 aero- 
sedan, 2-dr., $1,160, $1,305; FM 4-dr., 
$1,040, $1,090. ‘47 aerosedan, $1,010, 
$1,070; SM 2-dr., $725, $805, $945, °46 
SM 2-dr., $7155, $1,010. 

CHRYSLER—’50 Windsor 4-dr., $2,455. '48 


Windsor 4-dr., $1,435, $1,270. '46 Wind- 
sor 4-dr., $870, $1,020. 

DeSOTO—’'50 Deluxe club coupe, $2,605; 
Deluxe 4-dr., $2,305, $2,565. ‘48 Deluxe 


coupe, $865. 





DODGE—’'50 Coronet 4-dr., $2,380, $2,445*; 
MB 4-dr., $2,185, $2,400. '49 coupe, $950, 
‘48 2-dr., $1,005. '46 2-dr., $780. 

FORD—'50 (8) conv., $2,255*; Custom (8) 
2-dr., $1,870; Custom (6) 2-dr., $1,795. | 
"49 (8) station wagon, $1,530*; Custom 
(8) 2-dr., $1,400*, $1,465*. '48 (6) half- 
on pickup, $835. ‘47 (8) 2-dr., $705, 
$990*. '46 (8) 2-dr., $725, $880. 

FRAZER—'49 4-dr., $1,200*. ‘47 4-dr., 
$675*. 

HUDSON—'50 2-dr., $1,580, $1,860*. ‘49 
Super conv., $1,750. 

KAISER—’'51 4-dr., $1,910. ‘49 4-dr., $1,- 
000, $1,075*. ‘47 4-dr., $610. 

LINCOLN—'49 4-dr., $1,815*. 

MERCURY "50 2-dr., $2.065*, $2,435* 
$2,505*. '49 2-dr., $1,600*%, $1,705*, °'47 
2-dr., $1,010. '46 4-dr., $955. 

NASH--'49 (600) 4-dr., $1,195*. °46 (600) 
4-dr., $575. ‘41 (600) 4-dr., $245. 

OLDSMOBILE—-'50 (98) Holiday, $3,340; 
(98) 4-dr., $2,860*, $2,950*, $3,050*; (88) 
4-dr., $2,610*, $2,790*; (8S) 2-dr., $2,- 
650*, $2,690*, "49 (98) 2-dr., $1,905, §$1,- 
955, $2,060. ‘47 (66) 2-dr., $1,075", '46 
(8) 4-dr., $1,005". 

PACKARD—'50 (6) 4-dr., $250. 


PLYMOUTH—'50 Special Deluxe 4-dr., $2.,- 


025; Deluxe 2-dr., $1,650, $1,835. ‘49 
conv., $1,700; Special Deluxe 4-dr., $1,- 
505, $1,505. '47 Deluxe 4-dr., $755, $805, 
$945. 

PONTIAC—'50 (8) conv., $2,640*; Chief- 
tain (6) 2-dr., $2,295, $2,575; SL (8) 
Deluxe 2-dr., $2,525*, $2,545*. ‘49 Chief- 
tain (8) 4-dr., $1,585*, $1,640*, $1,755* 
"48 (8) 2-dr., $1,310, $1,345*. '47 (8) 
conv., $710. | 

STUDEBAKER ‘50 Commander club 
coupe, $2,200*; Champion Regal Deluxe, 
2-dr., $1,800*, $1,975*. '49 one-ton pick- 
up, $715. 

WILLYS—'48 Jeep. $640, $715. ‘47 Jeep. 
$650. '46 Jeep, $575. ‘42 Jeep, $300. 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co, Sale every 


Thursday, Prices are for sale of Aug. 10.) 
(Prices leveling off after previous 
week’s record high. Demand good for 


clean postwar cars. Sold 81 out of 126 
offerings.) 


BUICK—'49 RM 4-dr., $1,895. °47 Super 
conv., $1,220; Super sedanet. $1,215. '42 
Super 4-dr., $320. 

CHEVROLET—'49 FL Special 2-dr.. $1,- 
490, $1,450; Deluxe conv., $1,625, $1,590. 
‘48 SM aerosedan, $1,290, $1,265; 4-dr., 
$1,325, $1,300; coupe, $1,125; half-ton 
panel, $790. '47 FM 2-dr., $1,155, $1,- 
105. °46 4-dr., $900, $875; 2-dr., aero- 
sedan, $1,060, $1,045; 1%%-ton stake, 
$500. '41 MD club coupe, $500; SD 4-dr., 
$400, $305. 


CHRYSLER—’49 Windsor club coupe, $1,- 


900. '47 Windsor 4-dr., $1,260. 

DeSOTO—'50 Custom 4-dr., $2,240*, $2,- 
200°. '49 Deluxe club coupe, $1,700, ‘41 
Custom 2-dr., $410. 

DODGE—'48 half-ton panel, $760. '41 4-dr., 
$575; %-ton pickup, $400. ‘40 coupe, 
$315. 

FORD—'50 (8) coupe, $1,575. "49 (8) club 
coupe, $1,300; (8) 4-dr., $1,320. "48 (6) 
half-ton pickup, $605; (8) 4-dr., $1,060, 
$1,020, '47 (8) half-ton pickup, $630. '46 
ae coupe, $700. ‘41 half-ton pickup, 

— 4-dr., $1,960. ‘48 4-dr., $940, 

LINCOLN—'47 4-dr., $965. 

MERCURY—'49 2- dr., $1,680", 

NASH—’48 (600) 4-dr., $1,090. 

OLDSMOBILE—'50 (88) Holiday, $2,780*. 
"49 (76) 2-dr., $1,810*, '46 (78) sedan- 
et, $975. 

PLYMOUTH—'48 SD 4-dr.. $1,240, §$1,- 
235. ‘47 Deluxe 4-dr., $935; SD 2-dr., 
$975. ‘41 SD 4-dr., $910. 

PONTIAC—'48 (8) 4-dr., $1.415*, ‘47 (6) 
2-dr., $1,200, $1,150. 

STUDEBAKER ‘49 Land Cruiser 4-dr., 





$1,550*. ‘48 half-ton pickup, $705. ‘47 
Commander club coupe, $1,070*, 
r . 
LUBBOCK, TEX. 

| (Lubbock Auto Auction. Sale every 

Thursday. Prices are for sale of Aug. 10.) 
(Sold 100 out of 250 offerings.) 

BUICK—'49 Super sedan, $1,755. '48 conv., 
$1,325. '47 Super sedan, $925, $1,025. '46 
Super sedan, $835, $840. 

CADILLAC—'48 sedan, $2,455. 

CHEVROLET—'50 Special sedan, $1,810 
$1,970, $1,400; coupe, $2,175. '49 Deluxe 
club coupe, $1,360, $1,480; conv., $1,660. 
‘47 business coupe, $800. ‘47 aerosedan, 
$900, $850; club coupe, $840. 

CHRYSLER — '48 Windsor sedan, $1,230. 
$1,085. '47 Windsor sedan, $1,110 

DeSOTO—'50 Deluxe club coupe, $2,350. | 
"48 sedan, $1,145. 

DODGE—'50 club coupe, $1,930. '49 Coro- 
net sedan, $1,670. '48 Custom sedan, §1,- 
095, $970. 

FORD —'50 Custom Deluxe sedan, $2,015, 
$2,055: Special (8) sedan, $1,480; Cus- 
tom (8) sedan, $1,955; Deluxe sedan, 
$1,745, $1,955. ‘49 Custom (8) sedan, 
$1,295, $1,305; conv., $1,280. '47 Custom 
sedan, $785, $855; (6) club coupe, $975, 
$1,060; conv., $915. '46 (6) sedan, $545; 
conv.. $865. 

KAISER—-'47 sedan, $580. 

LINCOLN—'49 Cosmopolitan sedan, $1,705. 

MERCURY—'50 sedan, $2.380. '49 sedan, 
$1,595; 6-pass. coupe, $1,610, '42 sedan, 
$255. 

NASH—’'49 (600) sedan, $1,260, '47 (600) 
sedan, $515. 

OLDSMOBILE "50 sedan, $2,225; (88) 
ocnv., $2,620. ‘49 (88) sedan, $1,915 
(76) sedan, $1,590. ‘48 (76) sedan, 
$1,085 

PLYMOUTH ‘49 Special Deluxe sedan, 
$1,455. '48 SD sedan, $870, $960. "47 SD | 
sedan, $870. $380, $570; club coupe, $780, 
"46 sedan, $800 


’50 Chieftain sedan, $2,025, $2, 
Chieftain sedan, $1,970, $1,8 


PONTIAC 
335. ‘49 
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Average Used-Car Prices 











(Compiled by Automotive News) 















Aug. 1950 July June | 

Model (to date) 1950 1950 
$1,070 $1,006 $1,010 1950... $2,109 $1,933 $1,959 
1949. 1,555 1,440 1,473 

1948 1,221 1,130 1,107 
1947 1,003 934 923 
1946. ° 859 821 802 
1942. 345 399 415 
1941. 393 382 393 

ao June Ov erall 

. date) Average. $1,070 $1,006 $1,010 





(The above figures are averages of used-car auction prices, all 
makes and models, carried regularly in Automotive News.) 





‘48 standard sedan, $1,775, ‘46 sedan,!| $2,025. ‘48 (98) 4-dr., $1,520*, "40 (66) 
$850. 2-dr., $325; (90) 4-dr., $175 
| STUDEBAKER ‘47 Champion Regal De- | PACKARD—'50 4-dr., $2,325. "49 4-dr 
luxe sedan, $955; Champion sedan, $780; $1,585*. ‘48 club sedan, $1,280. 
| Commander sedan, $845. PLYMOUTH—'50 SD 2-dr., $1,820. "49 
| a3 4-dr.. $1,350, $1,385; club coupe, 
r ~ .375. ‘48 SD 4-dr., $1,225. $1,125. '47 
VALDOSTA, GA. SD 4-dr., $1,160; conv., $1,100. ‘46 
| (Tom Hewitt Auto Auction. Sale every SD Special Deluxe 4-dr., $835. °41 SD 
| Friday. Prices are for sale of Aug. 4.) 4-dr.. $380: Deluxe club coupe, $400 
| (Market very active. Sold 226 units ‘40 SD 4-dr., $300. 
as at ts Gites PONTIAC "30 (5) conv... $2.835, §2,810° 
| sane on | $ ) 2-dr., : . ‘48 (8) sedanet, 
, | BUICK a, oP 4-dr., $1,875. “47 RM!| $1,490*. °47 (8) ‘station wagon. $1,100: 
| ° ee a a or, ‘48 ’ 
| CADILLAC —'41 oe club coupe, $550. [ay ince eee "tie cas ede es 41 
'40 (60) 4-dr., $175 [STUDEBAKER _’5 ~ . 
| CHEVROLET—'50 SL Deluxe 4-dr., $2,-| [59.45 Chamaon gn gt sige, 8 
200*, $2,040, $2.075; station wagon, $2.,- | *» — 
200; Bel-Air, $2,250; FL Deluxe 2-dr., | vy 
| $2,090, $1,725; half-ton pickup, $1.150. DETROIT 
| ‘49 SL Special 4-dr., $1,450; FL Deluxe | ‘. ’ i P 
| 4-dr., $1,530. ‘48 FM Fleetmaster 2-dr.. | aay Prices are foe mule ne feer tg ean 
| $1,180. ‘47 ML aerosedan, $925. "46 | Si oo ug. 9.) 
half-ton pickup, $610. ‘42 Deluxe club|BUICK—-'49 Super 4-dr., $1,945, $1,915 
coupe, $495. '41 Deluxe club coupe, $270. | (47 4-dr.. $1,005. '40 2-dr.. $305. 
CHRYSLER—'42 4-dr., $440. | CADILLAC—'48 (62) 4-dr., $2,300, $2,350. 
DODGE—'41 business coupe, $315. CHEVROLET—'50 FL Deluxe 2-dr., $1,- 
| FORD—'50 Deluxe (S) 2-dr., $1,820; cp | 960.'$1,850. '49 FL Deluxe 4-dr., 2 at 
(8) 4-dr., $2,000, $1.725, $1,830; conv., $1,535, $1,500, $1.435; SL Deluxe 2-dr., 
$1,925, $1,810, $1,930. "49 Custom (6)| $1,530, $1,525, $1,500, $1,480, 2 at $1,450 
4-dr., $1,290; Custom (8) 2-dr., $1,475, ‘47 ~SM_4-dr., $875, $850; FM club 
$1,450, $1,375, $1,400; Standard (8) 2-dr., coupe, $1,025, $975. "46 4-dr., $850, 
$1,250. ‘48 SD club coupe, $1,070, $1,-| $810; half-ton panel, $515. 
100; conv., $950. °'47 Deluxe 4-dr., $850, | CHRYSLER—'49 Royal 4-dr., $2,050. °46 
46 «=half-ton pickup, $550; SD club|. 4-dr., $960. 
coupe, $760, $710. DeSOTO—'48 club coupe, $1,405 
KAISER—'49 Deluxe 4-dr., $1,000, $1,025; | DODGE — ‘50 4-dr., $2,235. ‘48 club 
Special 4-dr., $935 coupe, $1,375. 
LINCOLN—'49 Cosmopolitan sedan, $1,725. | FORD—'50 Deluxe (6) 4-dr., $1,685. '49 
MERCURY ‘50 2-dr., $1,875, $2,050; Custom (8) 4-dr., $1460, $1.400:; 2-dr., 
conv., $2,400, $2,350. ‘49 club coupe,} $1.450, $1,430, $1,410, $1,375. $1,340. 
$1,520, $1,605; 2-dr., $1,625. ‘48 club 48 half-ton pickup, $700. ‘47 4-dr.. 
coupe, $1,200. '46 4-dr., $825. ‘42 club| $910, $875. ‘46 2-dr.. $855, $780. °41 
| coupe, $300. 2-dr.. $365. 
| OLDSMOBILE—'50 (76) club coupe, $2,- | KAISER—’51 4-dr., $2,010. ‘47 4-dr., $745 
250. °49 (66) club coupe, $1,900; (88) | MERCURY—'47 4-dr., $960; station wag- 
| 2-dr., $1,950, $1,800, $1,850. ‘48 (78)]_ On, $930. 
club coupe, $1,350. °46 (78) 2-dr., $900. | NASH—'48 4-dr., $945. 
PACKARD—'50 Super 2-dr., $1,750. OLDSMOBILE—'48 (98) 4-dr., $1,540. '40 
PLYMOUTH — ‘50 Deluxe 2-dr., $1,850. 4-dr., $265. 
$1,825, $1,800; SD club coupe, $2,010. |PLYMOUTH—'48 SD 2-dr., $1,105, $985 
'49 SD 4-dr., $1,525. ‘46 Deluxe 2-dr., 46 SD 4-dr.. $860. 
$500, $700. PONTIAC—'49 SL (6) 2-dr. $1,760. °47 
PONTIAC—’50 Chieftain (8) 2-dr., $2,760 4-dr., $1.160, $1,075, $940. ‘46 club 
$1,850, $1,900. ‘49 SL (8) 4-dr., $1,800: coupe, $870. 
(6) club coupe, $1,659. ‘48 SL 2-dr., 
$1,370. ‘47 SL 2-dr., $1,070. ‘40 4-dr., y . 
aa DANVILLE, VA. 
STUDEBAKER — '50 Commander 2-dr..| ‘Danville Anto Auction, Sale every Fri- 
$2,050; Champion conv., $72,020; day. Prices are for sales of Aug. 4 and 
Cruiser 4-dr., $2,350. ‘49 11.) 
4-dr., $1,375, ‘Kul BUICK—'49 Snover conv. §7.000. "48 RM 
WILLYS—’'50 Jeepster, $1,500. ‘48 station 4-dr., $1459*. ‘47 RM 4-dr.. $850. °46 
wagon, $800. ‘47 Jeep, $500. Suver 4-dr.. $700: RM 4-dr.. $950. 
MISCELLANEOUS — ‘49 International %- | CADILLAC—'41 (61) 2-dr., $735. $700. 
ton pickup, $620. CHEVROLET—'50 Bel Air, $2.040:; Deluxe 
2-dr.. $1,40. $1.920. '49 conv., $1,550: 
ALBANY, ay FL 2-dr.. $1375. '48 FL 2-dr.. §1.285: 
SM 4-dr.. $1,055. $960; FM 2-dr., oe 
(Tim Anspach’s Dealers Auto Auction. '47 FL 2-dr., $1.125: FM 2-dr.. $1050. 
Sale every Monday. Prices are for sale | CHRYSLER—'49 Windsor club coupe $1. - 





Land 
Champion 
‘48 half-ton pickup, $670. 
of Aug. 7.) 875. '47 NY 4-dr., $1,150. °46 Royal 
(Bidding expanded a bit on certain 4-dr., $1,050. 
new models, but there was no rush to DODGE— 50 half-ton, $1,050. °49 half-ton. 
buy at private sale at ‘‘show-bill’’ prices $1,055. '49 half-ton, $970. '47 4-dr.. $1,- 
as was the case in the previous five 170. 46 2-dr.. $960; Panel Deliverv, $400. 
weeks. Convertibles were very weak. | FORD—’'50 (8) one-ton. $1,220; (6) Cus- 
Retailers complained of slow sales, due tom 2-dr.. $1.560. '49 (8) Custom 2-dr., 
partly to the draft and insecurity of $1,400; (S) Custom 4-dr.. $1,390: (8) 
conditions. Seems this marks the be- conv. coune, $1,430: (6) club coune, $1.- 
ginning of a slowdown in prices, Sold 250; (8) Custom club coupe, $1.315, '49 
149 units out of 192 offerings.) pl Custom 2-dr., $1,380. §1.190: (8) 
BUICK—’50 Super 4-dr., $2,450; Special ustom conv., $1.410; (8) club coupe. 
4-dr.. $2,200". "49 Super sedanet. $1,-| $1:275; (8) Custom 4-dr., $1,210. '48 (8) 
| 80°: conv., $2,075*: RM 4-dr., $1.910*,| Deluxe 4-dr.. $880. "47 (8) SD 2-dr., 
$1,980; conv., $1.800*. ‘48 RM 4-dr., — ae” SD 2-dr., $800; (6) SD 
375 “7 © Vv. .380, °46 aainaie iors. 
BPP ah ey OU Ee ee 
Super 4-dr., $910. ‘41 RM sedanet, $240. MERCURY—'49 4-d 15 
| CADILLAC—'#9 (62) 2-dr., $3.030*. ‘48 | OLDSMOBILE.'s0" (38) ne ; 
| - saad ait ae 7 59 .Ds LE—'50 (88) club coupe, $2,- 
| by ) 4-dr., $2,55). 47 (62) 4-dr., $1,680. 450. '49 (88) club coupe, $1,750 
(61) sedanet, $430. PLYMOU TH—'419 ) 55 
om anv ROLET—'50 SL Deluxe 4-dr., $1,970 46 SD 4-dr.. $905, ee eee ee 
$2,210*, $2, 100°: Bel-Air, $2,470*, $2,300; | PONTIAC—’'50 Chieftain 2-4 $2150 ° 
| conv. $2,175, $2,165, $2,050; 2-dr., $2,-| (8) 2-dr., $1,500, '47 (6) 4 ode 
065; %4-ton pickup, $1,290; 1%-ton cab (8) 4-dr.. $1,010. 46 (3) 2-dr. 31.020 
and chasete, $1,320; half-ton pickup, 7 ST 
} $1,300. ‘°'49 conv. $1,570; FL Deluxe . 
| 2.dr., $1,580, $1,550, $1,525, $1.600. "48 PHILADELPHIA 
| aerosedan, $1,285, $1,550; FM _ conv., (Lou Green-Tom Hamilton. Sale every 
pp ad 51.378. $1,200; sist $5 ai, Prices are for sale of Aug. 7.) 
| 2-dr., $1,125; 4-dr., $1,085; FM 2-dr. (Prices steady, Sold 135 offerings at 
| $1,550. “46 FM club coupe, $1,010; SM| #bsolute auction.) 
4-dr., $800, $660, $620. ‘41 club coupe, | BUICK—’'48 Super conv., $1,600. ‘47 Su- 
$450: conv., $460. per sedanet, $1,225, $1,330, $1,125, $1,- 
CHRYSLER—'49 Windsor conv., $2,250. | — a tan 5510, 543) $1,130. 41 
DeSOTO—'48 Custom conv., $1,380. '41|, peclal, sedan, $5 sy 
| Custom 2-dr., $225. 39 Custom 4-dr.,|CADILEAC—'48 (62) 4-dr., $2,375 
| $160 | CHEVROLET — 49 SL Deluxe 4- dr., $1,710; 
} cee os a = De 4 De uxe sedan, $1,650, $1,575, $1,525 
o 9 7 . 
ween 59 Customs 6S, 95.000"; Ome | $1986 "40 PL acrossdan, Site. st'see 
net 4-dr., $2,525; club coupe, 2,530. | $1,250: station wae $1.305 a. os 
| '49 Custom club coupe, $1,925. '48 Cus-| 4dr. $1170. $1 7a $1 aoe wae 4 
| tom 4-dr., $1,370, $1,975; club coupe,| Siu” coups S8en’ 41 Sele tub fem 
| $1,400; Deluxe 4-dr., $1,100. ‘47 Custom | $540. $580, $435, = GUD coups 
. : $1,220; half- : $63( res 
] SP coupe, $1,220; age aan pickup, S830, |CHRYSLER—"is NY tub coune, $1,500 
| @uatom 4sar.. 4490 “47 Windsor sedan, $1,385, ,375, $1,325 
FORD—'50 CD (8) 4-dr., $1,850, $2.025*; | DeSOTO—'49 Custom sedan $1,990. "46 
2-dr., $2,025,’ $1.975*, $1,920; station| Deluxe sedan, $1,025. 
=e. ee Oey. 2,150, aes FORD—'50 conv $2,060 ‘49 Custom 
elud 2-dr.., é alt- (S) conv... $1,600; 2-dr. : 5 
pickup, $1,300. °49 Custom (8) 2-dr.,| 47 8D 2 coupe cee _ 
$1,360, $1,420, $1,385, $1,470; (6) half- | HUDSON—'49 (8) conv.. $1.370. ‘47 Com- 
ton pickup, $850. ‘48 SD (8) 2-dr.,| modore (6) sedan, $740. — 
| $1,075. ‘47 SD (8) 2-dr., $880; conv., | KAISER—'47 4-dr., $810, $790 
| $1,075. °40 SD (8) 2-dr., $325. LINCOLN—'46 4-dr., $775. 
| HU DSON—'48 Super (6) 4-dr., $1,180. '46 | MERCURY—'4S club coupe, $1,100 
Commodore (8) 4-dr., $610; (6) 4-dr., | NASH—’47 Ambassador 4-dr., $830, $S00 
$620; Super (6) 2-dr., $465. ‘41 Super | OLDSMOBILE—’48 (98) sedanet, $1,595 
deen ihe se ‘aaa a a, $500; sedan, $590 
SE eluxe 4-dr., $1,235 LY} ‘49 SD 4-dr., $1.590; (P-17) 
es —_—" $750; conv., $990*. a stan $1,100. ‘48 SD cae 
"42 -dr., $2 > .200, 1,220, $1,150. ‘'41 SD 2-dr 
| MERCURY—’50 conv., $2,425*; club coupe, $510, $450, $300, $600 
$2,275. ‘49 2-dr. $1,620 ‘47 «4-dr., | PONTIAC—'48 Torpedo (6) sedanet. §$1,- 
$1,020. 390. ‘47 Torpedo (6) sedanet, $1,200 
a S. ieee "47 (600) | p4 SL sedan, $1,090 *41 (8) sedan 
| -dr.. $850. $750, 700. 335. 
- | OLDSMOBILE ‘50 (98) 4-dr., 2 at $2,760*; | STUDEBAKER ‘48 Commander 4-dr., 
5. | (88) Holiday, §$2,820*. "49 (88) 4-dr., | $1,275, $1,290, $1,300, $1,150. 
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Lh) ae MORE FAMILY UNITS MEAN 
e277) MORE BUSINESS IN NEW YORK 


and the Journal-American delivers more business 
with an all-time-high in family circulation 


pV En WHERE you turn in New York, there is And they take their deeply-rooted reading 
residential building; skyscraper apartments in habits with them. The Journal-American, over fifty 
Manhattan, garden communities in Queens, vast years New York's leading evening newspaper for 
projects of one-family homes that cover acres and _ family reading, is more popular in New York homes 
acres of former farmland on Long Island and than ever before. Today, Journal-American circu- 
New Jersey. lation is at an all-time high . .. over 730,000 families 
As fast as these units are constructed, home-___rely on it every evening. Among them are the 
hungry families are ready to move in. Where are thousands upon thousands of newly-formed fami- 
these families coming from? Population growth? lies young, eager and buying. 
Some. Influx from other cities? A little. But most i 
are a result of split-offs from doubled-up house- Families mean business and more families 
holds. Young families today are setting up indi: mean more business. The Journal-American is 
vidual housekeeping ... going out on their own read by more families than any other evening 
at a faster rate than ever before. newspaper in America. 
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plant at Painesville, O., and the 
Naugatuck chemical plant at Nau- 
gatuck. He has been with the firm 
for 22 years. 

At the same time, Coe announced 
jappointment of Joseph P. Mona- 
han as general control manager of 
|the Naugatuck chemical division. 
Monahan will be in _ executive 
charge of accounting and account- 
ing control in all four plants of the 


division. 


* * 


Purolator Products Names 


Abeles General Manager 


James D. Abeles, formerly assist- 
ant to the president, has been 
named vice-president and general 
manager of Puro- 
lator Products, 
Inc. Rahway, 
N. J., Ralph R. 
Layte, president, 
| has announced, 

Abeles has been 
with the com- 
pany since 1940. 
Before becoming 
assistant to 


. 





ON FORD BOARD—This is one of the first pictures of Henry Ford II, president of Ford, 





and Ernest R. Breech, executive vice-president, with the five new directors. Left to right 
ar2 Del S. Harder, vice-president of manufacturing; Lewis D. Crusoe, vice-president and 
general manager of the Ford division; Ford; Breech; Theodore O. Yntema, vice-president 
of finance; John S. Bugas, vice-president of industrial relations, and Harold T. Youngren, Layte, he had 
vice-president of engineering. | served as assist- 
| ant plant super- 
intendent, quality manager 
cost reduction engineer. 

4 + 


U. S. Rubber Ups Opper 





4. D. Abeles 


Auto Personnel 


a 








Charles Esch has been promoted| transferred to the company’s | Appoi : 
: . ‘ os : ntment of Richard K, Op- 
by Kendall Refining Co., Bradford, | technical service activities in | por — ine mine manager - 
Pa., to sales manager for the De-| Detroit. lrubber chemicals for Naugatuck 


* + + 


troit division. 
Esch joined Kendall Oct. 1, 1945,| U, §, Rubber Names Wendes 
| Walter J. Geldard, sales manager. 


as a sales engineer and has served |, i cs 
in that capacity until his new To Head Synthetic Plants |Opper joined U. S. Rubber in 1929 
appointment. Appointment of John C. H. Wen- | as a chemist. 
. | des as production manager of Nau- | 
|gatuck chemical division, United| Charlotte 
| States Rubber Co., is announced by | 
John P. Coe, vice-president and | 


general manager. 


chemical division, United States 


(N. C.) Ford Office 
Again Promotes Borough 


+ * 


* + 


Ethyl Corp. Names Taylor 


Assistant Research Head 


John B. Taylor jr. has been ap- 
pointed assistant director of re- Wendes will supervise all manu- | 
search at the Ethyl Corp, labor- | facturing and engineering opera-|the Charlotte, N. C., 
atories in Detroit. He will direct | tions in the synthetic rubber plants | the Ford Motor Co.’s Ford division, 
research on automotive and avia- operated by the division in Nauga- C. Gordon Johnston, district sales 
tion products. |tuck, Conn., Port Neches, Tex., and |™anager, has announced. 

Taylor joined Ethyl 19 years | Borger, Tex. He will also supervise} The promotion was the second 
ago as a field engineer in Balti- | manufacturing and engineering ac-/|this year for Borough. He was ad- 
more, and three years later was 'tivities in the Marvinol vinyl resin|vanced to district car sales man- 
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with CELLO = RIGHT 


is 


item 


HERE IT 


The red-hot 
you've been looking for. Hun- 
dreds of dealers have already found 
“diamonds in their own back yard” 
by easy sales of Cello Grille and 
Trunk Guards. “A few dollars spent 
on Cello Guards may save you many 
times the cost of repairing damage” 
-this bit of selling wins many a 


accessory 
















sale. Try it on both new and used- 
car customers and convince 


yourself. 






CELLO GRILLE GUARD 
WITH WINGRAILS 






Custom styles for 1950 cars. Similar 
guards for 1946-49 models. Gleam- 
ing beauty — “looks like a million”. 







FENDER GUARDS Guaranteed Super-Chrome finish. 
1949-1950 FORD 


1950 PLYMOUTH 






Installed in 5 to 8 minutes. Order 








from your nearest jobber or direct 
from factory. Specify car make and 





year when ordering. Send for FREE 


catalog and price sheets today. 





CELLO LICENSE 
PLATE FRAMES 
Over 1,000,000 
pairs sold 










‘ 


8, MASS. 


Se ital Len casi oe 





CELLO- YOUR GUARD or Life 









and | 


| Rubber Co., has been announced by | 


Randal C. Borough has been ap- | 
pointed assistant sales manager for | 


district of | 
. |of Dutton-Lainson Co., 


|N 


| Lainson, who becomes chairman of 
| the board. 


of the Delco Products division of 


|Head of Merchandising 


|pointed Edward A. Smith as direc- 
|tor of its newly-created merchan- 
|dising division, which will be re- 
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ager in March, from the former 
position of used-car and _ truck 
sales manager, when Ford’s Char- 
lotte district was expanded. Bor- 
ough joined Ford in January, 1946, 
and was assigned to the Charlotte 
district in 1948 as a sales repre- 
sentative. 


| 


* * 


Lynch Named Controller 


Of Ford Defense Unit 

G. J. Lynch has been appointed 
controller of the newly formed de- 
fense production division of Ford 
Motor Co., it has been announced 


* 


by Richard E. Krafve, division 
|general manager. John F, Cooney 
|will be manager of the salaried 


| personnel department, Krafve said. 
| Lynch has been executive assist- 
ant to the controller, Ford Motor 
Co., since Jan. 1, 1949. He joined 
Ford in 1946. Cooney has been man- 
ager of employe services for the 
industrial relations department of 
Ford division. An attorney, he 
joined Ford in 1944 in the sales 
department. 
a 
| Buda Advances Daniels 


To Vice-President 
L. C. Daniels, formerly chief en- 
,gineer of Towmotor Co., Cleveland, 
has been appointed a_ vice-presi- 
dent of Buda Co., Harvey, Ill. He 
will be in charge of Buda's mate- 
rials handling division. 
* + * 


Miller Named 


Appointment of Robert W. Miller | 
|as service manager for the GMC} 
retail store at 3925 Vermont Ave., 
jand the GMC service station at 
7043 E. Kirby, Detroit, was an- 
nounced by L. J. Truesdell, GMC} 
retail store manager. 

* + * 


Lainson Succeeds Father 


Hal Lainson is the new president | 
Hastings, | 
eb., succeeding his father, H. A. | 


x * 





* * * 


Swanson jr. Succeeds Father 


| 


~| As Chief of Globe Hoist 


Retirement of F. W. Swanson 
from active management of Globe | 
Hoist Co., Des Moines, and election | 

of Fred W. Swan- 
son jr. as chair- 
man of the board, 
was announced 
last week by com- 
pany officials. 

Active direction 
of the company, 
which manufac- 
tures automobile, 
bus and truck} 
hoists, milking 
machines, indus- | 
trial lifts, eleva- 
tors, boat hoists, grain dumps, and | 
other lifting equipment, will be 
taken over by Fred W. Swanson 
jr.. who is also chairman of the 
executive committee. Globe Hoist 
has plants both in Des Moines and | 
Philadelphia. F. W. Swanson will 
continue as a member of the board | 
of directors. 

The company also announced | 
that F. L. Bredimus, executive 
vice-president, has also been elect- 
ed treasurer, in addition to his 
other office. 





Fred Swanson jr. 





* * + 


MacDonnell Named 
J. A. MacDonnell has been ap- 
pointed assistant to I. C, Jacobs, 
vice-president and general sales 
manager of Gilbert & Barker Mfg. 
Co., West Springfield, Mass. 


* * * 


Buick Appoints Mitchell 


General Master Mechanic 
Roger E. Mitchell, 57, assistant 
general master mechanic at the 
Buick plant, has been promoted 
to general master mechanic. 
Mitchell, a veteran of 35 years 
at Buick, succeeds Fred C, Pyper 
who retired last month. 
* * * 
Matthewson Named 
Dan R, Matthewson, comptroller 


General Motors, has been elected 
president of the Dayton control of 
the Controllers Institute. 


* * * 


Collins & Aikman Names 


Collins & Aikman Corp. has ap- 
3 


New 1950 


AUTO-TURNTABLE 


Portable ZS 


sponsible for new product develop- 
ment, merchandising and advertis- 
ing. 

Charles L. Conley was named as- 
sistant director. At the same time, 
Bruce L, Alexander was appointed 
manager of advertising and sales 
promotion. 

* 
C. 1. T. Names Jordan 

Donald R. Jordan, of Waterloo, 
Ia., has been promoted to district 
manager of the Universal C. I. T. 
Credit Corp. branch office at Grand 
Island, Neb. 


* * 


AUTOMOTIVE NEWS, the Newspaper of 
the Industry, read by everyone who counts 
in America’s No. 1 Industry . an esti- 
mated more than 100,000 readers weekly! 


LICENSE PLATE 
FASTENERS 


On or Off With a Quarter Turn 


Heavy %-inch bolt (with T-hea:’ 
and square shoulder) fastens 1: 
cense plate securely in place. Willi 
not lose off. 
PLATED TO PREVENT RUST 
No. 51—Dealer Cost, each 
Packed 12 to Box- 


Money-Back Guarantee 


IMMEDIATE DELIVERY 
If Your Jobber Cannot Furnish 
Order Direct from... 


HOUSER ENGINEERING & 
MFG., INC., Bluffton, Ind. 
Over 


100 Service Items 








America’s No. 1 Bag Maker 
and Burlap Importer 
DETROIT « Brooklyn « Chicago 


Indianapolis « New Orleans 
Boston « New York « St. Louis 





Also Offices In Other Principal Cities 









Llowu- Pruced 






Move it 
anywhere 


JUST 
PLUG IN! 


\ 


. . Used Car Lot or Showroom, 
or on your ROOF, for a 
BIG Used Car Sale SIGN 


$395 F.0.B. New York 


BRUNNER’S, INC. 


58 E. Center St., Manchester, Conn. 
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FOR MAXIMUM SELLING POWER IN THE BIG hictigo' Mihi 





in the Chicago Tribune 


The extra business available in metropolitan 
markets produces increased competition and 
calls for added power in promotion. In the 
big Chicago market, you give your promo- 
tion maximum selling power when you use 
full pages in Chicago Tribune newsprint color. 

Newsprint color attracts attention faster 
and holds it longer. Full pages permit strik- 
ing display of your entire line, or dramatic 


presentation of a single model. 


to compare with Chicago Tribune newsprint 
color pages. They get maximum response 
from the people who buy the bulk of the new 
cars in Chicago and suburbs. 

In addition, newsprint color pages in the 
Chicago Tribune aid your selling effort in 
hundreds of midwest towns and cities where 
the Tribune long has been a major selling 
force. 


For complete information on how news- 


g To stimulate buying action at the local print color can increase your consumer 25.2% 
PAPER 
level, there is nothing in the Chicago market franchise throughout the important Chicago TRIBUNE B 





market, consult your Chicago Tribune rep- 
resentative. 


Percentage of expenditures placed 
in each Chicago newspaper by 
automotive advertisers. 

Year 1949 





UST 
IN! A. W. Dreier, 1333 Tribune Tower, Chicago 11 

E. P. Struhsacker, 220 E. 42nd St., New York City 17 
m, W. E. Bates, Penobscot Bldg., Detroit 26 





Chicago Tribune Representatives: Fitzpatrick & Chamberlin, 155 Montgomery St., San Francisco 4 
‘ also, 1127 Wilshire Blvd., Los Angeles 17 


MEMBER: FIRST 3 MARKETS GROUP AND 
METROPOLITAN SUNDAY NEWSPAPERS, INC 


‘ is 
2 ¥ New Savings in Color Plates You can use your present magazine or direct mail color engravings for Chicago Tribune 


nn. newsprint color. Enlargements from magazine and direct mail originals cut plate cost and production time as much as 50%. Ask to see specimens. 
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In the Hopper 





A bill to allow persons between 
the ages of 45 and 65 seeking em- 
ployment to take cases of discrim- 
ination because of age to the fair 
employment practices commission 
of Massachusetts has been signed 
by the governor. 

* * * 


Mercantile Trade in Conn. 
May Boost Minimum Wage 


Connecticut Labor Commissioner 
John J. Egan has announced that 
a final hearing will be held Aug. 
24 in Hartford on a recommenda- 
tion that a minimum wage of 75 
cents an hour be established in the 
mercantile trade in Connecticut. 

A report issued by the state mer- 
cantile minimum wage board rec- 
ommended a 75-cent minimum wage 


Wak) 





up to 44 hours a week, and in- 
cluding part-time work; time-and-a- 
half for work over 44 hours; 60 
cents an hour pay for learners un- 
der 18 years of age for the first 
100 hours, and 75 cents thereafter. 

The current wage scale in the 
trade, which employs about 107,000 
persons in Connecticut, provides a 
minimum wage of $22 for a 36 to 
44-hour week, or 55 cents an hour 
for less than 36 hours a week. 

* * * 


Proposal Would Restrict 


Portland’s Right to License 


A ballot title for a proposal de- 
signed to restrict the city’s power 
to license for revenue and regula- 
tory purposes has been approved 


Ovision 





79 





f 
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CREATIVE ENGINEERING 


Manufacturers who put their braking problems up to Bendix 


matchless experience in the fields of creative engineering and 


BUILDERS 
OF THE BASICS 
OF BETTER 


MOTOR VEHICLES 
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tation of the matter is “inevitable.” 


The measure, which will be voted 
on in November if sufficient signa- 
tures are obtained by the group 
sponsoring the charter amendment, 
would limit the city to % percent 
of net revenue and, in the opinion 
of the city attorney’s office, would 
also limit the city to issuing rev- 
enus or regulatory ordinances, but 
not both. 

City officials and sponsors of the 
measure have disagreed sharply on 
the definition of the word “either,” 
a key word in the ballot title. 


* * * 
Increased Car License Fee 


Recommended in Louisiana 


A Louisiana license rate hike has 
been recommended by W. G. Ste- 
—— phenson, division engineer of White 


by the Portland (Ore.) city council. | title was criticized by Chief Deputy Motor Co. in New Orleans. 
Containing the wording of the|City Attorney Virgil H. Langtry as| Calling the present $3 rate 
entire act sought by a “committee | “ambiguous.” If the measure is|“merely a political gesture,” Ste- 
to restrict occupation taxes,” the | approved, he said, court interpre-|phenson said Louisiana derived 90 
: — ————— nee percent of its auto taxes from 
gasoline and 10 percent from li- 
cense fees, in contrast to most 
other states. 
« as * 





NEW DeSOTO-PLYMOUTH DEALER'S BUILDING IN TERRE HAUTE, IND.—Key Auto Sales 
made good use of a spacious corner location for new-car display. The display room is glass 
inclosed from floor to ceiling on three sides and a space was left at the intersection for 
the showing of two new cars outdoors. The big windows in the service department have 
brick window boxes for floral displays. 


|Special Earnings Levy 
Defeated in St. Louis 


A proposed new city charter 
for St. Louis, which included a 
provision authorizing a tax up 
to 1 percent on the earnings of 
all businesses in the city and all 
individuals working in the city, 
was overwhelmingly defeated in 
the Aug. 1 election. 

A local income tax of % per- 
cent expired in St. Louis on July 
17. It had been authorized by 
action of the state legislature, 
but expired when Gov. Smith 
failed to call a special legislative 
session to consider extension of 
the city’s power to impose such 
a levy. 


GEARED TO QUANTITY PRODUCTION 


+ * . 
Voters in Alabama County 


Defeat Proposed Gas Tax 


Voters of Baldwin county, Ala- 
bama, rejected a proposed one- 
cent county gasoline tax by a mar- 
gin of more than three to one. 

Highway-user groups had cam- 
paigned vigorously against the pro- 
posed county levy, which was 
sought to raise $70,000 a year for 
road and bridge maintenance and 
improvement. 

+ . . 


Pq. Port Authority Bill 


Flayed by Keystone Club 


~The Keystone Automobile Club 
has raised a question of serious 
concern to the 22,000,000 motor- 
ists and truckers who annually 
cross the Delaware river bridge. 
It is the possibility of an increase 
in tolls from the present 20 cents 
to 50 cents, Or even more, if the 
Pennsylvania legislature follows 
the lead of New Jersey and pass- 
es a port authority bill giving 


Producing 75 million brakes is a remarkable 
accomplishment even in these days of large numbers and mass 
production methods. This remarkable record is made possible 
because Bendix Products Division has such things as — 


A quarter century of specialized experience 
Recognized engineering excellence 


Research that has set the pace 
in design development 


Proved manufacturing skill and capacity 


Overwhelming endorsement of the 
automotive industry 





—regardless of the type of vehicle—soon see what this 


quantity production can do. 


BENDIX-> 


PRODUCTS 
DIVISION ° 


SOUTH BEND 


E Sal International Division, 72 Fifth unlimited powers for toll rate- 
Avo, Newial 11, N.Y. ¢ Canadian Seles: Bendix- fixing. 
Eclipse of Canada, Lid., Windsor, Onterie, Caneda 





In urging motorists to “help 
swell the volume of protest the 
club is voicing against the cre- 
ation of a super-governmental 
agency with unlimited powers to 
hijack the motoring public,” J. 
Maxwell Smith, Keystone’s pres- 
ident, said, “all that remains now 
is the passage of a port authority 
measure by Pennsylvania next 
year to set the stage for the big- 
gest doublecross of the motorist 
in history.” 

* * * 


$100 Million Highway Bond 


Signed in Massachusetts 

Massachusetts’ Gov. Paul A. 
Dever signed the second $100,000,- 
000 highway bond issue in the pres- 
ence of about 100 persons. He 
termed passage of the bill “a tri- 
umph of civic enterprise and bi- 
partisan effort that overcame nar- 
row-mindedness of a small major- 
ity.” 


* * * 


No More ‘Labor’ Fronts 


Gov. Dever has signed into 
Massachusetts law a bill to pre- 
vent Communists and Commu- 
nist-front organizations from us- 
ing the word “labor” in any of 
the titles of their organizations. 

+ * * 


Vehicle Chief Gets Raise 


A bill increasing the annual sal- 
ary of the Massachusetts state reg- 
istrar of motor vehicles from $7,500 
to $11,000 has been signed into law 
by Gov. Dever. 
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Affecting Factories and Dealers... . 
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}announced the winners. Kudner| 
Agency represents Fisher 


* o * 


| Ford in Flair 


Auto Advertising In the August issue of Flair, | 


By George Deer, 


Associate Editor 


There’s no doubt that automotive | 
idvertising played a leading role| 
in the 6 percent boost in national | 
idvertising for the first half of the 
year compared with the same 
period a year ago. 

In breaking down its national | 


advertising index, Printer’s Ink | Guild Awards on ABC 


states that magazines were up 2 


percent, newspapers, 12 percent; | yorsity 


outdoor, 12 percent; 
234 percent. 
On the losing end we 


i drop of 4 percent for the first six 


| ers and a note from Plymouth 


Ford used a four-page, four-color | 

. gatefold insert. Although gate- | 
Sales Manager Bob Somerville folds have been used many times 
which reads: “Thanks for loan- | jn Flair’s editorial pages, Ford 
ing your husband to us this eve- is the first advertiser to take ad- 

ning.” vantage of this innovation. 

N. W. Ayer «& Son Three of the four pages feature 
Plymouth advertising. the Country Squire station wag- 

> * * : | 

on, while the fourth page is | 

given over to the new Crestliner. | 

| J. Walter Thompson is the agency. 


handles 


Winners of cash awards and uni- 
* * a 


scholarships aggregating 


television, | $65,000 in this year's Fisher Body | Names 
re radio with Craftsman’s Guild competition were | 
|presented on a special broadcast |joined the copy staff of Ross Roy| 


Dale R. Walrath of Detroit has | 


of 


KEEPING .PUBLIC INFORMED—Central Cadillac, Cleveland, has signed the sponsorship 
a five-minute television newscast over WNBK. Signing the contract are (seated) Gene 


: : in |OVer 37 station Aug. 15. »|ad agency. He was forme i. 
months and expenditures for ads in 7 ABC stat & 5. The | & y erly associ Myers, WNBK; Joe Fewsmith, Meldrum & Fewsmith ad agency; (standing) Gordon Ward, 


business papers 
publication says. 
The index for June was up 10 
percent from the corresponding 
month in 1949 and higher by 1 
percent than in May this year. 

. * o 


Perry Joins C-E 
Robert L. Perry, after extensive | 
newspaper editorial, advertising 
and public relations experience, | 
has joined the 
publicity staff of 
Campbell - Ewald, | 
Henry G. Little, 
executive vice-| 
president, an- 
nounced last 
week. After grad- 
uation from the} 
University of| 
Michigan, he en-| 
gaged in news-| 
, paper work and 
R. L. Perry for 14 years act- | 
ed as travel editor and later as 
business and automotive editor of 
the Detroit Free Press. He entered 
advertising work with cuthrauff & 
Ryan and in 1946, with a partner, | 
organized Sales Counselors, Inc., 
Detroit. It was from this latter | 
company that he came to Camp-| 

bell-Ewald. 


* * . 


Dodge on Airways 
The Dodge division’s as yet 
unnamed TV show over ABC has 
been given a tentative starting 
date of Oct. 1. On Sundays from 
7:30 to 8 p. m., it will feature 
acts from popular Broadway 
plays and musicals with Vincent 
Freedley as producer under the 
sponsorship of the American 
National Theater and Academy. 
Original casts will be used, a 
company spokesman said. Ruth- 
rauff & Ryan is the ad agency. 
> . . 


Gatefold in Post 


Seiberling Rubber will launch 
something new in automotive ad- 
vertising this week when the Aug. | 
26 issue of the 
Saturday Evening 
Post a three-page 
gatefold spread 
plugging Seiber- 
ling tires. 

Believed to be 
the first gatefold 
advertisement to 
appear in a na- 
tional weekly 
magazine, the i j 
three-page ' = 
spread, which J. A. Fouche 
boosts a fall tire sale by Seiber- 
ling “master” independent dealers, 
is the first of its kind in the Post, 
according to Seiberling Advertis- 
ing-Merchandising Manager J. A. 
Fouche. 

But Fouche says that isn’t the 
only innovation. He claims it is 
also the first national gatefold 
ad for a rubber manufacturer. 
The oddity of a three-page spread 
is important to the firm’s type of 
campaign this year, which is 
based on putting all the compa- 
ny’s eggs in a few baskets. 

It is spending less for national 
advertising than in previous years, 
but counts heavily on large-space 
“smash” insertions in the Post, 
Life and Country Gentleman. 

Seiberling’s agency is Meldrum 
& Fewsmith, Inc., of Cleveland. | 
Andrew Meldrum is account exec- | 
utive. 
* * - 


One Dozen Roses 

While members of the work- | 
ing press were guests of Plym- | 
outh at a cocktail party marking | 
the division’s annual model plane | 
contest, their wives at home were | 
the surprised recipients of flow- | 


decreased 2. the|@uarter-hour program 
sored by Fisher. Bert Park, mas-|Co. in Mexico, and Bull Dog Elec- 
| ter of ceremonies of Stop the Music, |tric Products Co. in Detroit. 
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NATURAL BEAUTY AND APPEAL COMBINED 
WITH SUPERIOR CRAFTSMANSHIP—ALREADY A 
BEST SELLER THROUGHOUT THE NATION 


HEAVY TRIPLE PLATED 


ye 
a e GOLD AND CHROME 


EXCEEDS STANDARD AUTOMOTIVE SPECIFICATIONS 


FEATURING 3 MODELS 


A Gs a") Serta a Peter. Te pe + 
® GOLD AND CHROME.... = 8.75 
EERE 5) 6 5-6. 406 6 6 as 
BASES RETAN AT. ...:.:,:«-. 2.50 


BASES ILLUSTRATED COVER 85% 





was spon-|ated with A. P. Green Fire Brick | newscaster, and Lou Royce, of Acme news pictures. 


Whether you need a man or a hard-to-find part, ‘AUTOMOTIVE NEWS WANT ADS 
will do the trick! 


PROFITS 











FOR EVERY CAR 1946 AND UP! 





OF SALES 






@® MATCHES HOLES IN HOODS— 
PTL 

® INDIVIDUALLY STYLED— 
CIID esa Tae 








COMPARE THE VARIATIONS IN CONTOURS, 
LENGTH, ETC., OF BASES SHOWN AND NOTE: 
It is impossible for any single universal base to prop- 
va Ant Gold] Shaka a 








Please rush the following order for Trumpeter Swans and bases: 

Gold & Chrome (at $5.25 ea.) All Chrome (at $4.50 ea.) 

All Gold (at $6.30 ea.). Bases (at $1.80 ea.) 

Make of Car ; . Model year 

Ship to: gs ataras Pag ten alt a 

Street..... pares a ceceraa « RUIN Sis ecareceseca . State 
Please service through one of my following jobbers: 


Mea dd HELM ACCESSORTES INC. 


5946 CASMERE AVE. a DETROIT 12, MICH. 
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‘When Johnny Goes Marching Off Again’... 





Status of Time-Sales Contract? 


By Tom Hewitt 
Staff Writer 


7. happens to an auto in- 
stallment contract when a man 
paying on a car is taken into the 
armed forces. 

Under the still-active Soldiers’ 
and Sailors’ Civil Relief Act, the 
deal is more or less suspended 
for the duration because the per- 
son is not required to make pay- 
ments until three months after 
his discharge. 

During World War II, finance 
company officials point out, most 
draftees either sold their cars or 
had relatives or friends take over 
payments. Comparatively few took 
advantage of the act’s benefits, 
perhaps because they didn’t under- 
stand them. 

« * * 

OWEVER, one credit man be- 

lieves that more servicemen 
will hold onto their cars this time 
because veterans of the last war 
found that when they returned 
prices for the same autos they had 


sold earlier had been hiked a few 
hundred dollars. 

Since finance firms will not re- 
ceive payments while the man is 
in service, will they stop hand- 
ling paper of prospective draft- 
ees, thereby reducing automobile 
sales? 

“No,” 


Buick Aug. Sales 
Double °49 Rate 


FLINT.—Buick sales for the first 
10 days of August totaled 17,384 
cars, an increase of more than 100 
percent over the same period in 
1949, when 8,615 units were sold, 
reports General Manager Ivan L. 
Wiles. 

It was the seventh time this year 
that sales for a 10-day period have 
exceeded the 17,000 mark, Wiles 
said, and boosts the total sales for 
1950 to 347,881. This is an increase 
of 49.3 percent, or 114,905 cars, over 
the 232,976 units sold to this date 
last year. 


replied spokesmen of the 





| firms surveyed by Automotive News. 
| That is, unless the man has already 
received his induction notice. But 
just because a man is eligible for 
the draft age-wise, his deal will 
not be turned down. 
* * ” 
OWEVER, NADA and some 
state dealer associations have 
urged dealers to investigate the 
draft status of prospective buyers 
|in the 19-26-year-old group. 
If there is a chance that the 
buyer may be inducted the deal- 
er should ask the father or some 


sign for the car, the associations 
have stated. 

All credit companies reported 
that the act was not abused dur- 
ing the last war. They also said it 
was not such a bad law and didn’t 
work many hardships. 

* * * 
LTHOUGH the serviceman is 
not compelled to pay while in 
the military, local courts may de- 
cide against him if his non-pay- 
ment works a greater hardship on 
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DEALER SHOWS HORSEPOWER ON THE HOOF—The Anheuser-Busch eight-horse hitch o! 
Clydesdales was stabled in Plymouth dealer Louis Rose's showroom when it was exhibitec 
in Detroit last week. Said Rose: "This has brought more crowds into our place than any 


thing in the last six months." 
president of the Detroit Auto Dealers Assn., 


the mortgage holder than on him, 
the act provides. However, such 
cases would probably be few. 

And although one credit official 
pointed out that the act does not 
allow the serviceman who is not 
making payments to use the car, 
another said that the bench may 
rule it legal. Therefore, local 
courts hold much power over the 
act. 


The Soldiers’ and Sailors’ Civil 
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plastic sheet before it 


before being used. 
But this is only one of 142 Quality Checks and Controls. All of 
them are equally important to your car owner customers—because 


they assure: 
P 
2. 
3. 
4. 


Better heat stability 

Better light stability 

Better strength for safety 
Better adhesion, glass to plastic 





ONE ‘ Vi Cally Checks 


Good quality safety glass depends upon good quality plastic. 
That’s why we make eighteen separate checks of the ingredients 
that go into the plastic—then make 43 additional checks of the 
oes to the assembly room. In our check 
No. 23, for example, each batch of plasticizer is chemically analyzed 


y 


7 





That’s why L-O-F Hi-Test is the best Safety Plate Glass you 


can get- 


-anywhere. 


Nicholas Building, Toledo 3, Ohio. 


NO FINER GLASS THAN 
LIBBEY-OWENS-FORD 


HI-TEST SAFETY 


Libbey ‘Owens: Ford Glass Company, 285 





In the picture (left to right): Paul Graves, executive vice 


visits Harry L. U'Ren, sales manager for Rose 


other member of the family to | and Bob Berra, manager of the team of horses. 


Relief Act’s regulations also apply 
to time sales of other goods. 


Used-Car Dealers 
In New Mexico 


Form Association 


ALBUQUERQUE, N. M.—A state 
used-car dealers association was 
formed here last week. E. W. Rich- 
ardson, of Albuquerque, was chosen 
president. 

Affiliated with the National Used 
Car Dealers Assn., the new organ- 
ization is known as the Motor Ve- 
hicle Dealers Assn. of New Mexico. 
| Fifty-two dealers were present. 
| Other officers are Cliff Wallis, 
| Vice-president; Howard Hogan, 
|treasurer, and Jack Kriegel, all of 
| Albuquerque. Wallis and Kriegel 
were chosen as directors on the 
national board. 

Eric Deubner represented NUCDA 
jat the meeting. 


Willys Field Job 


Goes to Sanford 


TOLEDO.—William S, Venn, gen- 
eral sales manager of Willys-Over- 
|land Motors, has announced the 
jappointment of Emile F. Sanford 
|sr.. Memphis, as an assistant spe- 
|cial representative in Tennessee, 
|Alabama, Louisiana, Mississippi 
and Arkansas. 

In that capacity Sanford will act 
|as an aide to Sam Brasseale, Mont- 
| gomery, Ala., Willys-Overland’s old- 
jest field representative from point 
of service. Before his appointment 
|to the Willys staff, Sanford was 
wholesale manager for Davis Mo- 
tors, Inc., Memphis. 

















Pynn Gives Trophy 
Leander Pynn, Ford dealer in 
|Meredith, N. H., has donated one 
|of the 22 trophies provided by 
| Meredith businessmen for winners 
in the Pemiquaney riding club 
|horse show. Pynn gave the trophy 
| Offered in the three-gaited class. 


STOP 


BLOWBACK 
OVERFILL and 
EXPANSION 
SPILLS 





VENTALARM 


| WHISTLING TANK FILL SIGNAL 


in 1950 over 1,000,000 cars will 
be factory equipped with 
VENTALARM *: Signal 
The car you sell 
deserves one. 


SCULLY. SIGNAL COMPANY 
92 First St., Cambridge 41, Mass 


| WHEN SALES ARE SLACK 
SHOW A TRIANGLE JACK 


a 


Y= Quick demonstrations 
sae make quick profits. Tell ‘em 
th how it works on hills, ice, 
es or in mud, ruts and you'll sell 
‘em. Send for free sales 
helps or ask your jobber. 


TRIANGLE JACK CO. 
WICHITA, KANSAS . 
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New survey shows that 
wy New York’s new car dealers 
Ee | find The New York Times 








o apply 
i 4s ad ‘en : 
rs best” advertising medium 
on 
tee In a survey just made, in which more than 700 dealers responded, New 
’, Rich- . e 
chosen York’s new car dealers say “The New York Times is best for new car adver- 
‘organ: tising” by more than 2-to-1 over any other newspaper. 
Mexico. | : ‘ ss : 
i | The survey was made independently and impartially by John Felix 
sail of | Associates, Inc., of New York. Its findings are based on replies by 709 
ae new car dealers throughout New York City and its suburbs. 
. | In the survey, the dealers were asked, “Which three New York 
q newspapers do you consider the best for new car advertising?” 
rover The New York Times came out strongly on top. It was the first 
matord i choice of more dealers than the next two newspapers combined. 
ie This is a highly significant survey for every automotive advertiser, 
's old. whether he is selling new passenger cars, trucks, gasoline, or accessories. It 
point 
— points the way to the most profitable automobile market available anywhere. 
is Mo- ~ 

New York City and its suburbs are the biggest automobile market in 
ler in the world. New York’s new car dealers account for some *748,000,000 
inners | in annual sales. Their experience informs better than anything else the best 
om” | way to sell this market. And their experience is what this survey is based on. 





This sales-tested experience of New York’s new car dealers also tells 
why The New York Times is the leading automotive advertising medium 
in this market. And it should inspire the enterprising automotive advertiser 
to inquire how extra advertising in The New York Times can produce, 
quickly and economically, extra sales and extra profits. 

For full information about the survey, and about The New York Times 
and its performance as the leading advertising medium in the world’s 
biggest market, call our Detroit office in the General Motors Building at 
TRinity 3-3800. Do it now. 


Che New York Cimes 


one “ALL THE NEWS THAT'S FIT TO PRINT” 





‘ll sell OFFICES IN NEW YORK, BOSTON, CHICAGO, DETROIT, LOS ANGELES, SAN FRANCISCO 








34 


Merchandising 


Memos to Dealers 





ANY dealers are adding to their 

reputation in the present un- 
certain period by confidence-build.- 
ing advertisements. 

It is always an intelligent move 
to advertise in the public interest, 
especially when the general temp- 
tation is in the opposite direction. 


We noticed the other day a couple 
of good examples of that type of 
advertising, one by C. R. Evans, a} 
Chevrolet dealer in Drexel Hill, Pa., | 
and the other by Charles Kreisler, | 
a Nash dealer in New York City. 

Kreisler’s ad, in the Journal | 
American, said: 

“Keep Your Shirt On! 

“Don’t let anybody war-scare 








% 


By Bob Finlay 


|As an American, I refuse to be a 


| tags prove it.” 


production. Needless to say the se- | 


Leerteg- 


_ AUTOMOTIVE NEWS, AUGUST 21, 1950 


curity of our country must come} 
first and we, as businessmen and 
citizens will gladly accept whatever | 
may be the demands of our govern- | 
|ment in the allocation of materials | 
| for the war effort. 
“While we anticipate some re- 
duction in supplies, we do not 
share the alarm of many people 
that a real car shortage will 
quickly develop and we urge our 
customers to cooperate with us in 
maintaining a calm and orderly | 
system of securing delivery of | | 
new Chevrolet cars and trucks. 
“In particular, we wish to assure | 
the residents of our community, | 
whatever develops, our policy is to| 
serve the automotive needs of our | 
local residents first and to the best | 
of our ability. During this period of 
uncertainty both you and we as 
loyal citizens will have to exercise 
our patience and good judgment in 
order to keep our war effort and 


| 
| 
| 
| 


you into paying more money for 
a used car than it’s worth. 

“My price tags show exactly the 
same figure they did before Korea. 


party to panic buying and my price 


: : 7 between representatives of a group of San 


Hits Rumors station KFMB-TV. Left to right are: Wilson 


A. L. Reneau jr., South 





VANS‘ ad, placed in Pilgrim’s|our national economy in proper | ° the association; 
4 Progress, was headed: balance and sound condition. Above | peat a anand 
“An Important Message from all, let us avoid the creation of ai 
Your Chevrolet Dealer.” ‘artificial scarcities, which our| Condition, we are continuing to 
Copy ran: | President warns, is what any enemy | ¢Xpand and improve our already 
“As a result of the Korean crisis|of this country would want us| large_and modern service facili- 
and the international situation, | to do. ties. Regardless of make, you are 


invited to bring your motoring 
problems to our courteous and 
capable service organization. 


“To repeat, our sales and service 


“For those who are unable to 
secure new vehicles as quickly as 
desired and must continue to 
keep their present cars in good 


there has arisen considerable spec- 
ulation and rumor about the extent | 


of curtailment of new automobile | 





“o OUTS X— 
IAN Kochctam 
‘uth Mud aed 
t#27 °* 


Whether you buy tubing for plumbing, heating, air condition- 
ing, automotive or aviation purposes, H & H has the tubing 
that’s exactly right for you. Pictured here, for example, is 
H & H Lockseam Tube, a strong edge seam tubing that’s made 
round or oval in sizes to meet requirements in the heating and 
cooling fields. Because H & H reroll and continuous strip 
annealing facilities are among the finest, uniform temper is 
always the result. Because close tolerances are maintained, a 
good solid bond is insured at all times. So if it’s quality, service 
and savings you want, it will pay you to consult the H & H 
representative nearest you. Why not do it today? 


Ce 


& 4 TUBE AND MANUFACTURING COMPANY 


248 N. Forman Avenue e Detroit 17, Michigan * Vinewood 2-3600 
ee_—_—_— 
{(—_~Y (P 
(©) a) aa 





LOCKSEAM COIL STRIP AND SEAMLESS TUBING + TUBULAR PARTS 


METALFLO - 





PLANNING A TV SHOW IN SAN DIEGO—A television contract came out of this huddle 


Diego county (Calif.) Chevrolet dealers and 
Edwards, master of ceremonies; L. H. Kornik 


| Guaranty Chevrolet; Jack O. Gross, station owner; Roy J. Miller, City Chevrolet and head 


Bay Chevrolet, and A. L. Flanagan, program 


facilities and our entire organiza 
tion are here primarily for our loca! 
customers and every effort will be 
made to fulfill our responsibilities 
and to warrant your patronage.” 

+ = 


* 
Grudge? 


& R. MOTOR CO. (Hudson) 

* El Campo, Tex., pictured two 
men in their cartoon advertisement 
| one asking the other: 
| “How much do you still owe on 
your car? 

The other man answered: “Only 
| @ grudge against th’ guy who sold 
it to me!” 

The advertisement points out that 
B. & R. Motor Co. has no fear of 
| “grudges,” because their policy is 
| always “a square deal or no deal.” 
+ * * 





| Warning 

“Don’t Wait for the Noise!” is 
one of the popular promotional 

|warning slogans being used by 
Mason Motors, Kokomo, Ind., for 
[its inspection and repair service 
Ray Lindley, parts manager, then 
explains: 

“Let us inspect your muffler 
today! Even if it doesn’t sound 
like a fire engine, your muffler 
may be leaking. Leaking mufflers 
are dangerous. 

“Even a small amount of carbon 
| monoxide may be fatal. Let us give 
| your muffler a thorough inspection. 
There is no charge for this Ford 
|; courtesy service. Bring your car in 
toner Mufflers are priced at $6.50 
|and tail pipes at $3.10, plus installa- 
| tion. 

* * * 


| Down-to-Earth 


AWLS MOTOR CoO., dealers in 
DeSoto and Plymouth cars, at 
Raleigh, N. C., has been boosting 
its repair department by eight-inch 
double column display ads with 
down-to-earth talk under a heavy 
black headline. 
| A recent one, headed “COM- 
PLAINTS,” tells how this com- 
| pany turns complaints into 
| compliments, and gives names of 
operators in the service depart- 
ment. 

The ads have increased business 
| materially, according to the owners 
| They attribute this to the factual 

wording of the ads, such as a motor 
going dead on a prominent street 


Mack Names Beard Truck 

Beard Truck & Implement Co.. 
|605 South Fourth St., Beaumont, 
Tex., has been appointed distributor 
for Mack trucks. 
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DEALERS: 
The Modern Service Identification 
|  Emblem—Plus Advertising Value. 


Write TODAY for beautiful full-size 
FREE SAMPLE... Yours to keep and 
| compare! 
| @ NO OBLIGATION @ 
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read LIFE than any 


other magazine!" 


* Watch for results on other 
makes in succeeding ads. 





By far, LIFE leads all other magazines 
in coverage of new Hudson buyers! 


In the fall of 1949, Statistical Analysts surveyed the magazine reading habits of 
10,000 most recent new Hudson buyers selected on a geographical basis by 
R. L. Polk. Over 3000 answered the question: ‘‘What magazine or magazines 
do you read regularly?”’ Here are the figures proving LIFE is first with Hudson 
buyers . . . just as LIFE is first with all new car buyers! 


PER CENT 
MAGAZINE READING 


Saturday Evening Post 28.0% | < 
Collier's 19.0% 

Look 15.0% ‘ 

Time 14.0% [EE 


First in magazine circulation . . . First in advertising ... First in audience 
FIRST WITH NEW CAR BUYERS! 





9 Rockefeller Plaza, New York 20, N. Y. 
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s War Bulge Flattens... 


New Cars Hold Strong 


standstill with today’s prices below | country dealers for cars, have failed 
| to show up.—(L. H. Houck.) 





(Continued from Page 1) 





increase. This may point to future|those quoted before the $250 in-| 
weakness in the market. crease at the beginning of Korean | fe 
It was reported that many per-| hostilities, and plenty af used cars Chicago 


sons who had previously placed 
orders are being forced to cancel 
because of the lack of ready cash. 
But dealers are adding new orders 
to their books as fast as cancella- 
tions are made. 

The used-car market has tapered 
a bit, some customers reasoning 
they still will be able to get a 
used car at a later date even though 
new cars become scarce. But de- 


on most of the lots. Tradeins of 
used cars on new units are about 
the same as a month ago, new-car 
dealers report, especially on cars 
not over five years old. 

Tire sales continue brisk, one re- 
tailer reporting he had had calls 
from a number of cities and other 
states with one Chicago dealer of- 
fering to buy at retail every tire 
he had in stock. 





N= cars are being sold without 
effort on the part of dealers and 
there are some instances of their 
dropping one or two salesmen. 

A prevalent practice of several 
years ago has reappeared of 
buyers placing orders with differ- 
ent dealers, who in turn exercise 
care to make sure that such 
buyers are not stooges for gray- 








mand is still very strong with market operations. " 
prices up about 10 percent. Used-|_ It is the opinion of retailers that| Some dealers are giving prefer- 
car customers are shopping for two|if shoppers did not go from store|ence to orders involving tradeins 
extremes—late model high-priced|to store placing their orders for| because used-car stocks are at low 
new cars and very cheap ones.—|future delivery, a more accurate| levels and the used-car demand is 
(George E. Toles.) estimate of the waiting list could | heavy. Sixty to 90 days for delivery 
* * *¢ be made. prevail, with some dealers making ; : : ” " : oe 
i i i i — , F i i while sweating ou 
Los Angeles most, customers could go to their rok yey Convery PeCNaee Ie | ae ar oe ee dee, Ee ee, ee ee oe ee Oe es bs tee, has M 
SOUTHERN California new-car usual dealer and get delivery within 7 s+ 6 » closed more than 3,000 independent gas stations in that state. In some cases, prices pl 
ket is holding steady. Dealers a week or 10 days without shopping ‘ dropped to 18.9 cents per gallon. (Acme photo.) nn 
cain amr aaa with cash de-|2?und. Wholesalers report that a St. Louis - 
posits on "ean Some customers |20-48y normal inventory was ex- [DEALERS in St. Louis report a| more, and Chevrolet and Ford ’50s Old D l S t ee 
have refused delivery on many ears hausted in two weeks. strong new-car market but the! $250 to $300 more. Ss eaters oe a 
because of some unwanted acces- There is no shortage, they de- | used-car retail market is very weak.| July deliveries in Hennepin coun- S l M k e ] , a 
sories. This was unheard of three] clare, but the mechanics of man- | There was considerable speculation|ty set an alltime July record but ales ar In st 
weeks ago which indicates market] ufacture and delivery will take | the latter field at the start of|declined from the alltime high set é 
is softening a little. time to build back up. the Korean war, but that has died/in June. : 10 Days of Aug. é 
W. R. Stone, Los Angeles auc-| One said. “We expect to be com- down. Dealers have adequate stocks of Fs in 
tioneer, reports all postwar cars pletel caught up again within 60 The drop of demand in the used-|prewar models at cheap prices,}] LANSING. — Oldsmobile dealers G 
which he sold week before last} qays . Sadie heliewe that the|°2° Sphere, dealers report, is pri-|with many advertising that lots|sold 11,828 new cars in the first 10 ac 
dropped from $100 to $300. Bidding] ..are buying is about over as marily due to the uncertainty of|are crowded. Newer 1950 models|days of August for the largest 10- of 
and buying was very slow.—(Slim people learn there is not an actual young men over the possibility of|are getting a heavy play as being|}day August sales period in the fe 
Barnard.) ctuatial shortage (Lorena Ab- being drafted and their jobs being| available, indicating shortage by|division’s history, it was announced 
ee aR > tt.) : i uncertain until a stabilization of | most dealers. last week by S. E. Skinner, general A 
Memphis _ _ -— » employment is established, as many! The market is believed to be|Manager of Oldsmobile. It bettered 
: s plants in the St. Louis area face |jeveling off on newer used and new|the previous record of 10,397 new =. 
SPOT check of dealers and Eldon, Mo. the possibility of being re-converted | models to around $100 to $200 high-|cars delivered in the last 10 days | aq, 


used-car lots in Memphis to 
find out the effect on the market 
of seven weeks of war shows that 


Yb bpenes war-scare buying spree is 
over here. Dealers mostly are not 


for war manufacturing purposes.— 
(Sam X. Hurst.) 


er than before Korea.—(Nat Wood). 
. * * 


of August, 1949. 
Sales for the first 10 days of 


: burdened with orders for new ee. ae Portland, Ore August showed a 25 percent ad- 
scare buying has slowed to almost | OVET reall l > 
a normai market here. The frantic|®@™S and some dealers have new Birmingham Softening is noted in the new-car | V@NCe Over the same 10 days of 


purchases lasting the first two 
weeks in July calmed down some- 
what, with August, usually a slow 
month, showing a volume above 
the average for the month. 
Dealers report that they have 


cars on the floor awaiting buyers. 
One dealer told this correspond- 
ent that he would sell a hardtop 
model listing at more than $3,000 
if he had to wholesale it—but he 
intended to sell it that afternoon. 














EMAND for new cars is still 

ahead of supply, but is slack- 
ing off. Sales in July were slightly 
behind June, and August is run- 
ning behind July as dealer show- 
rooms are bare. 


demand over the past two weeks 
following the wild sales flurry. 
Inventories are building up due 
partly to dealers picking deals and 
to a decrease in volunteer floor 
play. This trend is not disturbing 


1949, when 9,430 cars were sold. 
This brought Oldsmobile sales from 
Jan. 1 through Aug. 10 to 242,127 
vehicles. This marks a gain of 46 
percent over the 165,620 new cars 
sold for the same period of 1949. 


Sales Chief G. R. Jones said Olds 





ae nt = 


mee Sl F 


cars in stock, and that customers Used cars here are neither a Desh, ae éaliverin t. Duri buvi fl bli si 
, , . g cars as/yet. uring Duying Ourry, pubDlic : 

will pass up a@ car on — — —_ selling nor a display problem. The they arrive rather than book fu- bought up all the good used cars ee a ee oe in the . 
oe it a. pre a - or,] demand is low and there are [ture deliveries. No reports of “un-|in this market, depleting dealer Ts : : on or ck h 
and take their : ances — elivery| enough to supply the demand. | ger the table” deals are heard here. | Stocks. a ap aay sales ratio al ab = 
of the exact color wan livered by | here are @ few bonafide dealer's | Used-car sales continue above| Used-car sales are down one-fifth | Used cars for every new car sold by ; 
Cars are not being delive ‘aie demonstrators for sale with less | normal and prices are higher than|below the rate of previous three | Oldsmobile dealers, Jones said. This | 
wholesalers fast enough to © | shen £600 aailes on them. in June but were leveling off into| weeks, due partially to undesirabil-|COMPares to a ratio of .9 used cars n 

f all orders exactly as 5, g , t Id in the first 
aaapwed by eushenaun but ao There are also plenty of tires in | August. a7 SS eee. Dans ove on wae oe *1949.. eedvene , 
sories are not a must in the con- | Stock and on display to supply the; Good late model used cars are hunting a a wee (=n ae sales by Oldsmobile dealers in the 7 
sideration, with the customer dic- | 20rmal demand. scarce. Dealers here expect to be oeetener — to firm.—(Ernest WY. frst seven months of 1949 totaled P 
tating the items. More than enough trucks in all|C@ught up by early fall.—(Stuart : 162,564 units. The 1950 sales for the ¥ 
In used cars, the wholesale jump| sizes from pickups to trailer trac- | Riddle). rae e same period mark a gain of 114 b 
of approximately $250 a unit about/tors are on hand to meet the de- CATA Elects Stube percent. Cc 

six weeks ago put an effective brake|mand which is normally fairly Boston As Packard Director Currently, Oldsmobile dealers 
> = sales - ae _ and — ~—e- 7 ss et bi [JEALERS here report a backlog} CHICAGO.—Directors of the Chi-| have a 17.6 days’ supply of used b 
ealers report sales at a practica ity buyers, said to be combing of orders in all makes, with|cago Automobile Trade Assn. have/| cars, according to Jones. This com- f 

deliveries being promised in 30 to|elected Charles E. Stube as Pack-| pares with a 25.5 days’ supply a 
90 days. Boston was a a eee ard representative on the board, it | year ago. t' 
. in panic buying of cars, The up-|was announced last week. Oo 
Now in Book Form —“— came vo weeks after the} Stube, head of Packard-Hubbard| Obituaries i 
« . S. entere ostilities. Woods, Inc., replaces George B. v 
JOHN oO. MUNN Ss There has been some slowing|Miller, of Beverly Hills Motors, Thomas A. Svvrud. 86 n 
: é a down of placing of orders, but no|who resigned after selling his deal- : yv 4 : t 
4 A Guide to Automobile Selling cancellations have been reported.— | ership. Ford Dealer Since 1911 y 
(Harry Stanton). foes career with Packard be-| ALEXANDRIA, Minn, — Funeral ( 

‘. * * #¢# ore opening his dealership in 8 : ; ; 

F men today have as netrating oa ; . | Services were held here last Wed- 
at y Pi ° h Dallas covers more than 20 years in vari-|nesday (Aug. 16) for Thomas A. t 
knowledge of the auto business as John = : ous factory capacities, including Syvrud. 86 tedl f the 10 2 

‘ : ALES of new cars in the Dallas : y’ , 80, reportedly one of the 
Munn. There are fewer still who have his || * 7 managership of the Evanston (IIl.) | ojgest active Ford dealers in the t 
d di er bi hae area are approximately 12 per-|branch and Pittsburgh zone man-| jy S. Mr. S d ad 

understanding o ealer problems, gleane cent under a month ago and move- phen a 3 r. Syvrud succumbed to a 
from 40 years’ experience. ment of used cars is off by a con-| 98°" heart attack. € 
siderably greater percentage. Mr. Syvrud had been a Ford a 
New car registrations in Dallas = ee = 

; ru otor Co. is expecte 
Selling versus Overaliowance—Put this book in the hands of every one of your || COUNtY during July totaled 4,336, chat the business will now o car- € 


salesmen. Guide them in the techniques that de-emphasize the importance of the 
used-car allowance. Each chapter of this cloth-bound book is a money-maker. 


Sixty-four idea-packed pages. 








with registrations running at a re- 
duced pace this month. The figures 
parallel dealer allotments. 


Used-car dealers, who contrib- 


ried on by his sons, who have been 
active in the firm for many years. 
* * * 


Ludwig Lentz 


$3.50 per Copy, postpaid uted in part to current high | DESHLER, Neb.—Ludwig Lentz, 49, for a; 
BOOK DEPARTMENT prices by buying actively to stock 20 years a Buick and Pontiac dealer here, fA : 
ia ai 2 ie la iia a up ‘war” inventories, are holding died last week , 
vu e s 666 Penobsco ig. etroit 26, Mich. their merchandise apparently in * * * ; 
the belief that the market will — ; Ed M. Ray ' 
i eae , ; : : , RNE, Ind.—Ed M. ,, 80, 
hold firm or possibly improve. of A. J. Moser and Co. A Marae 74 





a quality 


ANSWERING many requests from our 

readers for a semi-permanent binder to 
retain this publication for ready--reference. 
Only recently have we been able to secure 


and which we can recommend. This binder 
is covered with black Levant leather cloth, 
stiff sides, holds 26 issues of Automotive 
News in removable metal blades. Price $7.50 







binder which will stand the gaff 














More active sales efforts are fail- 
ing generally to stimulate buying 


WWAR-SCARE buying of autos | 


has pushed prices of most new- 
used cars well above list. Some 
dealers report 50’s bringing $200 to 
$500 more on used market over list. 
The market has stabilized in 
the past few days from the buy- 
ing surge during July with not 
much increase noticeable yet in 


illacs are bringing up to $500 








Each door has its own unit which can be 
controlled individually or from a master con- 
trol panel by the driver, Mounted on a 
fixed steel frame, the electric motor operates 
a screw shaft. As the screw turns, the nut 
with a slider attachment travels along the 
screw shaft, guided by the v-ways of the 
frame. The drive movement is transmitted to 
the slotted lower leg of the bell crank 
through a pulley-like bearing attached to the 
slider nut assembly. The boomerang-shaped 
bell crank is held at its center in a fixed 


bringing the window along with it. 


and also secretary-treasurer of the firm, 
died Aug. 15 at his home here following 


year ago and purchased the Walker Motor 
Co. Before that he operated a Pontiac 
dealership in Lawrence, Kans. 

* * * 


Charles E. Merriam 
TROY, N. Y.—Charles E. Merriam, traf- 
fic manager of the Ford plant in Green 
Island for 22 years, died Aug. 8. He 
joined Ford in 1923 and was made traffic 
manager in 1928. 





postpaid to our subscribers. ee —— but ’46s, — _ pivot, with {ee onner jog, enpegion a slotted Alf - Cc = . t 

BOO an are bringing upwar 0 guide at the base of the window channel. re . Clermon 
AUTOMOTIVE NEWS aoee DETROIT 26 $100 to $200 esien ied a As the lower leg is pushed forward and up, MONTREAL.—Alfred C. Clermont, 46, 
. 7 the upper leg is pulled across and down,| associate of Clermont Motor, Ltd., died 


suddenly Aug. 9 at his home here. 


t 
3 - . }a long illness. He was bedfast for 19 ( 
at present prices. Premium prices |months after suffering a stroke while on { 
generally have vanished.—(Charlie | vacation in Florida 

Cates). ee ae, Oe } 
A, a N. _ * * Ross Channel j 
ewd Mi ° CONCORDIA, Kans.—Ross Channel, 52 

utomotiue inneapolis oe 

| local dealer, died of a heart attack Aug. 

CHRYSLER ELECTRIC WINDOW LIFT— 10. Mr. Channel came to Concordia a 
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to Canada... 





Big Slash in Output 
Doubted by Wilson 


(Continued from Page 2) 


ies, are necessary better to meet 
increased customer demands re- 
sulting from growth of the Domin- 
ion, intensified development of na- 
tural resources, increased popula- 
tion and rising standard of living,” 
Wilson said. 

“At no time since resumption 
of production following the ter- 
mination of the war have these 
companies been able to keep pace 
with the greatly increased de- 
mand for General Motors prod- 
ucts.” 

Wilson said GM of Canada re- 
cently began construction of three 
buildings in Oshawa and one in 
Montreal, which are due for com- 
pletion late this year or early next. 

They comprise, at Oshawa, a 
parts warehouse with 350,000 square 
feet of floor; a 60,000 square-foot 
addition to the body plant, and an 
annex to the personnel building. 
The Montreal structure will be 
a combined GM parts depot, stock- 
ing parts and accessories for ail 
GM cars and trucks used in Can- 
ada, and a GM of Canada zone 
office, with a total of 80,000 square 
feet of floor space. 
* * * 


Ai™*° slated to get under way 
this year is construction of two 
new GM parts depots at Vancouver 
and Winnipeg. 

Honored speakers at a dedicatory 


Chrysler Reports 
Advance in 


Parking Brake 


DETROIT.—A parking brake de- 
signed to hold the heaviest pas- 
senger car on steep grades is now 
being installed on Chrysler cars 
having Prestomatic transmission 
with Fluid Drive, according to 
Joseph A. O’Malley, general sales 
manager of the division. 

The Easi-Lock brake, which is 
engaged by the pull of one finger, 
ean hold the Chrysler Crown Im- 
perial sedan, loaded to a gross 
weight of 6,200 pounds, from rolling 
backward on a 32 percent grade, 
O'Malley said. 

Should the need arise, it can 
bring the car to a complete stop 
from any speed, he said. 

Mounted on the propeller shaft, 
the new handbrake is independent 
of the wheel brakes. It is of the 
internal-expanding type and pro- 
vides more than three times the 
maximum braking effect of the ex- 
ternal-contracting hand brake 
which it replaces, according to 
O'Malley. 

When engaged, both brake shoes 
become self-energized to utilize the 
motion of the car in multiplying 
the braking action. 

Besides increasing the braking 
effect, this self-energizing action 
also greatly reduces the amount of 
pull necessary to set the brake, said 
O’Malley. The brake unit is fully 
enclosed to keep out dirt and oil. 


Suit 


(Continued from Page 2) 
yers for stockholders opposing the 
settlement “were trying to cause 
the financial eclipse of Henry J. 
Kaiser,” rather than help the stock- 
holders of the company. 





“The motive of those who brought 


the stockholders’ suits cannot be 
considered here,” he added, “but 
this court has no desire to promote 
the destruction of Kaiser-Frazer 
Corp. by continuous litigation over 
a long period of years.” 


Principal terms of the agreement | 


approved by Judge Picard call for: 
Payment of $500,000 to Kaiser- 

Frazer Corp. by the defending 
K-F directors and officers or by 
Permanente Metals Corp., now 
known as the Kaiser Aluminum 
& Chemical Corp. 

Payment of $879,503 to K-F by 
Kaiser Metal Products, Inc., for- 
merly Fleetwings, Inc., for presses 
end other K-F equipment used for 
making doors for K-F cars. 

—BrerRNIE THOMAS 





luncheon attended by many not- 
ables of Canadian government and 
commerce were Charles F, Ketter- 
ing, GM research consultant and 
director; E. V. Rippingille jr., pres- 
ident of GM Diesel, Ltd., and Ray 
Lawson, lieutenant-general of On- 
tario. 

Among the GM executives on 
hand were Harlow H. Curtice, ex- 
ecutive vice-president; W. F. Huf- 
stader, distribution vice-president, 
S. E. Skinner, Oldsmobile general 
manager; M. L. Prentis, treasurer, 
and Vice-Presidents E. R. Godfrey 
and C. R. Osborn. 

Wilson also disclosed pians for 
construction of a new Frigidaire 
Products plant near Toronto. The 
new plant will produce refrigera- 
tors, ranges and other household 


appliances. 
—Mac Gorpon 





BEFORE THE BRONC-BUSTING—Forest Phelps (left), of Phelps Brothers (Nash), Colorado 
Springs, presents the official car of the Pikes Peak or Bust rodeo to Ken Brookhart, presi- 
dent of the Colorado Springs Rodeo Assn. Left to right are: Phelps; Everett Conover, 
treasurer of the rodeo association; Brookhart; Bob Phelps, top hand cowhand of the Cow- 
belle Assn.; Field Phelps; Girl of the West Barbara Stock, and her aide, Joyce Westrich. 


NUCDA Completes 


Convention Plans said NUCDA,. Special events will 


DALLAS. — The National Used | be held for women. 
Car Dealers Assn. has completed | ii anemianioa 


phasize industry-wide cooperation 
and unification, it is said. Out- 
standing speakers will be on hand, 








i -| 
ae i its aa ee | AUTOMOTIVE NEWS, the Newspaper of 
ention ov. > at e aker the Industry, read by everyone who counts 
hotel here. in America’s No. 1 Industry . . . an esti- 


| The parley’s program will em-| mated more than 100,000 readers weekly! 
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Inventors, Note 
‘Ket’ Calls for Devices 
To Lick Enemies 


WASHINGTON. — “Boss Ket” 
last week urged civilian inventors 
to bring into the National Invent- 
ors Council any device that might 
help lick our country’s enemies. 

The council, of which Charles F. 
Kettering is chairman, was started 
10 years ago as a place where 
civilian inventors could have mili- 
tary ideas considered by competent 
military people. 

During World War II it screened 
250,000 suggestions, 150 of which 
the services used. Ideas stream 
into the council at the rate of 
about 8,000 a year, having doubled 
since the Korean war. 

Meanwhile, Commerce Secretary 
Sawyer announced appointment to 
the council of James C. Zeder, di- 
rector of research and engineering 
of Chrysler Corp. 

Things the council would like to 
see invented include snow-melting 
chemicals, low-temperature batter- 
ies, plows for frozen ground and a 
gauge to read very cold antifreeze 
solutions. 


“I’m sold on Pittsburgh Safety Glass!“ 





“T’ve been in this business a long time, Dickie. And 
if I've learned anything, it’s this: There’s nothing 
like working with a product that you can depend 
on; one that you’ve seen tested by time and proved 
in actual service. That's true of Pittsburgh Safety 


Glass; it’s the reason why I’m sold on it.” 


The man on the assembly line, as well as top 
management, knows through years of experience 
that Pittsburgh Safety Glass is a high quality prod- 
It has an unsurpassed record of service in the 


uct. 


automobile, aviation and railroad car industries. 
And, because of special techniques and processes 
developed by Pittsburgh, the mass production of 
curved, as well as flat, panels is now possible. 

Why not take advantage of these superior Pitts- 
burgh features? Make sure that your specifications 
indicate Pittsburgh Safety Glass. And, any time 


you need help in the application of glass to your 


Pittsburgh 19, Pennsylvania. 
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SAFETY PLATE 


GLASS DUOLITE SAFETY WINDOW GLASS 


PAINTS +: GLASS +: CHEMICALS : 
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cars, remember that the assistance of our specialists 
is at your disposal, without obligation. Pittsburgh 
Plate Glass Company, 2169-0 Grant Building, 


PLASTICS 


COMPANY 
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Okla. Sales Soar 


Oklahomans have been putting 
off needed repairs awaiting a 
new-car purchase. Their financ- 
es now won’t permit them to get 
into the market. They are, 
therefore, having the repair work 
done. 

Major parts shortages are crop- 
ping up, service shops reported. 
Heavy steel pieces such as fenders 
and hoods are becoming scarce. 





Ernest W. Fair 
Staff Correspondent 


By jcars in any yards. The demand in 
ithe used-car market is exception- 
. lally strong everywhere on light 
War-scare buying has sent car | care “Low gas ‘sensumption” "tk 
sales soaring throughout Oklahoma. lof course, the reason 

Here and there the old “$200 bonus” |°" 702+ iots still had a goodly num- 
talk is a heard. oe Py oi ber of ’48 and ‘49 big cars in top 
chasers with 49 cars who had de- shape, but prices have been climb- 
cided to keep them another year|i,,'$55 and $50 on these. Used-car 
or two have suddenly changed their men in Oklahoma City and Tulsa 
minds and or ee ee feel certain that in the near future 
» 1 naga ey can obtain from | demand will increase for these 
dealers. . 4 models and prices will probably 

Even the big, high-priced cars (advance another $50 or $100. 

= a oo th age > an E Before the Korean fighting start-|the new-car sales involve tradeins 
= h ~~? acorn ce jn ; a. ed, new-car sales had begun t0| of 49’s with low mileage 

ors Who Gid not have new moa: | show a lag in this area, The day : ek 


els in their showrooms, it is now : 
x }it began dealers started making . 
diMcult to find them. Few smail- |waiting lists and getting a lot cag- St. Louis 


town dealers have anything on ler : 
»r than they had been during the 

the floor at all except trucks, preceding three months. 
Used-car lots are also feeling | A check of garages and service 
the boom. By the end of July! departments showed a stepup in 
there are very few °48 or ‘49 light| service business here also. Many 


|car purchasing in this area is on 
a cash basis. A high percentage of 





jnumber of new cars available. 
Dealers report, however, that there 


|and that demand has not kept pace 
|with the new-car demand. 


The result has been an _ unbal- 
|}anced condition—too few new cars 
and too many used cars. This has 
naturally resulted in a lowering of 
|tradein allowances. 
This combination of circum- 
stances developed a feeling on 
the part of the public and news- 
| papers that dealers have been 
attempting to take advantage of 
the demand through low allow- 
| ances. This is stoutly denied by 

the dealers who contend that sup- 
| ply and demand alone are respon- 
sible for used-car prices. 

This contention has been borne 
|out recently as there appears to be 
}an improving demand for used cars 
jand some stiffening of used-car 
| prices. 

Shop volume is reported in some 
dealerships at an alltime high. This 


ee 


| 
| 
| 


| vacation travel. 
|cars are in local repair shops than 
lever before——(Sam X. Hurst.) 

* * ° 


Dallas 


| Used-car dealers in Dallas report 
|that premium prices are returning 
}on some models. 
| during the wek ended July 29 were 
|/up $100 to $200 on late models, the 


|dealers said. 
* . * 


Chicopee, Mass. 


It is the opinion of Chicopee, 
Mass. used-car dealers that the 
Korean war started a “definite 
|shortage of cars, not only in the 
|used-car field but in new vehicles 
}as well.” 

A number of dealers who had 
|recently returned from a used-car 
jauction in the state, reported that 
jthere was plenty of evidence of 
| the shortage. 





BUFFALO EVENING NEWS 


EDWARD H. BUTLER KELLY-SMITH CO. 
Editor ond Publisher National Representatives 


where from $100 to $300 higher than | 
those quoted a month ago,” a| 
spokesman explained. “Clean late 
models are virtually non-existent.” 


One of the dealers at the auction, 
YORK’'S GREAT NEWSPAPER 


eA od, 





|Sales, said, “There is no shortage | 
of cars at the present time, but! 
everything indicates one soon.” 

He added that prices were quite | 
;naturally going up because of the | 





higher prices paid by dealers at the | 
auctions, but the price of a good | 
uSed car wouldn’t jump “too dras- | 
tically.” 

| Several other dealers at the auc- 
|tion expressed similar sentiments 
}about the coming shortage and 
| higher prices. “Many people think | 
|we’re trying to boost prices to/| 
|make a bigger profit, but that isn’t | 
the true picture,” one car man ex- 
plained. “We are now forced to 
pay more for the car which should | 
be ample proof of why the rise in| 
price.”—(John A. Noll). 

7 - 









STOPPER 


But Are Buell Air Horns Legal? : 
YES! Speed laws do not make cars illegal and by the same 
token, noise ordinances do not make horns illegal. in fact, 
Buelis can be sounded more softly than most horns becouse 
of built-in Volume Control. 


Find out why every highway driver is o prospect 
for “Sales Clincher” folder AN. today— 


BUELL feted eae Bad bade > B 


Emporia, Kans. 


The late-model used-car business | 
here is booming. In one day 45 title 
transactions were processed by | 
Violet M. Cowan, county treasurer. | 
Except for a 20-minute lull during 
the noon hour, Mrs. Cowan was 
busy all day at the car registration 
window. 

The car title registration and 
transfer business was the heaviest 
for any single day since February 
when many persons were buying 


SALES 
Gi. teas: 


Write 





jis probably due to the enormous) 
More transient | 


Used-car prices | 


“Prices at the auction were any- | 
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| (Dayton) report that although there 


| buying” among the public not one 


| “scare” advertising. 
A great deal of the current new- | 


Deliveries of new cars of all | first served.” When an auto is ready 
|makes in the St. Louis area area /|for sale the first person who comes 
jare presently limited only by the | in to buy gets the car. 


| 


has been a lag in used-car sales | 


|Harold Kent of Kent Ford Motor| _ 


their 1950 car license plates, Mrs.|are being restricted to a predeter- 
Cowan said. | mined number. 


On the day in question 35 of the} New-car sales in the area for 
titles presented at the county treas-|July totaled 2,269 units to bring 
urer’s office were for used cars and | the year’s total to 13,059. 
|/10 were on new models sold the The breakdown showed Chevro- 
| past few days. | let leading the field with ~~ 
| The fear of further price ad-| Ford second with 324 es. 
| vances and a shortage of used cars| Plymouth held third place with 
| was given as the cause of the buy- | 211. Other totals were: Buick, 163; 
ing rush.—(George M. Hunholz). | Pontiac, 161; Dodge, 135; Oldsmo- 

ss ¢ | bile, 116; Studebaker, 83; Kaiser, 

| 65; Mercury, 64; Chrysler, 60; 

Dayton Cadillac, 55; Nash, 51; Hudson, 
i | 14; DeSoto, 37; Frazer, 18; Pack- 
Se a yd ard, 17; Lincoln, 16; Crosley, 5, 
| and Willys, 4. 

Sales of new-trucks were 279 in 
| July to total 1,244 for the year 
| Leading was Chevrolet with 98 
| followed by Ford, 71, International 


Dealers 
jhas been a great surge of “scare| 


dealer in the area has resorted to 


So that much of the ill-will, | 
which was created after World | 39; GMC, 28; Dodge, 19; Stude- 
War II, will not be repeated, |baker, 12; White, 6; Willys, 3: 
several dealers report that they | Divco, 2, and Cadillac, 1.—(John W 
no longer accept names for wait- | Moellering). 


Suggs to Build 

| KR. M. Suggs, Chevrolet dealer in 
Thomaston, Ga. has announced 
| plans for building a new structure 
to house Suggs Chevrolet Co. The 
building will be located on the 
corner of Barnesville St. and Cotton 
Ave. 


ing lists. 
From now on they expect to op- 
erate on the principle “first come, 





Other dealers are sticking with 
the practice of establishing waiting | 
lists. However, most of these lists | 
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with Kent-Moore ® 


MONOXIVENT » 


EXHAUST ELIMINATING FIXTURES 


oO = b 
’ Get Four MPO \ <= J 
\s Se 4 


If you were to sit down and write out a description of the “perfect” exhaust eliminating system 
for a service department, chances are you'd end up with a word picture of the Kent-Moore 
3 2980 MONOXIVENT Set. It's designed for use with any underfloor system, and its four important 
advantages are: LOW INSTALLATION COST— Readily installed in upturned “Y’’ section of 
main duct. No individual “T's’’ or branch duct required. CONCEALED HOSE ASSEMBLY — 
Asbestos packed flexible stainless steel tube and special tailpipe adapter slide down under 
floor for safe keeping when not in use. No storage problem, no 
unsightly hoses hanging from overhead. QUICK, CONVENIENT 
USE—Just lift the floor cover-plate and MONOXIVENT is ready 
for use... quickly, easily attached, detached and stowed. LONG 
LIFE, LOW COST OPERATION—Fully protected against dam- 
age, can't get lost or “borrowed”. Minimum frictional losses 
assures efficient, economical operation. Complete installation 
data furnished upon request . . . write for it today! 






MONOXIVENT 
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KENT-MOORE ORGANIZATION, inc. 


GENERAL MOTORS BUILDING ¢ DETROIT 2, MICHIGAN 
Sales and Service Engineering Represent- 


Engineers and Manufacturers of Special 


Avtomotive Service Tools and Equipment otives in Principal Cities Coast-to-Coost 
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Stop that 
thief 






IGNITION SIGNAL - IT'S HERE 

BUZ-BOY IGNITION SIGNAL REMINDS YOU TO REMOVE 

KEY WHEN LOCKING CAR ~ BE SAFE | 
SELLS ON SIGHT! 


f you heve ever been locked out of your cer or forgotten your 
heys you con appreciate this practice! end useful device. 
Approved and endersed by loce! law enforcement agencies 


sicdecemia geeigeeeagee ee 
ATTENTION DEALERS!) 
40%, discount on orders of 24 or more. Order direct or contect 
your nearest jobber. Check with order or C.0.D. | 
Saves you time and MONEY lost:- when key is FORGOTTEN in cor 


MANUFACTURING COMPANY 
Detroit ,Michigan 


BUZ-BOY 


4460 W.Vernor Highway - 
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Controls Bill Slowed 


Stack of Amendments Confronts Senate 
As Measure Comes Up Again 







(Continued from Page 2) 


anticipating the passage of eco-|for White House discussions were 


nomic controls that may give him|the heads of the Federal 


Trade 


almost unrestricted power to apply |Commission, Federal Power Com- 
curbs to wages, prices and allot-| mission, Interstate Commerce Com- 


ments if he sees the need, started 


mission, Federal Communications 


passing out assignments to the|Commission and other agencies. 


government agencies which will 
administer the controls. 


The Commerce department will 
get allocation and priorities to 
channel scarce materials into de- 
fense production and the Fed- 
eral Reserve Board will receive 
credit controls to curb inflation. 
Unassigned as yet but present 


Buyer Is Fined 
In Connection with 


New-Car Sale 


NEW YORK.—A Brooklyn man, 
who purchased a new Pontiac and 
then offered it for sale on a used- 
car lot at several hundred dollars 
above the factory-established price, 
has been fined $10—for giving a 
false address on his registration 
application. 

A little-used section of New 
York’s motor vehicle law forbids 
anyone from falsifying when regis- 
tering his vehicle. 

Brooklynite Louis Rose did just 
that when he bought a car frrm 
McAndrew-Lace Pontiac Co., Tuck- 
ahoe, N. Y., July 7. Then Richard 
W. Lace, a partner in the firm, 
learned the car was offered on a 
lot. 

Lace might have let the whole 
thing pass, except that Rose called 
up to find out if he could buy an- 
other new car. He was told to come 
to the salesroom the following Sat- 
urday. When he appeared, he was 
greeted by police. Judge Matthew 
J. Siano fined Rose $10. 





ANGUMNCING 
NEW PROFITS 


(as much as $144 a day) 


FOR YOU! 


with the 


NEW 
JETOMATIC 


(. CAR WASH _———~, 


The only washer 
that washes autos 
AUTOMATICALLY! 


' 
| 
| 
! | 
| 
Within five minutes it sprays, soaps, | 
and rinses cars, cabs, and panel trucks | 
| at 125 pounds pressure . . . automatic- | 
| ally! Mitting has been minimized, | 
leaving attendant free to service other | 
! customers’ needs. Increases oil, gas, | 
| and equipment sales as customers come | 
] to watch JETOMATIC’S spectacular per- | 
| formance. Self-contained, JETOMATIC | 
| can operate from a barrel of water 
| -- - leaves your air compressor free to | 
| operate hydraulic lift, lubricating, and | 
| tire-inflating equipment. Saves money | 
| on soap, air, water and electricity. | 
i Compact, easily installed. Guaranteed. | 
| 
i | 
i | 
| l 
1 ! 
| 
! 
| 
| 
! 
| ! 
| | 
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Write for PROFIT STORY now! 


% DISTRIBUTOR *% 
TERRITORIES OPEN 


vETOMY 


: | ANSONIA, CONN. oe 


, ang | 


Following the meetings, Charles 
J. Ross, presidential secretary, said 
the President still was of the opin- 
ion that the time for allout mo- 
bilization was not in sight. 

Back in Congress, the Senate 
Finance committee voted special 
tax treatment for _ industries 
which build factories or buy 
equipment to produce defense 
materials. 

It revived a World War II statute 
calling for “accelerated amortiza- 
tion’ for emergency facilities. Under 
this provision, the owners of a de- 
fense plant could deduct 20 percent 
of its cost from gross income in 
each of the factory’s first five years, 
before they compute their income 
taxes. 

Under present law such amortiza- 
tion might have to be spread over 
20 years or more. 

The Senate committee also 
voted to increase the top-bracket 
tax on 1950 corporate income 
from the present 38 percent to 
42 percent. This, say the Senators, 
will bring about $700,000,000 extra 
into the treasury this year. 

With regard to corporate income 
for the entire year of 1950, the 
committee decided that the first 
$25,000 should be taxed at 23 per- 
cent and all over $25,000 at 42 per- 
cent. 

Present rates are 21 percent on 
the first $5,000; 23 percent on the 
next $15.000; 25 percent on the next 
$5,000; 33 percent on income be- 
tween $25,000 and $50,000 and 38 
percent on all income over $50,000. 

The new bill, as applicable to 
corporate income in 1951 and 
thereafter, provides a 25 percent 
tax on the first $25,000 and 45 
percent on all over $25,000. This 


Credit a 


(Continued from Page 3) 


enacted. Our problem is_ to 
limit the amount financed to two- 
thirds of high book since we are 
in a high used-car market and 
clean used cars regularly sell for 
Several hundred dollars more than 
high NADA or Red Book. There- 
fore, it becomes necessary to 
get 50 percent or more down 
on clean used cars when we are 
operating under federal regula- 
tions. 

“This is something you should 
cover in detail with the people 
who set your book prices; for you 
can go through any wholesale used- 
car auction in this territory, and 
you will have to pay at least high 
NADA book prices (average retail). 
This is something that should be 
given thorough consideration when 
we sit down with the government 
boys who set ceiling prices.’ 

“Don’t take our word for this 
alone, but review the Manheim and 
Ebensburg auction prices, and you 
will find that the wholesale dealer 
auction prices today exceed NADA’s | 
average retail prices. 

“This is not only true today, but 
has been the case consistently, par- | 
ticularly so in the last 90 days. If 
We are going to be caught with 
ceiling prices that follow’ with| 
NADA and Red Book prices used | 
as a basis, it is of vital importance 
that their basis represent the ac- 
tual retail market.” 











Air Value Maker 
Denies False Ads 


WASHINGTON.—Charges of 
false advertising in connection with 
an automotive devise designated as 
the Kingpin air valve have been 
denied by Leo F. Steadle, Kingston, 
Pa., in a letter to Federal Trade 
Commission officials. 

The FTC had complained to 
Steadle about claims that the de- 
vice will save gasoline and im-| 
prove motor efficiency. In his an- 
swer, Steadle said that he had not 








“sold the device or circulated liter- 
ature among the purchasing pub- 
lic.” Advertising was originated 
ant disseminated by “others,” he 
said. 


joined the company in 
service pin recently from J. D. Ball, manager 
of product sales and service. 
tached to the general sales office but sta- 
tioned in Chicago, began working for Ford 
in Kansas City as a factory employe. 
entered the sales department and in 1930 
was transferred to the Edgewater (N. J.) 
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WITH FORD FOR 3 DECADES—Vernie W. 


manager, who 


Helard, 
received his 


assistant fleet sales 
1920, 


Helard, at- 


He 


district and became sales manager. After 


the war he rejoined Ford on special as- 


signment in the Philippines in 1946 and later 
was appointed truck and fleet sales manager 
at Kansas City. He was named to his present 
post last October. 


is calculated to produce almost 
$1,500,000,000 extra a year for the 
Treasury. 

The Senate Finance committee 
also plugged a loophole in the 
transportation excise tax rule. In 
order to collect the excise from 
persons who buy travel tickets or 
pay freight bills outside the U. S. 
for movement in this country, the 
committee ruled that the trans- 
portation companies would have to 
pay the tax regardless of where the 
bill is paid or the ticket purchased. 








SOUND DEADENING 


increased to stop vibration noises and squeaks, 
Witcote $4 also seals out fumes and dust. 


ABRASION RESISTANCE 


is improved to cushion the undercar against fly- 


ing stones and gravel. Prevents 
corrosion. 


SPRAYABILITY 


Witcote $4 is easily applied with standard mastic 
spray equipment and LOW air pressure (30-40 Ib). 


Cannot separate or settle out 
reaches you in perfect spraying 


Tis 





7S EL Wacker Drive 
Chicago 1, Ill 
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20th Guild Banquet Ups 
Awards to $750,000 


DETROIT.—The Fisher Body;James K. Fishback, Harrisonburg, 


Craftsmen’s Guild has awarded 
nearly $750,000 worth of cash and 
scholarships in its 20 years of pay- 
ing tribute to young model-car and 
coach designers. 

This was disclosed last week at 
the 20th anniversary awards ban- 
quet of the guild, highlighted by 
the presentation of scholarships to 
the eight national winners of the 
1950 contest. 

Officially congratulating the na- 
tional champions on their imagina- 
tion and artistry were C. E. Wilson, 
General Motors president; C. F. 
Kettering, research consultant, and 
J. J. Cronin, Fisher Body general 
manager. 

Bert Parks, master of cere- 
monies of “Stop the Music,” sparked 
an on-the-scene broadcast featur- 
ing interviews with the winners 
over the American Broadcasting 


The awards were presented by 
Dr. George J. Fisher, honorary 
president of the guild. The eight 
national winners, four each in the 
junior and senior divisions, were 
selected by a board of judges from 
the model-car entries of 43 re- 
gional titlists. 

In the senior group, first prize 
of a $4,000 scholarship went to 
Robert Cadaret, Los Angeles; sec- 
ond prize of $3,000 to Forbes R. 
Powell, Ardmore, Pa.; third prize 
of $2,000 to Albert M. Mandel, De- 
troit, and fourth prize of $1,000 to 


undercar rust and 


in the drum... 
condition. 


UNDERWRITERS’ 


Va. 

Among the juniors, the $4,000 
grand prize winner was another 
Los Angeles boy, Ronald C. Hill. 
The $3,000 scholarship was present- 
ed to Elbert Valentine, Detroit; the 
third prize to Kenneth J. King, 
Wilmington, Del., and the fourth 
to Ben B. Taylor, Maple, N. C. 

At the speakers’ table, in addi- 
tion to Wilson, Kettering and Cro- 
nin, were 13 GM vice-presidents, 
three directors and the comptroller 
and treasurer. Ten prominent edu- 
cators, including one university 
president, also feted the young 
craftsmen. 


Goodrich Joins Parade 


Of Price Increases 


AKRON.—B. F. Goodrich Tire & 
Rubber Co. last week became the 
fifth firm in the rubber industry 
to raise prices again. The com- 
pany’s new retail prices are now: 

From 5 to 10 percent higher on 
passenger tires, 7% to 15 percent 
higher on truck tires, 5 percent 
higher on farm service equipment 
and 20 percent higher on crude 
rubber innertubes. 


Brown-Nash Opens Lot 
Brown-Nash Co., Albany, Ga., has 
opened a used-car lot with Dan 
Moseley as manager. Stanley 
Brown is owner. 
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Other Scenes at Derby eirie 
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Dealer Council Gets Ford Ear 


Epiror’s Note: This is the last 


in a series of articles on dealer | 


advisory council plans in the auto 
industry. The first article dis- 
cussed the General Motors and 
Chevrolet systems. Last week’s 
article discussed the Packard 
plan. The following deals with 
the identical Ford and Lincoln- 
Mercury setups. 

By Mac Gordon 
Associate Editor 
DOZEN Ford dealers from all 
over the U. S. will troop into 
Dearborn Oct. 18-20 for the seventh 
annual conference of the Ford Na- 
tional Dealer Council. 

If last year’s session is any cri- 
terion, says Sales Manager Walker 
A. Williams, more than five out 
of every six suggestions (85 per 
cent) made by the council will be 
acted upon by the company. 

The Ford and _ Lincoln-Mer- 


cury council schemes are virtu- 


Both were prod- 
throughout 


ally the same. 
ucts of planning 
| World War II. 

Forerunner of the actual Dealer 
Council at Ford was series of 
meetings in the field beginning in 
1938, at which Dearborn executives 
met with dealers and asked for 
comments and suggestions. 
| . * * 

1 formal council program was 

outlined and planned at a meet- 
ing of district managers in Dear- 
born in June, 1945, and the first 
council was held in October, 1945. 
Other councils were held in Octo- 
ber, 1946; July, 1947; October, 1947; 
November, 1948, and November, 
1949. 

To get the first program started, 
| district managers guided the selec- 
tion of dealers, but after early 
|meetings, makeup of the council 
became democratic, with members 





|elected by the dealers themselves. 

The program starts at the dist- 
rict level and each district coun- 
cil acts as a nominating com- 
mittee for the succeeding coun- 
cil. There are 33 Ford division 
districts. After the list of 20 to 
40 nominees is mailed to all deal- 
ers in the district, the dealers 
select from 10 to 20 representa- 
tives, depending on the size of 
the district, to represent them at 
the district council meeting. 

All dealers within each district 
then are advised of the result of 
the election and invited to send 
their comments and suggestions to 
the elected council member near- 
est them. The elected members 
then coordinate all these sugges- 
tions and prepare their presenta- 
tion for the district council meet- 
ing. 

Council members are advised at 
all meetings to “pull no punches” 
and since their report is a sum- 








DEMPSEY WINS AGAIN—A big feature to the more than 60,000 spectators at the All 
American Soap Box Derby at Akron was a match race between Jimmie Stewart, Wilbur 
Shaw, Indianapolis Speedway president, and Jack Dempsey. Above the winner, Dempsey 
receives the Oil Can Trophy from W. E. Fish, general sales manager of Chevrolet which 
with leading newspapers sponsors the annual derbies. Left to right: Hopalong Cassidy 
who refereed the race; Stewart, Dempsey, Fish and Shaw. 


e— -—- + — 


Scare Ads Stop 


mary of the suggestions of many 
Ford and/or L-M dealers within 
their territories, they are able to 
speak for the dealers as a group. 
* + * 

EMBERS of the district sales 

staff meet with the district 
dealer council, and complete min- 
utes containing all comments and 
suggestions are forwarded to the 
regional sales offices. At the close 
of the district meetings, two deal- 
ers are elected by the dealers at- 
tending to represent them at the 
regional meeting. 

There are six Ford division re- 
gions. The regional meetings fol- 
low closely the pattern of the dist- 
rict meetings, with members of the 
regional staff meeting with the 
dealers elected from the districts 
within the respective regions. 

Again, complete minutes con- 
taining all comments and sugges- 
tions are prepared, and these are 


Ford & Two L-M Councils 





NATIONAL FORD DEALERS' COUNCIL —They represent approximately 6,500 dealers. 
i fficials. They ‘will serve until a new council is elected 
Are shown here with the company officials ey wi aS tee te: 6 


i r. Left to right are Paul Freed, Paul is 
ol “aloeie Motor Co” Kenmore, N. Y.; Frank D. Kent, Frank Kent Motor Co., one forwarded to the central office. 
Worth, Tex.; Louis Harpole, Tri-State Motors, Evansville, Ind.; G. M. Holtsinger, a t- At the close of the regional meet- 
singer Motor Co., Tampa, Fla.; Ralph H. Bonnell Bonnell Motors Winchester, Mass.; ings duties, attends poner 
President Henry Ford Il; E. W. Boyer, Boyer & Gilfillan Motor Co., inneapolis; William . e nding gain 
D. Todd, Bill Todd, Austin, Minn.; J. P. Hoek, Kelly Motors, Inc.; Springfield, O.; R.| elect two of their number to at- 
Breech rd executive vice-president; Henry Bomgardner, Bomgardner Motor Co., Scotts tend the National Council meet- 
Bluff, Neb.: Ben Barclay, Ben Barclay Motors, Los Angeles; B. A. Fortier, Hub City Motors, ing in Dearborn 
Lafayette, La.; L. D. Crusoe, general manager of the Ford division; Walker A. illiams, ° 


All nominations are made to in- 
clude both large and small dealers 
in both single and multiple points 
so that all types of dealers have 
a in the national meet- 
ng. 

On the opening day of the na- 
tional council meeting, the 12 deal- 
ers (two from each of the six 
regions) are provided a meeting 
room for their own private meet- 
ing, election of a chairman and 
coordination of their various com- 
ments and suggestions. 

* * * 
[IX THE meantime, company offi- 
cials with minutes from the dist- 
rict and regional meetings, have 
prepared necessary information for 
a full discussion of any and all 
points mentioned by dealers. 

Following the preliminary meet- 
ing of the council members only, 
the meeting with company officials 
is held. All the comments, sugges- 


general sales manager of the division. 








THE WINNER—Harold Williamson gets a 


big hug from his mother, Mrs. H. D. 
liamson of Charleston, W. Va., as he 
awarded the first place trophy of the All- 
American Soap Box Derby by T. H. Keating, 
general manager of Chevrolet. In addition, 
15-year-old Butch, a victim of rheumatic fever, 
got a $5,000 college scholarship for his win 
over 147 other local champions. 


60,000 Watch 


>—— 


As U. C. Demand 
Climbs in Okla. 


TULSA, Okla.—Used-car advertis- 
ing has become calmer both here 


_jand in Oklahoma City as buyers 


began to flood the car lots look- 
ing for quick deals. 

Two weeks prior had seen a lot 
of big-space ads in classified sec- 
tions, which did everything but 
point to “war shortages” as their 
theme. Actual reference to forth- 
coming war shortages was almost 
non-existent but hints were so 
broad any reader could get the 
point. 

There has been a great deal of 
caution urged by associations as 
well as used-car dealer organiza- 
tions throughout the state to keep 


wil-| the hysteria out of used-car adver- 
is|tising. It took only the great de- 


mand of the past week to cut what 
looked like one of the best over-all 
scare advertising campaigns the 
area had ever seen. 


Racer 


W. Va. 


Win Soap Box Derby 


AKRON. — Chevrolet uncorked 
new promotion stunts at the 13th 
running of the All-American Soap 
Box Derby Aug. 13. 


A crowd of more than _ 60,000 
packed Derby Downs to see 15- 
year-old Harold Williamson of 
Charleston, W. Va., win out in a 
field of 147, including a champion 
from Germany. 


Williamson was sponsored by the 
Charleston Gazette and won a 
$5,000 college scholarship. Donald 
Alter, sponsored by the Williams- 
port (Pa.) Sun Gazette, finished 
second to take the prize of 4 
Chevrolet, and Richard Dougan 
won third place and a motion pic- 
ture projector. Dougan was spon- 
sored in his local race by the Mun- 


Akron entry, in his first heat and 
finished well back. 

As usual, Akron was a mecca 
for newsmen during the four-day 
festivities. More than 200 regis- 
tered and in addition to covering 
their local champs, they were 
guests at affairs staged by Good- 
rich and Firestone. 

On Saturday afternoon Chevrolet 
held its press party with a west- 
ern motif. Newsmen were supplied 
with 10-gallon hats and guns, since 
Hopalong Cassidy was one of the 
honored guests. 

Chevrolet dealer representation 
also was at an alltime high, Big 
event in this phase was a dinner 
at the Akron City Club with Fish 
as host. 

Two new ideas in handling the 


L-M DEALERS EXCHANGE IDEAS WITH PLANT OFFICIALS—Members of Lincoln-Mer- 
cury's central regional dealer council met recently in Detroit. H. M. Ferguson, Cleveland 
dealer, and Jerry Rubin, of Homestead, Pa., were elected to the National Dealer Council. 
Seated from left to right are: Rubin, Norman E. Crews, regional sales manager, and Fer- 


tions and proposed discussions have 
been grouped into several general 
subjects and the meeting progress- 


cie (Ind.) Star. Seven other prizes 

were also awarded by Chevrolet. 
A feature of this year’s promo- 

tion was a special match race 


event were successful. One was 
the stationing of newspaper com- 
mitteemen at the top of the hill 





uson. Standing: A. D. Wolfe, Wolfe Motors, Inc., Fairmont, W. Va.; J. H. Halpert, Times 
ie Motors, Inc., Erie, Pa.; Bill Daniels, Bill Daniels, Inc., Dearborn; Don Haskins, 
Monarch Auto, Louisville; Earl Bauer, Bauer-Harrington, Toledo; Roger Dean, Roger Dean, 
Inc., Athens, : L. J. Holden, Holden Motor Sales, Hamburg, N. Y., and W. A. Dietrich, 
D & E Motors, Inc., Williamsville, N. Y 


es systematically without confusion. 
A typical program includes dis- 
cussion of such subjects as a gen- 
| eral review of company and deal- 
er progress, product and quality, 
parts and accessories, advertis- 
ing and sales promotion, truck 
and fleet sales, used-car and 
truck sales, distribution, business 
management, service, public rela- 
tions, marketing research and 
forward planning. 


Members of the national council 
remain as members for the next 
year and may be called into session 
or their suggestions and advice 
sought at any time. 

* + * 


,,OLLOWING the national meet- 

ing, dealers attending prepare 
a summary and report back to the 
dealers at a series of district deal- 
er meetings. Many individual ques- 
tions or comments they have re- 
ceived from individual dealers also 
are answered by telephone or by 
mail upon their return to their 
offices. 


Williams says that council sug- 
gestions on which no action was 
taken last year were affected by 
problems of materials, engineering, 
federal and state legislation, etc. 





EASTERN L-M DEALER COUNCIL IN NEW YORK—Representative Lincoln-Mercury dealers 
from the Eastern region and regional and district sales executives discussed product and 
marketing topics at a dealer council meeting in New York. Left to right around the table 


Annapolis, Md.; Maj. H. M. Cunningham, Washington district sales 
Stubbs, Silver Springs, Md.; L. F. Jarret of Albany; J. D. Platt, New 
York district sales manager; C. E, Eastman, Stamford, Conn.; J. G. Lewis, eastern regional 
manager; Peter Derderian, New York district administrative manager; J. R. Johnson, Hart- 
ford, Conn.; J. F. Abely, Boston district manager; J, E. Fitzmaurice, Quincy, Mass.; J. R. 
Beane, Camden, N. J.; K S. Boutelle, Chester (Pa.) district manager; R. P. Scott, Wynne- 
wood, Pa., and P. W. Smith, regional business management manager. 


are Bert Spriqas, 
manager; W. R. 





between Jack Dempsey, Jimmie 
Stewart and Wilbur Shaw, before 
the boy-built racers began their 
competition. Dempsey took this 
run, earning a gagged-up “oil can 
trophy” presented by W. E. Fish, 
general sales manager of Chevro- 
let. 

The German champ, Alfred 
Haenle, 15, who survived races of 
some 20,000 youngsters which were 
sponsored by the German Youth 
Activities, had the hard luck to 
draw the perennial favorite, the 





Harvester Opens 


First Lab Unit 


CHICAGO. — International Harv- 
ester opened the first unit of its 
$1,200,000 research foundry here 
last week, with many I-H officials 
participating in ceremonies. 

The unit was described as one 
which will provide not only re- 
search but also training for young 
men, most of them college gradu- 
ates, to become foundry manage- 
ment people. 


Want to buy or sell something? A small 
investment in an AUTOMOTIVE NEWS 
WANT AD will bring quick results. 





where the cars were kept, at the 
start of the 975-foot course, on 
the bridge over the finish line 
and at the foot of the course. 

These representatives acted as 
observers and served as officials 
in lane drawings at the finish of 
heats. 

The second innovation was a 
public drawing of first heat pair- 
ings. The system allowed many of 
the small-town entrants to go far- 
ther in the elimination than in the 
past, Chevrolet officials said. 

A highlight of the banquet for 
champions at Goodyear auditoriun: 
following the race started with two 
girls turning pages of a 12-by-6- 
foot book. Pages contained sketch- 
es of past champions, and as each 
appeared a kettle drummer per- 
formed in a side panel. The final 
page disclosed the “live” 1950 cham- 
pion seated in his racer. The ban- 
quet drew 1,500, 

T. H. Keating, general manager, 
made the trophy presentation at 
the track, with Fish and W. G. 
Power, advertising manager, carry- 
ing leading roles at the banquet. 

The event was directed by Power 
and M. E. Scott, assistant adver- 
tising manager, who serves as year- 
round general manager, 
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As Strike Halts °51 Packard... 


UAW Leftwingers 
Seen on Upsurge 


(Continued from Page 1) 


members were striking over wage- 
inequities issues. 
. * * 

— possibly with an eye toward 
“4% a number of upcoming strike 
situations, UAW Secretary-Treas- 
urer Emil Mazey urged “immediate 
steps to establish a strike fund of 
$25,000,000.” 

Three strikes were ended. The 
Federal-Mogul plant in Detroit 
prepared to reopen after an eight- 
month shutdown, Paducah (Ky.) 
Battery after a four-month fur- 
lough and the U. S. Rubber parts 
plant in Passaic, N. J., following 
a wildcat walkout of three days. 


Federal Mediator Clyde Diehl 
summoned Packard and Local 190 
officers into negotiations Tues- 
day within 15 hours after a mid- 
night picket line was formed 


Mason, Vance 
Scout UAW Fear 
Of Steel Lack 


DETROIT.—Two more auto com- 
pany presidents have repudiated 
fears of an impending scarcity of 
automotive steel. 

George W. Mason of Nash and 
H. S. Vance of Studebaker ex- 
pressed this optimistic opinion in 
replies to the industrywide steel 
conference invitation of UAW Pres- 
ident Walter P. Reuther. 

Neither flatly turned the invita- 
tion down, as had President C. E. 
Wilson of General Motors and Gen- 
eral Manager Herman L. Weckler 
of Chrysler Corp. 

But both Mason and Vance said 
they didn’t think the present de- 
fense program would so curtail 
civilian steel production that Reu- 
ther’s forecast of widespread auto- 
motive disruptions would mate- 
rialize. 

The union also reported receipt 
of replies from Ford President 
Henry Ford II, Kaiser-Frazer Pres- 
ident E, F. Kaiser jr., and Packard 
President H. J. Ferry. 

Kaiser accepted, advising Reu- 
ther he was “in readiness to meet 
at such date as you may desig- 
nate” (no date has yet been set by 
the union). 

Ford said he still was consider- 
ing the proposal, which called for 
a meeting of all auto company 
presidents to weigh the Korean 
war's effects on automotive produc- 
tion and employment. 

Ferry cast doubt upon the con- 
structive value of such a meeting 
at this time, but added he would 
write Reuther again if he should 
change his mind on this point, 

A later reply was promised by 
Hudson President A. E. Barit. 





around the E. Grand Blvd. plant 
in Detroit. 

Diehl and State Conciliator Rob- 
ert Lomasney reported that prog- 
ress toward a contract was made 
in sessions Tuesday and Wednes- 
day. 

The first authorized strike against 
Packard in more than five years 
was denounced as a “pressure 
move” in a statement Tuesday by 
C. Wayne Brownell, company in- 
dustrial relations manager. 

Branding Local 190 demands “ex- 
cessive and unreasonable,” Brown- 
ell said the union had spurned 
Packard proposals exceeding the 
benefits provided in the Nash, 
Chrysler and Briggs contracts, 

- * * 

ACKARD offered the union 

either of two “packages,” 
Brownell said. Each called for a 
full union shop, the five-cent raise, 
increased insurance and vacation 
benefits and certain classification 
adjustments. 

One plan, based on the General 
Motors contract, proposed to make 
Packard the industry’s second 
member with a long-term cost-of- 
living escalator agreement. This 
“package” also included the GM 
pension program. 

The other plan would provide for 
periodic wage reopening dates like 
those in the Ford and Chrysler 
agreements. 

The strike idled 8,000 Packard 
workers barely three weeks after 
the plant began production of re- 
designed 1951 models. 

Local 190 President Ralph Ur- 
ban said the strike was ordered in 
an attempt to exact the highest 
possible wage raise from Packard. 
He predicted a federal freeze of 
wages and declared the Packard 
workers were seeking to peg their 
rates at the maximum level. 

But President Hugh J. Ferry, 
in a letter to his workers, stated 
that Packard was proffering “all 
the advantages that have so far 
been offered to any employes in 
the industry. 

This includes a pension plan that 
is fair to all, including the ability 
of the company to keep the plan 
in effect in future years,” Ferry 
said. 

7. a + 

OWN on Detroit’s lower east 

side, Hudson workers in a se- 
cret ballot vote finally ratified a 
new company contract. The first 
time the Hudson pact was _ sub- 
mitted for ratification at a meet- 
ing of Loeal 154, it was rejected 
by leftist forces in charge of the 
small turnout on hand. 

Some minor changes were then 
made in the agreement and it was 
submitted to the ballot vote at the 


The business associates of the late 


JOHN W. 


STOKES 


wish to convey their deep appreciation for the 
many kind expressions of sympathy received from 
his host of friends throughout the country follow- 
ing his untimely death on July 23, 1950. 


His memory will be an inspiration to all of us who 
share the responsibilities in carrying on the man- 
agement of the many activities he founded and in 
which we were closely associated with him for 
more than 20 years. 


JOHN W. STOKES & Co. 

NATIONAL TAX RESEARCH INSTITUTE 
STOKES TAX CONTROLS 

NATIONAL RESEARCH ASSOCIATION 











MINS 


ed 


- 
Z 


6 > 
— 


* 





WHICH WILL BE FORD'S QUALITY QUEEN?—Roscoe Smith, director of quality control 
for Ford Motor Co., shares a laugh with the five finalists in Ford's nationwide Quality 
Queen contest at a dinner party in Beverly Hills, Calif. Left to right around the table 


are: Helen Meyer, 430 N. 
Ave., Detroit; Smith; Gladys Dye, 


Burgher Ave., Staten Island, N. Y.; 
1134 Gordon Circle, 


Neal Stefia, 73 W. Arizona 


Memphis; Dorothy Norton, 4145 


Olcott, East Chicago, Ind., and Jean Paseur, 6324 Richmond, Dallas. The title contenders 
made a four-day tour of southern California, took screen tests, visited with movie stars 


and went sightseeing. 


plant gates. The Hudson contract 
grants pensions and a_ general 
three-cent-an-hour raise. 

At the Rouge plant, it appeared 
for a time that wage-boost agita- 
tion might precipitate a strike in 
violation of the Ford-UAW con- 
tract. 

Local 600 President Carl Stel- 
lato demanded that Ford grant 
an immediate wage increase. He 
cited spiraling living costs and 
the GM four-cent raise of June 1 
as well as the GM raise due 
Sept. 1. 

Rejecting the Local 600 plea, Ford 
Industrial Relations Manager Mel 
B. Lindquist pointed out that the 
earliest wage reopening date in the 
Ford agreement is next Jan. 1. 

Thereupon, in a raucous session 
of the Local 600 general council, it 
was decided to serve the New 
Year’s wage ultimatum on Ford. 
Stellato told the council that wage 
negotiations could be reopened 60 
days before the Jan. 1 contract 
date. 
* * > 

AZEY’S statement asserted that 

a $25,000,000 strike fund would 
help “avoid many costly strikes.” 
“Many managements,” he _ ex- 
plained, “would hesitate to force 
us into strike situations if they 
knew our union was capable of 
taking care of the immediate needs 
of our members.” 

Mazey suggested a boost in 
UAW rank-and-file dues from 
$1.50 to $2.50 a month to allow 
the union to improve its cash 
position. The union’s assets as 
of May 31 were reported as in 
excess of $5,100,000, with dues- 
paying members totaling 908,410. 
Settlement of the Federal-Mogu! 
tieup at Detroit came two days 
after the company threatened to 
sell the plant if the UAW allowed 
the shutdown to continue. The 260 
employes of the Mogul plant were 
granted a pension plan and mini- 
mum wage of $1.70 an hour in the 
strike-ending contract. 

Wage increases ranging from 
eight to 13 cents an hour were in- 
strumental in bringing peace at 
Paducah Battery, a subsidiary of 
Ray-O-Vac Corp. Thus, with the 
Mogul rapprochement, the UAW 
erased two of its longest disputes. 

. * * 


Exide Strikers Picket 
Phila. Ford Dealers 


PHILADELPHIA.—Although the | 


Philadelphia Automobile Trade 
Assn. thinks the action is an unfair 
labor practice, it is advising local 
Ford dealers to “tolerate” orderly 
picketing by Exide battery strikers. 

The point of the picketing, ac- 
cording to PATA, is that the Exide 


workers want consumers to refrain | 


from buying Exide batteries. The 
strike has been in progress for 
three months. 

PATA cited the following two 





Teamsters Voted Down 


By Bronx Salesmen 


BRONX, N. Y.—An Oldsmobile 
dealer’s salesmen here have 
voted down a unionization bid in 
what is reported to be the first 
such NLRB election in this area. 

The dealership was Bronx 
Boulevard Garage, Inc., reports 
the Automobile Merchants Assn. 
of New York. Aspiring to repre- 
sent the salesmen was the AFL 
Teamsters union, which failed to 
get a majority of votes. 








reasons for its belief that the pick- 
eting is law-violating: “First, the 
signs carried are so small that the 
average passerby, not being able 
to read the text, would certainly 
infer that the line is composed of 
employes striking against’ the 
dealer. Second, the pickets on the 
line are not employes of the busi- 
ness they are picketing.” 
7 * ° 


Wages of 300 Mechanics 
Raised in Milwaukee 
ILWAUKEE. — Ray Mechlen- 
berg, business representative of 
Lodge 510 of the International 
Assn. of Mechanics, has announced 
an agreement with 10 Milwaukee 
automotive concerns and others for 
a wage increase for 300 mechanics. 
The “others” include firms having 
garages and repair departments. 
The increases in pay for the me- 
chanics range from five cents an 
hour for apprentices in some cases 
to 20 cents per hour for mechanics. 
All of the new contracts are re- 
ported to be for one year, except 
the one for White Motor Truck Co., 
which will run for two years. 


Roberts Buys Building 


Hugh Roberts, president of Rob- 
erts Chevrolet Co., St. Louis, has 
purchased the one-story building at 
5877 Delmar Blvd., which it has oc- 
cupied for many years. The price 
has been estimated at $72,500. Sev- 
eral years ago Roberts purchased 
an adjoining building and it now 
has a 200-foot Delmar Blvd. front- 
age. 
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Truck Makers 
To Play Host at 


Illinois Roadeo 
CHICAGO.—A number of lead- 


»|ing truck and trailer manufactur- 


ers will cooperate with the Central 
Motor Freight Assn. by holding 
breakfast, luncheon and _ dinner 
meetings in connection with the 
Illinois truck roadeo champion- 
Ships Aug. 25-27 at Aurora Downs, 
near Aurora, 

Activities will start Friday with 
a luncheon sponsored by Diamond 
T Motor Car Co. and addressed by 
Thomas C. Huxley jr., company 


| vice-president, on “Truck Roadeos 


and Public Relations.” Bartlett 
Trailer Co. will take over with a 
dinner meeting in the evening. 


Preceding preliminaries of the 
roadeo, White Motor Co. will be 
host at a breakfast meeting Satur- 
day, with John P. Lichter, Chicago 
sales manager, as the principal 
speaker. Trailmobile Co. will spon- 
sor a luncheon meeting. 

Ford Motor Co. will host the 
“grand roadeo” banquet in the eve- 
ning. The program will include an- 
nouncement of qualifying drivers 
for the finals and an address by 
Chester G. Moore, chairman of 
CMFA and secretary of American 
Trucking Assns., on “Going Down 
the Highway Together.” 


The closing day’s program Sun- 
day calls for a breakfast meeting 
sponsored by Fruehauf Trailer Co., 
with C. L. Schneider, company 
vice-president, as speaker; the final 
round of the roadeo; a luncheon 
meeting tendered by International 
Harvester Co.; a demonstration of 
automobile loading and unloading. 
and a late afternoon announce- 
ment of roadeo winners, who will 
be awarded trophies by Barney 
Cushman, secretary of CMFA. 


Ferguson Suit 


Opens in England 


LEAMINGTON SPA, Eng.— 
Harry Ferguson’s $238,000,000 suit 
charging Ford Motor Co. with pat- 
ent infringements opened here be- 
for the first U. S. civil court ever 
to sit in England last week. 

Presiding Judge R. McCurdy 
Marsh transferred the case from 
the U. S. to England because Brit- 
ish witnesses on whom much of 
Ferguson’s case rests could not be 
compelled to come to America to 
testify. The case here is expected 
to last about 10 days. 
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; -training troit 26. 
GMC . 1,994 1,232 1,915 5,345 60,196 68,621 office personnel; credits-collections; abil- ae inatenepein if ey = a i . 
INTERNATIONAL 3,598 2,372 3,519 9,825 95,730 81,150) ity to analyze departmental operation | ——— — SMALL DEALERSHIP car, and/or truck 
MACK 0° 299 125 235 466 4,474 oe Se SS a _— S. POSITION WANTED in middle or Western states. Box 4434, - 
’ c 
BD 0 scree. 275 68 260 743 2,367 3,507 past employment and_ responsibilities To encourage this classification for the c/o Automotive News, Detroit 26. 
po <cneremnenigemmaianmmianiaiatnsiamiemetipaiemrmmatmmmmnaaes 
STUDEBAKER 1,048 1,096 1,036 2,912 46,089 32,852] therein; size of dealerships and base || benefit of our employing readers, Position || MANUFACTURERS REPRESENTATIVE 
compensation expected. City of unequaled Wanted ads are accepted at half regular OO — 
WHITE . ...... 0+ oon 325 178 322 647 5,381 8,332 all-year climate and finest living condi- rates, namely: 9 cents per word for each || A FEW GOOD TERRITORIES open to well 
WILLYS-OVERLAND __ 1,066 1,141 1,161 2,227 36,425  25,653/ tions. Replies confidential. Write Joe|| insertion. Cash in advance. (Half-rate established representatives specializing in - 
MISCELLANEOUS ..... 308 412 308 864 11,895 9,528 a i, Comoe, 2602 S. Dixie,|| doés not apply to display ads in this oo =, for the oe line 
est Palm each, a. section.) e nest ood ornaments made. (See 
——————— page 31, this issue.) Write for details 
s, U.S. 2.294 30,096 83,001 7 SERVICE MANAGER WANTED by exclu- 
; Total Trucks, T 30,775 22, y y 90,827 848,976 sive Lincoln-Mereury dealerehip in mid-| can YOU USE THIB MAN? Just recianed Helm Ascessorien, ine. 5942 Casmere i 
Total Cars, Trucks wentere city of 200,008 population. tom “general manager large LF Bs a ne ened , fabs ; = EA 
184,21 140 179 502,690 4,02 e well-recommended and qualified. In a aad” sai ‘ 
a =e EN SECON ROISITi | replying furnish age, marital status, ex-| me setail’ merchandising experience tn DEALER SERVICES 
~ Total ¢ Cars, Cars, Trucks pertence, ane other pertinent, eterna good and bad times, in most highly | DEALERSHIP INVENTORY. Taken after 
Canada ............ oe 2,129 5,833 2,333 9,462 183,572 239,533 rom oan ee a pao’ “a? . competitive markets. Ford, Lincoln, Mer- wr closing time. Parts and accessories 
G ad Total —_ : 2 SS a ae | cury, Cadillac and Pontiac. Unusual —office and equipment, unbiased and 
ran otal, , c/o Automotive News, Detroit 26. grasp of service and parts department complete. Experienced crews for each 
Cars and Trucks merchandising, used car turnover, inven- aa a = = ain 
tory l, 
U. S. and Canada ......186,344 146,785 182,188 512,152 4,208,391 5,213,260 sales. advertising and showmanship | satisfaction. Talbot's Automobile Dealers 
"Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel HIGH GRADE Splendid record recruiting, training, in-| Inventory Service, 4690 Newport, Detroit 
Drive, Sterling, Nash, Diamond T, ete. spiring and ,tirecting retail salesmen.| 13. Mich. Phone Valley 2-9377, 1-7765. 
ew car volume minded. Forty-eight 
Ww years of age, excellent health, happily 
5. 000 000 D T PROSPECT ANTED married, two children, good habits, hard fb anak tae a 
oo worker, extremely loyal. I want to make arts an ccessories Depts. 
» * th ue oday; For Desirable New Car a connection with a dealer, “Must be Fell.time, experts. Ne pickup. part-time help; 
ne o & 3,°" as general manager or tial 
e ms * dealer’s assistant; and after one year, pom ar tae ee a led ‘reports. 
utput Up Slightly Franchise in Michigan || sau, an,isrst,! ine Pusizny 21° | srganiaton in byunan ance, 1H. Tew 
pa _— et on Pa epartment operation sen 
prefer profit sharing deal. Write or wire | on request. Call or write for service details. 
(Continued from Page 1) Box 4444 Box 4441, c/o Automotive News, Detroit] g + . . | 
: 26 utomotive Inventory Service Co. 
were only about 67,000 behind atjered the only possible Chrysler + RESPONSIBILITY WANTED. Present new | "0 Freelend, Detroit 27, Mich. WE 3-644 
the end of last week. candidate to change over this year c/o Automotive News car dealer, 4 years. Know all phases. 
. ‘ollege gr e. years old, married. — 
The 5,000,000th U. S. vehicle of : < s e Want position of responsibility with BUSINESS OPPORTUNITIES 
seocmbty ince 'neasty seven |W iILE the car production fu Detroit 26 large concern,” Box 4443, c/o Aulomotive | WONDERFUL BUSINESS OPPORTUNITY 
= 8, . Auto salvage with new and used parts | aaa 
yon emg — —_ coer ture may look bright, the truck AVAILABLE. Past fifteen years sales and used cars. Located on Hi-way 30 in ain 
= ead of its counter- production outlook is even brighter.|tanam & cai manager large Detroit Ford dealer (1,000 Central Iowa. Five (5) acres for salvage 
a . A ETAI A in middle car) who has just liquidated business. with railroad spur. Also 100 foot front- 
P The highest truck production year west, approximately 1,000 new car deal, Age 56, married, excellent health. Would age on hi-way. Has done $100,000 busi- 
At the end of September, 1949, has opening for young, aggressive, capa- | consider going with a 200 to 600 car| ness each year the last four (4) years 
in hist } 
U. S. plants had built nearly 150,- n his oa than the 1,364,- ble assistant sales manager and used Gonler in New York, Pennsylvania or! Selling due to the death of owner. Carry 
000 tru i i i car manager. New modern building and ew Jersey, who would appreciate hav- $15,000 inventory of new parts. Writ 
000 less cars and only 70,000 more - - uilt in U. 8. plants om equipment. Bonus will be paid according ing a thoroughly capable man in charge Box 456, Jefferson, Iowa ie 
1948—i 
trucks than have already been —is in prospect. to your effort and production, Write, should he wish to devote time to other 
turned ou hi ear. giving full qualifications and base salary interests. Am not only interested in the USED CARS ‘FOR SALE 
ned t this year " The 138,000 trucks scheduled to expected. Box 4198, c/o Automotive increase of new unit sales and aggres- | Ne 
A review of 1950 production} roll from U. S. plants this month News, Detroit 26. sive used car merchandising, but believe | 
shows that U. S. plants have sus-| will be slightly more than were |SERVICE MANAGER fo Sg oer in a good paying service and parts de- | 
; : ; SERVICE MANAGER for large Detroit t t. Would als sid jest | * 
tained a blistering production pace) eyer built in any previous month. dealer. Must have successful background ee sae canvas tan worth. Will | Indiana's Oldest Auto 
that is unprecedented in the in- Truck schedules have been pa Rg me By ny Fyn By Fy arrange personal interview. Edward R. | A U C T | oO N 
, : e , 4 s c . Hawkins, 416 W. Drayton Ave., Fern- | 
— ey boosted as high as the availability] tomins. | Excellent opportunity. salary | dale 20, Mich | dels Ee oo Sis tad Ea 
of materials will permit, but pro- : ‘o- - ‘Auto. | BOOKKEEPER — Office manager, experi- ore in @ Big Loo! Building 
For every week of the year 80/ ducers expect that the pea inn Twin as ee, See eee Ces ee. | fn the Hear? of Downtown 
=e - se : val A t 15th - 
. a the nation e. plants _ ation will enable them to keep out- er yo ae ores Soa ghee ae request ‘ce ino den." beaoaneseviias, INDIANAPOLIS, INDIANA fA 
ui an average of more an|put at levels now in effect .500-car wholesale, 1,000-car retail, de- NY Ev 
a ; ; _Y. me ‘ ery Wednesday—12 Noon 
150,000 vehicles. Broken down, the sig ne a aes han Gat aoe vara] [AUTOMOBILE EXECUTIVE and DEALER ry RAIN OR oe 
average includes some 126,000 cars years’ experience in large operations.| Retail and factory experience over 20 
and 24,000 trucks. N FACT, some steel observers| Large modern building, air-conditioned. ene Rang > | re ne te 200 seis imai 
: : ; > j j ini Will consider male or female. Write, a oa . - os _ Basoeu | ars Pass Throug e Auction Bloc 
Despite the possible implica-|_ last week maintained that civil-| giving full qualifications and salary ex- ae [= 82 Seen News, De- 85% to 90% 
tions in the current internationa!|!@n and not military orders were Ee, eee Sores SER SES HOES, SERVICE MANAGER truck sales oF lar Sold to Good Solid Buyers 
: : : ‘ «0. 4 1k, 8s e| : 
situation, most industry observers causing a scramble for steel. How- EXPERIENCED PARTS WAN and ime: Reet, Ten years’ experience. college ou. Make Your Reservations Now! oo 
are confident that that average canjever, it was added, some of the! ~ , - uate. Qualified to handle preventative Brina Your Cars Early! ee 
: chanics for Chrysler products dealer, 
be maintained through the rest of |frenzy that followed the Korean| Write or call Service Manager, Navarro, | [aintenance And rebaliding operations on | CALL LINCOLN Feu 
1950. A turnout of 695,000 cars and outbreak is tapering off me, Sar ee, om. Box 4433, c/o Automotive News. De- | DEALERS ONLY 
138,000 trucks for a total of 833,000 Steel um id th ; troit 26. When Buying or Selling . . . Your | 
vehicles is scheduled this month. aaa jen a + saw no real ATTENTION ACCOUNTANT AND FULL CHARGE | Wise Choice Is 
Other than for model change- a aed Satara eee MANUFACTURERS REPS cae ie ae tee eee dealer. | CLARKE AUTO AUCTION 
overs, no shutdowns are contem- nual ia r or early ships including Ford and own dealership 1125 N. MERIDIAN ST. 
plated for the balance of the November. Even then, they add- pO YOU NEED NEW LINES? Capable of control and supervision of 
: cost, personnel, customer relations, ud- 
year. Studebaker will follow Hud- ed, not more than 15 percent of Antomotive News can help you by gets, daily operating control, financial 
son in making a model change, the available steel supply is | bringing your wants te the attention of a Se Sens, ae KEN SCHAEFER'S 
with Ford and General Motors | likely to be affected. manufacturers. work. Willing to locate anywhere. F. AU T° wueTt ON 
lants due to follow before the ‘ 5 Thorling, 294 Union St., Hackensack, 
= = It was, cautioned, however, that/ An advertisement in this section will de | [Orns In Continuous Operation Since 1943 
. once such orders are placed they| the trick at @ nominal cost. BOOKKEEPER-ACCOUNTANT, i7 years’ EVERY THURSDAY 












































will be wanted quickly and will 
have to take precedence over any 
the 


Depending on market conditions, 
Chrysler divisions are seen likely 
to enter 1951 still producing cur- 
Plymouth is consid- 


civilian orders already on 


rent models. books. 
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GM and tax experience, interested in like 
position or office manager for medium 


size dealership in central or southern 
Ohio. Box 4437, c/o Automotive News, 
Detroit 26 

































































Dealers Meet at the Cross-Roads of America 


INDIANAPOLIS, INDIANA 
Col R. V. Martin, Auctioneer 
915 N. Illinois St. Phone Lincoln 5383 
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AUTOMOTIVE NEWS, AUGUST 21, 1950 


USED CARS FOR SALE 


AUTO AUCTION 


Dealers Only 
TWO SALES WEEKLY 


USED CARS FOR SALE 


AUTOMOBILE 
AUCTION 


28 Miles from Chicago Loop 
2 Mile East of Illinois State Line on Route 30 


EVERY FRIDAY—11 A.M. 
200 Cars Average 


75% Actually Selling 
Cars guaranteed against cracked blocks, 
bad transmissions and differentials. 


STRICTLY WHOLESALE 


Dealers Buy - - - Dealers Sell 


George Lawson and Bud Fennema 
OWNERS 


Automobile Auctioneers 


DYER AUTO AUCTION 
Phone 2361 & 4051—Dyer, Ind. 
Res. Lansing, lil. 730 & 107R 


Philadelphia's 3 
BIG DEALER AUCTIONS 


TUESDAY THURSDAY FRIDAY 
12 NOON 12 NOON 8 P.M. 


GILBERT — ROBINSON 
Automobile Auctioneers 
6600 N. Broad St. Phila, Pa. 


PLENTY OF CARS AND BUYERS 
WEEKLY PRICES MAILED ON REQUEST 


Tel. Livingstone 8-3000 





DETROIT STATE FAIR: 
Tuesday at 12:30 p.m. 
19600 Woodward Ave. 


MT. CLEMENS: 
Friday at 12:30 p.m. 
Inter. U.S. 25-M 97, 
Mt. Clemens, Mich. 


BUYERS WELCOME 


SIMPSON BROTHERS 


you buy with a drive 











AUTO AUCTION 


TIM ANSPACH 


1175 Washington Ave. 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY... 12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A. 











AUTOMOBILE AUCTION 


Deep in the Heart of Texas 


AUSTIN 


11:30 A.M.—200 CAR SALE AVERAGE 
| We've actually had a 82% sale average for 


ATTENTION DEALERSIII! 


At Greatly Reduced Prices 


1948 Chevrolet - Ford - Plymouth 
4 Door Sedans 





the past year. This is strictly a Dealer to 
Excellent Bodies Good Motors Dealer Sale—Our Sale is the Largest, the | 
fastest, and the fairest Sale in Texas. 


All Cars Formerly Used for 


i hi d 
Cab Service in Phila. wo Ge site en, eS ot 


have plenty of buyers. Large cyclone fenced | 
sales arena. Four free wash racks with porter 


Phone or Write: We'll sell 


THE R. A. COMPANY 


43rd & Locust Sts. e PHILA., PENNA. 
SHerwood 7-1700 — Morris Freedman 


service, Night watchman on duty. 
‘em and get the top Dollar! 
CAPITAL CITY AUTO AUCTION 


Dallas Hiway (81) at the City Limits 
Ph. 8-5736 Austin, Texas 


PARTS FOR SALE 


BUICK PARTS 


“WORLD'S LARGEST DEALER 





OF GENUINE BUICK PARTS” | 


Wholesalers: We are Quantity 
Shippers of All General Motors’ 
Parts. . . . Same Day Service 
On Mail Orders and Inquiries. 


All Shipments on C.O.D. Basis 


ROBERTSON BUICK CO. 


“EDGE OF THE LOOP" 
1000 S. Wabash Avenue 
CHICAGO 5, ILL. 








TRUCKS FOR SALE 


WRECKER FOR SALE. 1948 Nash Ambas- 
sador wrecker 2'-ton, 132-inch wheel- 
base. Power wrecker bought new Novem- 
ber, 1948. Driven only 2,000 miles, com- | 
plete operating equipment by Ashton 
Power Wrecker, Model 19-41-B. Cost 
$4,200. Sacrifice at $2,250. Hollingsworth 
Motor Sales, Inc., 863 Washington St., 
Newtonville, Mass. 


FOR SALE—1948 model F-7 Ford truck | 
with parts distributors special custom 
body. Body has outside doors with shelves 
and bins and large inside storage space 
with bins. Unit in excellent condition. 
Will sacrifice. Phone or write Wright 

| Motor Co., Moultrie, Ga. 


15- ton Holmes wrecker on 1948 | 
2-ton COE chassis. Excellent 
condition. Low mileage. Picture on re- 
quest. $4,000. Box 4438, c/o Automotive 
News, Detroit 26. 


FORD 
BRAND NEW 


Fl CONVERSIONS 


2 Siebert Municipal Ambulances 
1 Siebert Police Patrol 


F3 CONVERSIONS 


1 Stewart ten passenger metal 
Station Wagon 


TOWN and COUNTRY 
MOTORS, INC. 


GREENWICH, CONNECTICUT 
Telephone GREENWICH 8-3420 








FOR SALE- 
| Chevrolet 





EVergreen 2-0400 — Herbert Cole 





| 
{ 


WHEELING ILLINOIS 


AUTO AUCTION 
Every THURSDAY Noon 
1S miles north of Chicago limits on Route 45 
| Milwaukee Avenue—Phone 
Oldest Dealers Auction in Cook County 
(Chicago). 35 years experience in the 





—AUTO— 
AUCTION 


enihibinen 


Automotive Business. 
Al Kellum—Auctioneers—Joe Ostergrant 








HORSEHEADS, NEW YORK 
EVERY FRIDAY 


USED CARS WANTED 


Cadillacs Wanted » 
$1,000,000 AVAILABLE | 


WILL PAY TOP DOLLAR | 
© 


JOE NEWELL 


6145 Hollywood Bivd. 
Hollywood, Calif. 
Hollywood 9-3607 








DANVILLE, PENNA. 


EVERY WEDNESDAY 





always find real action at 


both these auctions. 


R. D. WEST, Prop | 


Tex Rickard 


You will 


los. E. Johnson 
Auctioneers 











USED CARS 


WANTED 


500 ——— 1949 and 1950 Model 
Automobiles and Trucks 





500 


Largest Automobile and Truck Dealer in the Middlewest 


BURTRUM BROTHERS MOTOR COMPANY 
1610 E. 7th St. Joplin, Mo. 
Phone 4600 


Call, Write, or Wire 
HI-DOLLAR JOE BURTRUM 





FORT WAYNE AUTO AUCTION 


—DEALERS ONLY— 
(In the Heart of the Nation) 


Phones: E :33 


OUR ONLY GUARANTEE: YOU MUST BE SATISFIED 


WEBSTER-MARKER MOTORS, INC. 


Ft. Wayne, Ind. 


324 W. Main St. 








| FOR SAL E- 


| PARTS BINS (Lyons)—53 for sale; 7x3x1, 


THE TUESDAY SALE — 11:30 A.M. | 


EXCEPTIONAL BUY! | 


Dodge 2-Ton Cab Over Wrecker 


12,000 miles, JMA-161 Model. 5-speed 
transmission, 8.25 tires, 15-ton Holmes 
crane with cradle and all attachments and | 
factory body. List price new, $7,300. Sac- | 
rifice effer, $4,500. Phone, wire or wits. | 


BOB REESE MOTOR CO. 
DODGE Twin Falls, Ida. PLYMOUTH | 
Phone 1870 | 





BUSES FOR SALE 
ONE NEW DODGE BUS, model FS-192, 
with 48 passenger Americoach Body, 
completely equipped. Will sacrifice. Brick- 
er-Gill Motor Sales, Croswell, Mich. 


school buses, new and used, 
passenger, majority on Chevro- 
Cc. B. Moore, Inc., Blue 


16 to 52 
let chassis. 
Mound, Til, 


BUS © oHASSIS WANTE D 


CHEVROLET 6702 or 4502 for delivery to to | 
Mitchell, Indiana, in August. Wire our | L 
cost FOB Mitchell up to 10 units. United 
Bus Sales, 828 E. Manchester Ave., Los | 
Angeles, Calif. 


SHOP EQU IPMENT FOR SALE 











Lustron tan, brand new, complete with | 
shelves, dividers and 2 rows of drawers. 

Cost us new $4,200. Are liquidating our | 
second parts department for which they | 
were intended. Will sacrifice $1,000. 

Timmerman Sales Company, Ford Dealer, 

Lima, Ohio. Phone 4- ‘7131. 


ALL METAL PAINT BOOTH. 
combustion proof lighting. Exhaust sys- 


~ 25'x14/10" 





tem and filters. Two years old, Original 
cost, $2,400. Will sacrifice. Luscombe & | 
Co. Inc. Lincoln-Mercury Dealer, 14 
North Sixth Street, Lafayette, Ind 

Ga 15F BEE LINE FRAME STRAIG HT- 
ENER. Latest type, 2 years old, used 3 


months. Cost me $2,100. Must sell $1,095. 
Latest type Bee Line wheel 
used 3 months. Cost $390, must sell $195. 


balancer 


Electric welder cost $175,, never used, 
$95. Carl Dutro, Zanesville, O. Phone 
26314 





| BRAND NEW Clayton Chassis ‘Dynamom- 


eter Vehicle Analyzer equipped with Sun 
Electric equipment, orginally cost $3,000 

our price $1,500. Guaranteed 
sented by a reliable company. Box 4436 
c/o Automotive News, Detroit 26 


FOR SALE. 


Almost new, forty (40) Chev- 


rolet parts tables, including baskets, ris- 
ors and glass separators Call, wire or 
write Dick Connell Chev., Inc., 12240} 
Jos, Campau, Detroit, Mich. TW 1-0600 
SHOP EQU IPMENT WANTED | 
| SQUIPMENT WANTED. Complete giass || 
cutting outfit. Centerville Salvage Com- i 
pany, Box 378, Centerville, lowa. ‘| 





15 UNIVERSAL PARTS BINS 1 
Model Number 222 

ALSO iI 

Kleer-Fio parts cleaner with Carb-u-tator. | 
Advise complete description, price, length 

of service and so forth in first letter. | 

BAUGHER MOTOR CO. | 

WAYNESBORO, VA. iI 

| 

—— || 

| 








ANTIQUE CARS WANTED | 
1914 or 1915 Dodge car. Stan- 
Lincoln Park, Mich i| 


WANTED—19 


ford Bros., Inc., 


Smith's 








MISCELLANEOUS 


IMMEDIATE DELIVERY 
New Improved Model 
Automatic 1951 BraKinGs 


Complete with Controlled Steering 
Guide Cables & Brake Hook-Up } $5445 





ANTIQUE CARS FOR SALE 


TRULY REMARKABLE CAR — Packard 
V12, model 1507, convertible coupe. Per- 
fect mechanical condition, paint and top 
like new. Has four new US Royal Master 
whitewall tires, and two excellent spares. 
Priced at $2,500 FOB Knoxville, Tenn., 
P. O. Box 1375. 


MISCELLANEOUS 





ENGINE REBUILDING — Crankshaft "aN 2 $100.00 
grinding and metalizing. John P. Hughes “Be DE AL ts 5 5 j ; $295.00 


Motor Co., Inc., 800 Commerce §&t., 


Lynchburg. Virginia. 


Meets 1.C.C. Requirements 


1,000 2-color business cards $5.25. Write 
for FREE samples and style chart. Na- . 
tional Stationery Co., 11 E, Erie St., QUICK-TOW, Bumper $17 50 
Chicago 11, I1l, to-Bumper Tow Bar e. 





V Type MOTO-MATIC 


Tow - Guide, $32.50 


Red Arrow - Fulton - Velvac 


| Safety Chains (set of 2) .. . $2.50 
WE STOCK PARTS 


‘Protecto Covers ¢ Carrying Bags 
‘TOW BAR SALES COMPANY 


Exclusive Factory Distributors 


The NEW V Type 
MOTO-MATIC 


TOW-GUIDE 


Tows and Guides Motor Cars 


Twin Leaf Chain Couplers 
No Adapters Are Necessary 


Complies With Strength Requirements AN 3-8888 _) MU 4-840! 
Up to 5,000 Lb. Vehicles | DE 2-0700 Nites: 1 Bo. Sa373 
40 SO. CLINTON ST.. CHICAGO 6 ILL. 

FACTORY EXCISE 4 — 
oar $32.50 TAR ACL. enver: KE 2323 Los Angeles: OL 9782 


FACTORY SALES DIVISION 
PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICHIGAN 


RADIATOR 
GRILLE GUARDS 


for all 
POPULAR MAKES OF TRUCKS 
Individual styles to fit models 
1945-1950 incl. 


Bustin Iron Works, Inc. 
110 East 130th St., N. Y. C. 
Est. 1928 








WANTED 
AUTO LITERATURE 


“Marketing of Used Automobiles” 
Write Box 3879 
c/o Automotive News, Detroit 26 











UNUSUAL ACCOUNTING 
OPPORTUNITY 


Outstanding opportunity with major auto manufacturer for man 


thoroughly conversant with dealership accounting and internal 
procedure. Prefer actual dealership or public accounting ex- 
perience. Position involves system installation and audit proce- 
dure. Salary commensurate with ability and experience. All 
traveling expenses paid. Reply giving complete details of edu- 
cation and experience to Box 4228, c/o Automotive News, 
Detroit 26. 


= aes 


OPPORTUNITY 


One of the “Big Three"’ car manufacturers has an opportunity for a man who 
has a thorough understanding of retail merchandising to fill a position ot 
responsibility. 

The man selected for this opportunity must have had recent management 
experience either in branch operations or in large dealerships. 


Only letters giving complete record of accomplishments and personal history 
will be considered. All replies held in strict confidence. 
Box 4445, 
c/o Automotive News 
Detroit 26 





= 
Maney Motor Co. Auto Auction 
DEALERS ONLY 
Sales Start at 12:00 Noon (C.S.T.) 

Col. Bill Suddarth and Col. Bob Keller 

Every Friday 

HUNTSVILLE, ALA. 

Phone 3188XJ 

NATIONAL AUTO AUCTION PROTECTIVE ASSOCIATION, INC. 


Auctioneers: 


Every Thursday 
MURFREESBORO, TENN. 
Phone 111 


Member: 
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‘New Subscription Order’ 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [_] 
for which check is attached [_] or send bill [_] 


AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


ME ats da Sas Gwin ewe & ati at we ae 
ae a ee Zone No 
Gs cbs BN aS O8GdSbG Rede ReteaweEs ee keke PCT Or ee 
TRADE CONNECTION: 
Cor Dealer (] Truck Dealer [1] Manufacturer [] 
Jobber [) Insurance [[] Financial [] Supplier (] 
Gb nikniehs ¥00nsaescie ns Suasdea ok eases sebeone 
8-21-50 





OLDSMOBILE’S NEW PLASTIC HOOD REVEALS THE 
INSIDE STORY OF “ROCKET” ENGINE POWER 


Oldsmobile dealers have the world’s most dramatic show case—and they're using it to full advantage! 
It’s the new plastic hood—a special display for the “Rocket” Engine! Oldsmobile dealers find 
that the plastic hood stimulates even more requests for “Rocket” demonstrations—even more 
enthusiasm about “Rocket” performance! Here's the sort of forward-looking sales promotion 


that’s helping to make Oldsmobile’s “Rocket 88” the hottest number on the market today! 


£ OLDSMOBILE 


A GENERAL MOTORS VALUE 


“ Waa lag CIETY 


NY 
a. = 
ROCKET 5 





